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The most Dependable Confirmation of all the claims we make for 
Burroughs permanency lies in the purchase, by those who have 
used Burroughs Machines, of more Burroughs Machines 


A Few Well Known Users of 


Burroughs 


Ask them for their 


Burroughs Experience 


\ 


\\ 


r 70.000 


Burroughs Adding Machine 
Company 
39 Burroughs Block 


Detroit, Michigan, U. S. A. 


6 Hig! Holl rn. London. W ( Engla 
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“= I Will Help You Sell 


As a first step I have prepared a book- 
let for the dealer to the user. 


The Booklet is Ready 


“The Story of the Ramer Rebuilt Type- 
writer” is for your benefit. 


It contains facts and arguments which 





will create sales for you. Here are 


two of them— 


“It is a Fact— 


That if the Ramer Rebuilt That the Ramer Rebuilt dealer can- 
typewriter was delivered supply any make. There may be 
direct by the original man- a typewriter peculiarly adapted to 
ufacturers it would b some special need. The dealer will 

ccepted as new without have it, and can argue its strong 


| “The Father of The Rebuilt” 


————— 


question points without prejudice.”’ 


There are a lot more,. equally to the 


point. 
Write to me for the Booklet 
and for an outline of my plan 





My problem is solved. My co-operative 
selling plan will solve yours. I need 
you. You need me. Let’s get together. 


W. W. RAMER, President 


Wholesale Typewriter Company 
108-110 Duane St., New York City 


London Off S tuary. Corner Little G St t Square), Westminister 
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The Printograph 


A WHOLESALE TYPEWRITER 


Do your typewriting by wholesale. 

What your patrons want is real typewriting—they’re keen to detect the ordinary ‘‘processed’’ or 
‘duplicated”’ letter. The PRINTOGRAPH—the machine that really typewrites—puts out work that is 
detection proof—for there is nothing ‘‘ready made’’ to detect. Your letter has been made just as a type- 


written letter is made 
And that’s the secret of the machine 


The PRINTOGRAPH has the typewriter type, the typewriter ribbon, the typewriter platen—and it 
has what no other machine can have, the impact blow—an exact duplication of the printing stroke of a 
typewriting machine. FIX the following points of PRINTOGRAPH superiority firmly in your mind: 
—_—_— 


FIRST :—The PLATEN—This is self-aligning, accommodating itself automatically to every new form 
‘and to different thicknesses of paper. So perfect is this automatic adjustment of impression that a sheet of 
onion skin’may be alternated with cardboard and both receive equal impression. No other machine—either 
printing press or office duplicator—can do this 
but the PRINTOGRAPH. The platen moves 
from left to right across the page, each letter of 
the form receiving an impact blow; another ex- 
clusive feature 

SECOND :—The RIBBON—The last sheet 
on a 5000 run can not be told from the first. 
Think what this means when your stenographer 
comes to ‘‘match in’’ 

Nor can the ribbon blur the printed sheet 


as it is removed 


THIRD: — The TYPE— Any ordinary 
printer’s cuts can be run on the flat bed PRINT- 
OGRAPH, but in order that ordinary help may 
set up the type for your letters we provide 
PRINTOGRAPH type with holding or lining 
cases. Each line of type when assembled in its 
holder, is complete. (You know how much eas- 
ier linotype metal is to handle than oldfashioned 
separate type. PRINTOGRAPH type is just as 
big an improvement, remember that.) Correc- 
tions of a letter, line or paragraph are easily and 
quickly made. 

PRINTOGRAPH forms may be left 
standing for later runs as desired 

LASTLY:—The WORK—Pages of des- 
cription can not tell you of the accuracy, the 
beauty, the uniformity of PRINTOGRAPH 
work. You must see before you can realize. 





That you may both see and real- 
The No. poe sey ize won't you write NOW, while 
Capacity peace its in mind, to 


U. S. Printograph Company 


Corn Exchange Building MINNEAPOLIS, MINN. 
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REMOVABLE & INTERCHANGE: 
ABLE PLATENS & CARRIAGES 


A. VT 


4 


STRAIGHT LINE 
COMPLETE KEYBOARD 












— IN 


BALL BEARING 
FRICTIONLESS TYPE BAR 


> 


There never was a time when the 


eee Tay D DOA away \ | 
did not ful z meet eve e- 
writer need. Ihe requirements 
of today are best met by the 
typewriter of today - our new , 


—a7™% Model!1O0 %,4.* 


RESPONSIVE ACTION A booklet describing all the MENT EVER DEVISED 
features sent free on request 


The Smith Premier Typewriter Co..Inc:. Syracuse. New YorkUSA. 


BACK SPACER 
VISIBLE WRITING 
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===, This tremendous demand is handled 
solely through Webster Dealers. 








Our big double page ad and full page ads in the big Spri 
numbers of SYSTEM are being read by the big business mi 
every section of the country. They are virile, striking, convin 
And they are creating still more business, more sales, mort 


for Webster dealers evervwhere 


Our liberal, unending, aggressive advertising campaig 
arousing buying desire among the prominent, influ 


business men in vour own localitv—men who buv for 


iVe 
To get vour share of the hundreds of tl 
of dollars worth of business that we have 
within your easy reach, it is only necessar 
get our goods upon your shelves and 


windows 


For, bear in mind, we handle this immens« 
business solely through the dealer. And we hel 
you in numberless ways—with the most effect: 
placards, signs, hangers for store display 
window dressing, etc.—to appropriate the 
and splendid benefits of our glorious busin 
getting campaign 

Let us hear from you quickly. Send in \ 


order. You risk nothing. Simply put our g 


in your windows and coin them into money. 
Act Now! 


BOSTON, 


F.S. Webster Company, “yi 
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Remington 


Every merit that Remington Typewriters have always had. 
Have Every merit that any typewriter has ever had. 
——__ New and revolutionary improvements that no typewriter has ever had. 


Model 10, with Column Selector. Model 11, with Built-in Tabulator. 














Remington Typewriter Company, New York and Everywhere 


Incorporated 
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GUARD YOUR POSTAGE! 


THE PROBLEM SOLVED 


The SIMPLEX STAMP AFFIXER takes a roll of 500 
postage stamps and affixes them to your mail ten 
times faster than the old way, and guards your 


Postage Account while it is doing the work. 


It is mechanical perfection in every part, has no compli- 
cated parts to get out of order and is guaranteed 


against mechanical defects for one year. 


The only Portable Automatic STAMP AFFIXER in 
the World. 


The World has been waiting for it and Uncle Sam has 


made it possible by printing Stamps in Rolls. 


Your Postmaster will furnish, upon application, rolls of 


500 stamps to fit our Stamp Affixer. 


Saves Time—Saves Postage 


WEIGHT, 1 LB. 





Sole Distributors for U. S. and Dependencies 


Protected 


SIMPLEX STAMP AFFIXER 


~*~. 
~~ 


FULL SIZE 


by U.S. Patent 


@ DO YOU MISS STAMPS? (@ 





Oct. 27+h, 1908 Other 


THE DRUMMOND-LUDLOW CO. 


116 Liberty Street, New York, N. Y. 
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Underwood Escapement 


Is the Envy of Every Typewriter Maker 


It is more ¢ rrectly designed costs more 
is better made—and gives the Underwood 
a greater durability than any other 
Typewriter on the market. The quick, 
action * the type bar, and 
relation he es 1 t move- 
the ( or the extraordinary 
pidity of writing possible onl on the 


> 


UNDERWOOD 


STANDARD 


TYPEWRITER 


The originator of ‘'writing-in-sight” construction 


The perfection of the Underwood Type 
YI} 

ield and invited our 

tabula 


Dilances. 


The Machine You 
Will Fventually Buy 
The UNDERWOOD TYPEWRITER CO., Inc. 


ANYWHERE 
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What OFFICE APPLIANCES Will Do for You 


As a Subscriber 


keep vou in touch with the « 
affect 


onditions 


q@ It will 


existing in your field—-conditions which you 


either directly or indirectly 


@ It will give you ideas that will help you make 


your business bigger and better 


of making more profits 


@ It will put vou in the way 


your old lines and 


on point out new “green pas 
tures’ for vou 
@ It will inform you, as no other paper does, of the 


7 


new things that are about to come upon the 


things the business men around you 


tomers——will want to know about 


@ It will create added interest and enthusiasm in 
your selling organization and inspire you to great 
efforts 

@ It will keep youin close touch with the men and 


concerns who make thx 


@ It will 


article you are looking for, if it is an office appliance 


things you are looking for 


enable vou to tind almost instantly an‘ 


@ It will pay back its cost to you a score or mor 
times every vear if you are the nght sort of a sub 


scriber 


arious oftice 


@ It will show the relationship whicl 


devices bear to one another, and don’t overlook 
this fact they all dovetail 
Manufacturers: Are you seeking a wider market for ur war 
your goods? Are you looking for some live dealer to cover a t 
“timber” for your selling organization 

“Office Appliances” can help you i: | these ways, and its } 
Sales Managers: \re vou lit ( if 
grade salesmen who are able to get out and deliver the 
agencies for your firm’ 

Office Apphances in hely ewa indits pu 


Olfice Appliance Dealers: 
will produce for you 
in addition to your present line, without any more selling st. tl 


‘ hs } , 1 
do iT WW cre \ in W lA Ke cent 


“Office Appliances’ can help you in all these way ind its publ 
Salesmen: Are you ‘working a territory’ that does 1 \ 
ome means by which vou can doublk irning ipacity and 
any other line of selling that appeals to you more strongly’? If 

“Office Apphances ' can help you 1 | these way ndits pu 
Subscribers: I[s there any special department of this publicatio 
that would interest you more, were we to devote more effort towar 
our columns 

Office Appliances ming to benefit the greatest number 
them and other "] the subscriber's paper—published 


@ It will 


make their living buving and ‘reselling’ 


As an Advertiser 


ut your before more m 


proposition 


pliances than any other paper on earth 

€ It will put that propositior eTfO thet throug! 

a medium in w the \ I ive on! lence ror tne 

pay to get t 

@ It will help not only to ke our name before 

this army of bu s, but to bu t into their mind 

@ It will ofte: a single n t ing enough bus 

ness to pi ir advertisit xpense in it tor a 
\ ol Ca 

@ It wil esent your proposition with a dignit 

and to “ ou can dete in advance 

@ It wi ill upon more prospective customers eat 
onth than vou can reach for the same amount 11 
inv otl val 

@ It will not run up larg xpense accounts of 


doubtful accu 


@ It will live 


it least 30 davs after reaching desti 


vou can't 


nation, and o 60, 9O or a ir, whi 
Sav of circu S 
@ It will cut out all waste fo 1, thus saving vou 
the cost of paying for waste 
C ] ] ter t 91] 
J It wil ite a wider and dee interest in a 
. , 
othce de s, because 1t creates discussion, and in 
P : 
this wid interest vou am Dound to snare 
¢ It will sell goods to vou t a lower cost than 
iny other pian 1can put into eflect 
Are ew age tt, aie 
t you de ‘ f c ‘ 
; 1 te . p +} dire 
irsell LD) nt t 1 i 
r ‘ + 1 ¢ 
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VISIBLE TYPEWRITER 


A Business Builder for You 





Sixty-five dollars for a standard visible typewriter looks 


too good to be true—doesn t it ? 


The Royal Standard Visible Typewriter is in every re- 
spect the equal and in many respects the superior of any 
$100 machine on the market. In material, workmanship 
and mechanical correctness it has no superior. 

Simple of mechanism —simple of operation, durable and com- 


pact For steady high grade work. at low cost of mainte- 
nance, compare it with any machine, no matter what the price 


If you rea dealer, you won t sidestep this ict Paton tal 
. ou know that if you can geta standard typewriter that 
you can sell for $65 you can do a bigger typew riter busi- 
ness than you. ve ever done before. 


WRITE TODAY. 


ROYAL TYPEWRITER CO. 


253 Broadway, New York City 














12 


OFFICE APPLIANCES 


Business or Baseball 
What’s the Score? 


@ That's the question, ‘“‘Did we win?” or was it a story of ‘“‘caught napping,” 
‘“‘Fumbled a fly,” ‘‘blewup in the seventh,’ ‘‘couldn’t hit,”’ ‘‘fanned’’ and 





so on? 


@ The public is principally interested in the score—the result, but the team is 
vitally interested in how to score—the method—so it is in business. Y our trade 
is interested only in the service you give and the goods you deliver; but you 
must deliver good goods and give good service and make a profit on the trans- 
action or you lose—you must know how to put over a winning deal you do not 
want business that will result in loss—you want profit—must have profit if you 
win—you can’t have side-shake, end-play and lost motion on your distribution 
work and know now where to “‘broaden out’ or where to ‘“‘trim’’—it’s of no 


use to give your organization medicine next month for last month's ills. 





@ The Elliott-Fisher way is the safe errorless way —it enables you to know 
definitely and accurately your manufacturing, overhead and selling expenses 
promptly so you can change the ‘“‘player’ or your tactics before the game's lost 
talking about the loss after it’s all over doesn't do any good, so why not 
at least find out now how we can help you with your distribution or other 
work and what the Elliott-Fisher Standard Writing-Adding Machine will do 


for you in your office on your work—information about how the Elliott-Fisher 





writes and adds in one operation is free for the asking. 








SUPPOSE YOU WRITE TO-DAY: 





ELLIOTT-FISHER COMPANY 


52 Cedar Street, HARRISBURG, PA. 
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We Now Have On The Market a Complete Line of 


STEEL 


—— UPRIGHT SECTIONAL UNITS— 








ie i8 te fe oe oe 





METAL” CABINET 2ING 15 DIFFERENT SIZES OF PAPERS OR BOOKS. 


@ The cut above shows a combination of twelve of our 
units and one pair of detachable ends. 


@ The line includes Cabinets containing vertical letter and 
legal cap files, invoice, check, document and card index 


files, roller and storage shelves. 


@ There is more of our Metal Furniture in use today 
than all other makes combined. 








WE WILL MAKE A FEW EXCLUSIVE AGENCIES 


APPLICATIONS WILL HAVE 


IN UNOCCUPIED TERRITORY XZ CAREFUL CONSIDERATION. 


Art. Met.al Construction Co. 
JAMESTOWN, NEW YORK 


ADDRESS STOCK DEPARTMENT. 
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A Letter That Explains Itself 








EVAN JOHNSON, Pres. and Treas NATHAN W. TUPPER, S 
THE MAGAZINE OF OFFICE EQUIPMENT 
PUBLISHED BY 


The Office Appliance Company 


HOME OFFICI 
805 PLYMOUTH BUILDING, 303 DEARBORN STREET, CHIC 
EASTERN BRANCH, TRIBUNE BUILDING, NEW YORK 
Address "APPLICO" Chicago Western Union Code 


AGO, U. S. A 


C able 


TELEPHONE HARRISON 3698 Chicago U S A 
a 


March 4, 1909. 
MR. A. L. FIERLEIN, President. 


National Trade Show Company. 


DEAR FIERLEIN: 


It may interest you to know that at one time last night there were eight 
dealers in our booth. Two from Mexico, one from Winnipeg, one from Duluth, 
one from Wichita, one from Dubuque, one from Sterling, Ill., and one from 


Lansing, Mich. 

Every one of them was a principal in the concern he represented. Some 
have already placed large orders with exhibitors and the others are here for 
that purpose. 

This is evidence that the “Show” is becoming more and more a market 
place for the dealer. Your plan to increase the attendance of these buyers will 
surely make the future shows greater than the past. 


Yours sincerely, 
THE OFFICE APPLIANCE CO. 
Si I ed | EVAN |i MH NS‘ Nn, President 


> 


ADDENDA: 

The October 1909 Show at Madison Square Gardet onl 
lealers, but will have a 1 1 breaking attendanc mi 
every manufacturer exhibiting. 

OUR PLANS CANNOT FAIL 


Send for diagran 


We have closed more contracts for spac 
T 4 


ed so far in advance 


NATIONAL TRADE SHOW CO. 


NEW YORK 


150 Nassau Street 
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“General” 
Rebuilt Typewriters 


Answer forever 
Puzzling, Perplexing Problems of Profits; 
and 
Particular People are Pleased 
by the 


Prompt Purveyance of Perfect Product 


“Rebuilt Like New” 
Typewriters 


[E ANSWER 
TOBACCO \ 


ANSWER to ALL TYPEWRITER PROBLEMS 
IS ALWAYS FOUND 


General 


Typewriter Exchange 
No. 21 Murray Street 


Wholesalers New York, U.S. A. 
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The Automatic Letter Machine 


The “Giant” Brother of the Typewriter 


A new factor in promoting 
The World’s Commerce 


THE MACHINE OF WONDERFUL CAPACITY 














As the result of years of study 
and experiment we have evolved 
the most practical machine for 
the reproduction of typewritten 
letters. 













Motor driven, high speed, ease 
of operation, elasticity of adjust- 
ment, powerful construction and 
economy in obtaining a superior 
class of work makes it the most 
desirable machine on the market. 


The machine of today and the 
future. 











Valuable territory open to 
high grade office appliance 
dealers. 









Machine and stand—36 inches long 
and 42 inches high 








Write Today for Dealer’s Proposition 





x a 
Automatic Letter Machine Co. 


84 Adams Street $3 $3 Chicago, Illinois 
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“Success comes in cans 


Failures in can’ts.” 
—The Macey Company. 
































JOHN HOLLAND 


OFFICE APPLIANCES The veteran Gold and Fountain Pen Mar 
MAY —1909 
See Page 122 CINCINNATI 
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Plain Truth Best Advertising 


Different Kinds of Commercial Liars 


> HA | : es ve Who Get Your Money and his ne stified him ; wort awe bore 
said about the business blutte Spoil Temper. -and then it came to im that he 


and the man who overshoot , wanted to go fishing ! eA couple of 


the marl: seems to have taken hold and “The deuce vou are! Why. man, ‘fiends who had the same symptoms 
found a responsive chord. Another jpor6 are fifty thousand people here dropped in one peel ny over their 
member of the same ubiquitious spe who know vour record.” luncheon they arranged to go to a lake 
cies is the man who cant or wont “Well, what of it? There are 150,000 _W@yY up in the north woods where the 


tell the truth in his advertising. big mouthed bass lurked under every 


people here who don't know it 


\llowing for all pardonable lapses ; Some of the Different Kinds. sunken log and held forth uncaught 
allowing all possible lee-way for en Peculiarly exasperating is the man trom overhanging banks and obscure 
thusiasm, there are still many adver who advertisers a big bargain in some- depths—a lake, in short, which very 


few fishermen knew about. They ac- 
cordingly agreed to start the following 
week, and the man who caught the 
fewest fish was to stand for a dinner. 


tisers of all sorts of commodities who thing you want and when you get 
believe with Barnum that the more there tells you that it is too bad vou 
marvelous the tale, the more people didn’t arrive fifteen minutes sooner, be 


there will be to believe it. The ad- cause he has just sold the last one . ; 
vertisers who appreciate the strength and then offers vou something nearl\ W roe at once began getting his 
of simplicity and the pulling power oi the same for about twice the price tackle in order. He found he needed 
the “plain and unvarnished” are com But the man who claims that he has Me and he went to his friend, Charley 
paratin : ly fev the best article there is is a cheerful emer hes: geen ° « igpe Roey om 
[he pursuits in which the advertis- proposition, usually He may not lariey met him in the aisie with the 
; mer a ; oe Pee glad hand. “Say, Charley,” said Wroe, 
ers resort to hyperbole, and go on up know that he is violating the sacred 5% “ore ° ” 6 
ehh Soe N He “enn oe ae a : [ want some Kingfisher line. No 
the gamut of prevarication—or dow robes of Truth. Perhaps he means it Bp er - 
“a pester gt re ; ; bai _ you don’t,” said Charley. “What you 
to plain lying are coincident wit! many are so hypnotized by the gor . ; : 
eran eee “ser Maar ‘ want is something better. You want 
the number of occupations which pet geous beauties of their own proposi- ,¢ +557 ‘ 
‘ 1 ; be Thompson's Superb. My own brand ‘ 
mit of advertising. tion that they swallow it without qual- ben ’, 
has the Kingfisher skinned forty 


So persuasive and annihilating 1s ae at eae : man as the ways.” Wroe wavered! auee tae 
this te ndency to exaggeration in mod only t ang the kind _— is, - can the eves of his friend and—surren- 
ern business that there 1s a big com never trust his veracity when he says vane, 

In due time the three fishermen 
reached the lake. Each took a boat 
and by arrangement all rowed out and 
anchored an equal distance apart. But 
Wroe found something the matter 
with his tackle. He didn’t seem to be 


establishment in a city not he has the best there is. And further 


mercial 
more, the custom of using superlative 


housand miles away whose chief 

. . . ~ . . . . a ai 1 4 - : ° o = 
reputation 1s built upon the principle expressions is so general in advertising 
; : - 

of giving a dollar’s worth of goods tol that such adjectives have lost half their 


every dollar spent. There are prob- force. Reading advertisements of this 
ibly three or four million people in kind is like going to a pink tea, where 


the liddle Western states who un everything is beautiful, every hat a ; 
derstand perfectly that, “If you dream and every gown a creation ee to anus SO ope Ph re gee 
bought it at —'s it is all right.” The man who always makes you (‘me woul nt carry anc Pye - 0 h 
Che re are other firms who are hon mad is the “just-as-good-as” man. You trouble. ; a a end bed ‘fa ay he . 
est and thev too are doing well; but ask for something you have used bi cmher ae opted te “ah the 
-y. very many houses the sales- fore and he tells you—“We don’t car hopelessly and he had to stand for the 
will hesitate to show the defects ry it,” with a frozen, holier-than-thou dinner. : 
in his goods Unconsciously, pet expression, and then he warms up to Shortly after he went re Re _ 
haps. he will apply the legal principle you when he sees doubt, disappoint lake, but before he started e bought 
of caveat emptor—let the buyer b« ment and distress on your face and more line. He didn't like to face his 
vare—rather than point out a defect says, “But we've got something just friend and tell him his line was no 
which will appear later after the sale as good.” good, so he went right by and walked 
a a This recalls the stor, This recalls a story that W. E. Wroe several blocks farther, where he dealt 
of a crooked lawver who in the early tells in Wroe’s Writings, an interest- with a total stranger and got pee are 
davs of Chicago had to leave suddenly ing little house organ published in ef line with which he was able to ma : 
for the good of the community. Twen- Chicago. Wroe is an expert paper his casts with his usual skill anc 
vears later he returned and on his man and a clever writer besides. Two caught as many fish as the other fel- 


birds lows. 
nd the The moral is that the best policy in 
ses advertising is honesty—plain, direct, 


‘ 
? 


. the hotel met an old acquaint or three years ago, just as th 
began to twitter in the trees 





Well. Bla so vou have come leaves began to unfold, when t ) 
What are vou doing here 2” were budding and the lilacs were put understandable truth—a simple story, 
“Oh, I’m going to open an office and ting forth their blooms, Wroe felt well told, and if in type, with good 
Me hae “so himself getting nervous and f etv; typography and good media. 
practice law. i Serene ; ’ : - 
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Business Education That Produces 


HILE in the previous article 

I stated that illiteracy was no 

disgrace, and that some noted 
business successes have been achieved 
without even the rudiments of book 
education, yet any intelligent person 
knows the greater honor and respect 
that comes with education must mean 
greater joys and satisfaction during 
life, and that about all of the greatest 
accomplishments have come through 
education plus experience. It simply 
means that the illiterate person, or one 
with but very little education, can not 
cope with the brains of the educated. 
To be a professional man of any con- 
sequence one must make a long prep- 
aration in advance through acquiring 
education and such actual training as 
courses may embrace, and this is why 
so few in proportion enter the profes- 
sions as compared to the number of 
men following a business career. Too 
few have the means or opportunity to 
secure such an education. Some men 
through initiative and great desire 
make opportunities and through un- 
usual efforts and great personal sacri- 
fices finally attain their object, and 
then enter the ranks of their profes- 
sion. They then progress in propor- 
tion to how they use their brains and 
how they benefit by their continued 
experience. Any one who secures an 
education through most difficult 
means, and then with it achieves suc- 
cess in his chosen sphere, deserves all 
the good things that can come through 
his profession and all that friends and 
the community can shower upon him. 
Much good can be done for man that 
can not be paid in money. Money can 
only pay for material things. 

When the young man has to leave 
school long before the common school 
education is completed in order to 
make a living for himself, or to assist 
the family to make ends meet, about 
the only thing he can do is to enter a 
business career. If he has been fortu- 
nate enough to secure a high school 
education, and then can not seek fur- 
ther education, usually the only open- 
ing left for him is to enter the com- 
mercial field. The poor boy who gets 
kicked and cuffed about and never goes 
to school, but must do something to 
make some pennies for the necessaries 
of life, invariably gets started in busi- 
ness even if it is selling newspapers 
on the streets or becoming an errand 
boy. A business career is always the 


one thing left open to anyone without 
education or some degree or education. 
Very seldom a boy or a young man 
enters his real choice of business or 
achieves his greatest desire for kind 
of position. 


He drifts into 


usually 


Article II. 
By U. G. Case. 


something, whatever the business or 
position may be. He may continue in 
that first line of business a life time, 
and a long one at that, but usually, in 
our country at least, he is liable 
through constant desire to further his 
best interests, to make the most rapid 
progress, either go from one line of 
business to another or from one com- 
pany to another in the same line. 
Whichever plan is the better one I am 
not going to discuss this time. 
Whatever position the boy or young 
man may secure as the first one, it can 
not be above his education and per- 
haps theoretical experience, and may- 
hap a little real experience through 
some course in his previous promiscu- 


ous life. He must start out in the 
business scale at a point which his 
physical strength and training and 


brain development will permit. He 
can do only what he is capable of do- 
ing, which may be at the first point of 
the scale or a number of points up. 
The greater his edueation the higher 
up he can start and the sooner he can 
be a success as success is measured. 
Once he has started, he then makes 
progress in proportion to his educa- 
tion, what additional education he may 
secure through making strenuous ef- 
forts to increase the education, and as 
experience increases, which, too, comes 
under the head of education. All train- 
ing is education. The better he does 
his work, the more it is noticed by the 
higher authority and so the more he is 
advanced, or if not, the earlier he can 
seek and step into something else in 
another business house that is an ad- 
vancement over his previous position. 
If more young men valued education 
the more they would seek and get it, 
and consequently the more rapidly 
they would rise. One trouble is, too 
many young men think only of doing 
enough to retain their position to look 
for the Saturday pay envelope, and to 
have as good a time as possible during 
the week. They are not laying the 
proper foundation while young to se- 
cure for themselves a successful fu- 
ture, and so too many are not success- 
ful and through life do about the same 
work and draw the same salary. 

In mentioning business successes, | 
mean business houses that are rated as 
successful by reliable commercial agen- 
cies, and the class of business men that 
are responsible for such enterprises, 
both employer and employe. It is cal- 
culated, unfortunately, that even the 
majority of business concerns are not 


a success. Statistics only too fre 


quently are disappointing proofs. A 
man can go into many lines of busi- 
ness in fact where practically no edu- 
cation is required, and sometimes none 
at all. <A little knowledge of simple 
arithmetic and being able to read and 
write fairly well are sometimes all that 
is necessary. The experience gained 
from month to month and year to year 
may become a _ business education. 
gut how much more advancement 
would be made with a good education, 
and what a greater satisfaction in busi- 
ness and in the accompanying home 
and social life he would have and en- 
joy! The real successes, business and 
men, only have come, and will again 
come, through brains. The proprie- 
tors attain their position only through 
their own brains and those of their 
helpers. Employees too often get lit- 
tle or no credit, yet it is employees 
who do the work through the execu- 
tive ability of the proprietor, one or a 
few. If he could do the work himself 
he would have no employees. Some- 
times the greatest policies and methods 
are suggestions of brainy employees, 
so that the success of the concern is in 
reality due to them, but whoever heard 


of them getting the credit or any 

credit ! 

Greatness Never Comes Through Ig- 
norance. 


If a great industrial enterprise start- 
ed from nothing, as is frequently said, 


it may have been founded in excep- 
tional cases on little or no business 
education, but its enormous propor- 
tions were finally attained through 
later brains with business education 
and experience. Greatness is not 
achieved through ignorance or abso- 


lute illiteracy. The office boy without 
even a grammar school education may 
through some latent talent, work, 
patience and perseverance, eventually 
get into an executive position or be 


come proprietor. But if so, in the 
meantime, either through conscious 
force or unconscious training, he has 


received a business education that per 
mitted him to grow into that position. 
\ permanency of that ignorance would 
have compelled him to remain an office 


boy. What any one must do to grow 


in position and income is to grow 
mentally. There are many ways to 
accomplish that. In this country 


where the young man has every oppor 
tunity to secure an education at no 
money cost, and through mail courses 
at a small cost while emploved, there 
is no excuse to be without it All h 
needs is to give some time and effort 
to it, and dispense with some perhaps 
foolish pleasures. When he gets with 
a good concern where there are i 


NOS1- 





tions of various kinds and degrees he 
has every opportunity with the educa- 
tion he is securing to also secure that 
training which is real busi- 
ness education. This education is es- 
sential to attain fair and marked suc 
He must be wide awake, or 
he sleeps some one else will 
grow beyond him. 

There is considerable being said and 


business 


cess 
while 
over and 
written about the college or univer 
sity educated man. Perhaps the ma 
jority of such graduates enter profes 
Some of these profes 
sions also require to be conducted on 
I Then, to be most 


1 

11 

il 
1 
ines. 


$10ndal 


usiness principles. 


successful, they too must exercis 
some business education. ‘The minis 
ter, for instance, has many business 
transactions. The commercial lawyet 
must know much about business meth 
ds \nother share belong to the 

s class special honor to busi 


sometimes being real 


ness nor soci 
b cles. St another class entet 
st ht commercial lines. Some of 
them succeed beyond all expectations 
They have e learning and cultur: 
ha lake for success, and they use 
incessantly In fact many of them 
however, have to start at a point as 
ow as those verv much less educated 
und do not make any greater progress 
some start low and make very slow 
progress, but by and by through theit 
lucation plus business experience 


make rapid strides. Still others again 
loafers and will not suc 
sometimes walking 
yr positions while the 


c 
s 


are practically 
ceed in anything, 


1 
ne Streets SeeKkin 


‘ommonly educated man is in position 


and drawing a satisfactory salary 
College education to some men has 
been a barrier It is then a misplaced 


education, and it has happened that a 
man has been overly educated for busi 
lines. True it is that rather few 
| men are colleg 
] h seems to prove that 


' reat business 
luates, whi 
education is not essential. It, 
however, should give a man superior 
advantages and the culture alone 
mean much to him. A college 
may be “A thing of beauty, 
yrever !” 


iould 
raduate 
but not a joy fe 

\mong y many clippings 
I find that one should not value 
what it costs, but should 
That is 


my\ “worth 


cation by 
value it by what it produces. 


he keynote of this article. While it 
costs money, usually, to get an educa 
tion, it should not be figured as costing 
so mu *h, as true education and what 
one can get out of it and with it is one 

se things in life that money can 
not pay for literally. It requires more 


than money to secure education and it 


should be pri red beyond money. True. 
t 1s me diplomas have been pur- 
for services rendered 
\ man might swallow, perhaps, a 

iat does not mean that he 


chased or civen 
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has education in his stomach! The 
diploma is only worth what time, effort 
and sacrifices he has given to secure it 
legitimately, the amount of brain de- 
velopment he has and what it will pro- 
duce in the way of a first position, and 
how the young man_ will 
thereafter. The continual growth in 
position, and advancement made to po- 
sitions higher, may sometimes be more 


pre yoTeSsS 
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honorary than deserved through some 
pull or other, but real worth can only 
be valued by the real production one 
may give in services rendered. Re- 
member that business education that 
does not produce is valueless, so make 
it valuable by your own production. 
The secret of business success is edu- 
cation plus experience, what you give 
and what you receive. 


Hints for the Office 


Valuable Points for the Utilization of 
Time and Materials. 


By F. Massey Brown in the Organizer, 
London. 





“VT. IME is valuabl lf you do work 
which can be done by subordi 
; let ] ] 4 | : 


nates, them do it and leave 
free for more important affairs 
Kemember-—‘‘a place for everything 
everything in its plac 
System in ny office an be wm 
rvved. [ime is money, but most peo- 
ple forget that “T’ll go and see Mr. 
slank about this” is often wasting time 
running between offices. In large 
fice, far simpler would it be put 
a slip on the docufnent, th re irks 
r the information wanted, et It 
Id then be put in a basket placed in 
convenient spot on the desk, ready 
for passing on to the department con 
cerned. The office boys should, at fixed 
ntervals, make colle s fi hese 
baskets, so ut ribute the 
pers 
The bov’s time costs less 1 hat 
f those above m his is the first 
step in throwing ( 1OS¢ 
ho can handl is ( 1 possi 
iy bette 
() TT Stor Ho e you 
been inconvenienced hen yj asked 
for stationery, et 1 the rep ut 
of stock, will get sor for you,’ an 
noved you Prac S d be pt ot 
Stationery, its value, trom whom or 


dered, the approximate time lasts 


and the time taken to deliver new. Use 
card system for the purpose. (See De- 
cember “Organizer.” ) from experi- 
ence the writer can recommen: and 

is almost identical with the one he 
used with great success. It saved about 
£200 in two vears 

le things alwa out your 

D tes a two-t e lett taking a 
carl nN ¢ Py, if I two 
sheets the c rn e first 
sheet and have the second page put on 
the bacl of the first lt saves time in 
iling, paper and ( Use vertical 
files and th ird in vst her- 
ever possibl 

Try keeping pap gethe st 
io the i the toy ft-hand rner, 
The inconvenience en ( S by 


papers being hooked up by the clips 
holding papers on another subject is 
then almost eliminated. Use clips, how- 
ever, in preference to pins—and pins 
only when you must. 

Work out costs—preferably in your 
spare time—of the value of employes’ 
time. The difference between the time 
it takes a subordinate to do work you 
pass over to him and the cost when you 
did it, multiplied by the number of 
times the item is done in a year, will 
give you the saving on that item. Mul- 
tiply this sum by the number of alter- 
ations, and (assuming the time saved 
is equal for all charges) it will give 
you approximately the money saved in 
a year. Study your profit and loss 
account, find out the trouble and get 
to work. Save expense and so increase 
profit. 

It amounts to this. Think about 
your business. Go about it with en- 
ergy. Keep your eyes open. Look out 
for patented improvements for saving 
time—and therefore expense. Don't 
buy things for the sake of buying them, 
but only if they are going to benefit 
YOU. Don’t be prejudiced against new 
inventions or ideas from whatever 
source they emanate. Weigh sugges- 
tions carefully and encourage them 
from your staff. 

Don’t say “Do this or that” without 
qualifying your remarks with an ex- 
planation as to why it should be done 
or not. Appeal to their judgment— 
they can probably think better than 
you give them credit for. Have the in- 
terest of your business at heart and do 
things thoroughly, for the way you go 
about your business is an example to 
those below you. If you are on the 
look out for time-saving methods and 
ways of helping along business, rest as- 
sured that, intentionally or uninten- 
tionally, it will be the same with them. 





The industrious man has time neith- 
er for boasting or excuses. Beware the 
braggart and he who is filled with rea- 
sons for not doing what ought to be 
done 
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Developing Efficiency in the Store. 


III. Team-Work Among Sales People. 


© make the most money, you ook’ is er 
must sell the largest possible therwis possible 
quantity of goods at the smal By George B. Spencer. hie ‘aia 
lest possible expense. for a Ss: ; : It means 
This you can do—and realize maxi pass a ¢ a salesma oom ss | eans gre 
mum profit—only when your whol siderably ss ability wl Il hi: le an nterest in the 
organization works in harmony, tO the customer successfully. * means ip 
make most sales with least effort, and \n ignorant, stupid or stubborn cus time It means develop: 
in the least time tomer mav irritate a refined salesman gress h cl 
The quicker a single sale is made, beyond endurance, while a more phleg Often, through co-oper 
the more time the salesman has t matic salesman would serve the cus tomer 1 induced 
make other sales and, the greater the tomer acceptably and without being i vhich | 1 not ught 
number of sales made bv a salesman, ul way stirred up himself ing wher ( nter the 
the larger will be the proht you will [It is for such conditions as this that salesman at o1 ‘ounter n 
realize without increasing fixed ex the proprietor of a store, and his d ciineiiaie ttention  - 
pense partment managers, must be constant for sal nother « nter 
Making sales people see that two or lv on the lookout becaus« r wal ess \ he 


more people working together can ac sales-people are very ofte ‘high throughout the stor: 


complish larger and better results than strung” and need to be guarded from Sales-people to whon 
the same number working separately, themselves are sent ther sales-p« 
is not alwavs an easv matter, however Don't let any salesman feel that it these { rs bv sending 
Neither is it always easv to teacl S disgract to ask for help after he tomers to the 
sales-people how they may supplement has done everything in his power to over to counters from whic 
and complement each other's ability, make a sale. have | them 
and efforts, for the increased advan Rather—make such salesmen feel good wor eoes on thr 
tage of all concerned. that they are proving thei wn store until it is pre les 
You know that, when one salesman streneth through bringing to bear prit de ry which deve 
is unable to handle a difficult cus ther possible influences whic] ill ductive f every dep 


tomer, it is great! 
] 


to have that customer passed on to 


some other salesman who will be mor leam-work is performed to 
} 


* 


likely to meet success with that par intag an becomes most ettective You ’ frequent 


y to your advantag* result in business for you. makes 1 I stablishm 


ticular customer when there is a desire on the part people ur le to appreciate 
You also know the unwillingness of f all sales-people to help each other if other emplovees your 
any man to admit that another can do Such a desire cannot be secured ment wu the usefulness of 
what he cannot. This is Human Na through requests and commands. hovw tv is poir ut to them 
ture but not “educated Human Na er be sol because the al 
ture.” \ spirit of helpfulness in the result nisunder l emplove: 
“Educated Human Nature” knows f proper atmosphere—an atmosphere’ respond to that of oth 
that two working together can pull a f mutual interest and confidence’ gent and r witted 
bigger load than two working separat: among employees, and throughout the ee eet 1 misunders 
ly. store ployee is the most efficient 
Two horses, pulling together can \ “give and get” policy pursued in can find for sot work 
draw half as many again tons as they your establishment will, in time, work make this ar to y 
could draw separately. But—it took wonders in the way of creating co plovees vill find sucl 
“educated Human Nature” to find this yperation which will secure the result will help the atmosphere in \y 
cut and put it into practice and, it f most sales in least time and at Employees should know 


takes “educated Human Nature” to largest profit to appreciate the varying 


see how two men pulling together with If one salesman receives help fron ith 
their brains by the passing of a difh nother, the salesman who receives They will then under 





ae 
cult customer from one salesman to help will be anxious to return the favor ability is luable to you, at 
another, is not an admission of weak and thus a spirit of helpfulness will how be utilized 
ness on the part of the salesman whi crow. zation to furnish its special 
does the passing, but is, on the con You may cultivate and help its needed | 
trary a proof of strength. growth by vour attitude toward | \n oil cup cannot do the \ 
It is said—and well said too—that operative team-work. piston rod, any more than a 1 
“a man’s strength is in his knowledg Often you will find a salesman need can do tl work of an l 
of his own weakness.” ing only a suggestion from his en without tl il cup, the 1 
This is true because, if a man knows plover to make him willing to hel; would soon be shattered and 
his weakness, he can prevent its ex- other salesmen with difficult custo the piston rod, the oil cup mig 
posure by avoiding conditions which mers. no work to do 
mean exposure. In many stores, sales-people who Your shier mav not be al 
Again—by freeing his time from happen to be idle at any time watch goods but the cashier is ver 
matters he cannot ‘handle he gains’ the nearest salesman who is busv and, sary to make change and the 
time for things he can handle and. in f the salesman can be helped by word ‘-hange is made for a salesman 
this way, he increases his efficiency r deed, this help is given satistactorily the salesman 
and earning power Che salesman who makes the sale is able to set his customer 
Often a very strong salesman—but thus enabled to accomplish what he is fore, th shier is as necessary 
who is weak in one direction—mav about with greater despat h and ‘ salesman as the oil cup is t 1 
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UNIFORM PATENT LEGISLA- 
TION. 


lor some years past the country at 
large and inventors in particular have 
been facing the serious drawback of 
nine possible courts of patent appeal 
with a possibly similar number of di- 
verse opinions. To the end of over- 
coming this it is now proposed to es- 
tablish a United States Court of Patent 
\ppeals to be a court of Last Resort 
on all appeals in patent cases. 

from the year 1795 down to and in- 
cluding the year 1891 the Court of 
Claims passed on these matters, but by 
the latter date the growth of the coun- 
try has been so rapid, and the intro- 
duction of patent appeals so large that 
it has been found to be impossible to 
dispose of those cases, the terms of 
which are of limited duration, which 
were running out while the cases were 
standing undecided upon the docket 
of the Court, and was so manifestly 
unjust, both to the owners of the pat- 
ent and to the people, that relief be- 
came necessary in some direction. This 
led to the creation of the United States 
Court of Appeals, with the right of a 
final appeal to the United States Su- 
preme Court if the latter thought the 
case worthy of review. This, for the 
reason already stated, has not been 
found entirely satisfactory, due in large 
part to the diversity of opinions that 
have occurred. Many cases have aris- 
en in which a patent has been sus- 
tained in one Court of Appeals and has 
been vacated in another, 

The only solution of all this vexed 
problem seems to be in the establish- 
ment of a Court of Last Resort to deal 
entirely with these matters. It is be- 
lieved that this plan, if carried into 
execution, will have the result of unify- 
ing the patent laws of the United 
States of reviewing the good results 
which flowed from the disposition of 
all patent cases by the Supreme Court, 
so long as that Court heard and deter- 
mined all cases, and of creating a sin- 
ele tribunal in whose hands the pat- 
ent law of the United States may grow 
and develop, as the necessities of the 
future may demand, into a great, con- 
sistent, harmonious, wise and satisfac- 
tory body of rules which will be of 
equal value to inventor and public. 

From either one of two standpoints 

that of the inventor who is interested 
in having his rights quickly determined 
and adjudicated, so that, if he is en- 
titled to control his invention, he shall 
know it as soon as possible, likewise 
from the standpoint of the public, for if 
the patent is invalid the public is en- 
titled to know in the shortest possible 
time so that they may be relieved of 
the restraints imposed upon them by 
the patent—this bill would appear to 
be a solution of the problem. 
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Tact Essential Among Minor Employes 


66? IS the little leak that sinks 
the big ship,” runs the 
proverb and its truth ts 


demonstrated every day in the history 
of big enterprises. The modern mer 
chant and manufacturer too often sur 
rounds himself with department man 
efiiciency—men 


agers of the highest 
negotiate deals, 


who can get orders, 
and look after the big things of the 
business, but never devotes a thought 


to how the little cogs, the minor de- 
tails are being looked after; that is be 
neath his notice. He is too busy 


watching the inflow of orders to con 
dribble at 
whicl 


cern himself with the steady 
the other end of his | 
takes off ten, twenty or thirty per cent 
imperceptibly, but ney 
vit the 

In nine cases out of ten itt 1s 
the mistaken idea of « my that the 
worst blunders are made in small mat 
ters, principally by the delegating of 
duties, thought unimportant, to 
“cheap” help, the three-dollar-a-week 


uusiness 


of his profits 
ertheless not a less surely 


unde! 


to be 


office boys and the embryo stenog 
raphers and clerks. lew more import 
ant minor positions exist in the busi 
ness office than that of the reception 


clerk or information boy—the more or 
less dignified personage who hands in 
vour card and admits the visitor to 
your benign presence; yet this duty 
vou have delegated to the veriest scrub 
of all the office boys, 
der the impression that he is being 
kept out of mischief in that job. Not 
that the little fellow is really inconsid 
erate of your interests, but that he 
lacks the judgment to handle business 
men, to discriminate—to know who are 
entitled to your time and attention and 
whom not to admit. 

Yesterday was your busy day 
had given strict orders not to admit 
any but those whose business was very 
important to enter your sanctum, but 
look what the record shows; two book 
agents, ten minutes each—one solicitor 
for a foreign mission society, twenty 
three life insurance men, ten 
minutes each; shoe polish pedler 
five minutes, etc. In the meantime 
what was happening while these were 
taking up your time; while the life in 
surance man was calling on you Blank 
dropped in with a contract which had 
to be wired on immediately if accept 
able and was refused admission to 
your presence because of vour definite 
orders not to be disturbed while any 
one was closeted wit) vou; 
tired of cooling his heels while vou 
were parrying the appeals of the 
charity solicitor and not feeling 
in a waiting mood changed his mind 
about a deal he wanted you to put 
Smith wait 


presumably un 


you 


minutes: 
one 


lones got 


through for him and left; 


Importance of Careful Attention to 
Apparently Minor Details of 
Business. 


By Bernard Brady. 


ed for ten minutes, fumbling a note 
which he wanted discounted, before 
the bank closed, and he also stepped 
out The said ‘one at a time, 
dems de rules,” explained the office boy 
to each of these men, and in these in 
stances it cost you a round hundred 
dollars because the boy did not know 

had not judgment enough to know 
rules.” And this 
through every 


where the 


be mss 


break “de 
carried 


fail to see 


when to 
proceedure is 

while you 
ubl lust one of the cogs, you 


troup! is 
kt 


] 
aay, 


STOW 
Diplomacy by Telephone. 

Your telephone offers opportunities 
for the display of the highest diplo 
macy and business judgment, yet you 
have delegated its care to a towsle 
headed girl at six-per who is irritated 
every time the bell rings because it dis 
turbs her train of thought while read 
ing a melting romar~ce of the Duchess’ 
besides, she reasous, why do people 


want to call you up so much for any 
way. Your long distance message 
from a Kansas City client was side 


tracked yesterday because your office 
gave out the busy signal every time 
Central called. To be sure Mabel 
never dreamed that she was depriving 
you of an order of several thousands of 
dollars by her own little conversation 


with her dressmaker over your wire 
for a half hour, which lost that deal 
for vou, but you are out the money 
nevertheless. The “sassy” man who 


spoke so gruffly to her and got a de 
cided rebuff yesterday was Perkins, 
who is shy on social formalities, espe 
cially in a case such as that of yester 
day when he wanted your immediate 
acceptance by ‘phone on a stock deal 
that had been wavering for a week and 


had just reached its crisis. But you 
don't know about these things: cer 
tainly not. The office girl is not go- 


ing to explain and Jones is too busy, 
having closed a deal with Brown on 
not being able to get you by wire. 
You made the error in delegating that 
job to the wrong girl—she is cheap in 
point of wages, but an expensive lux 
ury when results are considered 

How about your mail? “The big let 
ters—the so-called important ones you 
sign personally, and read before they 


go out. But the little ones——-the unim 
portant ones on which the = stamp 
“dictated but not read” goes on: 
do you know what happened to 
about a score of those sent out yes 


that paragraphs were omitted, 


terday 
wrong ad- 


incorrect quotations put in 


substitutions 


dresses attached = and 
made entirely changing the 
the letters.” You have economized by 
delegating this work to an eight-dol 
lar-a-week stenographer and you are 
losing twice that amount weekly at the 
lowest estimate on account of slip-shod 
service. Just another of the faulty 
cogs, but a very expensive one 
Your auditing department is full of 
flaws, but that work you have als 
delegated to disinterested employes 
and the ten and 
boys are accordingly running things to 
sult Your invoice 


has failed to notice that Brown & (¢ 


sense of 


twelve-dollar-a-week 


CICTR 


themselves. 


over charged you on five diffe 

items last week knowing from experi 
ence that almost any’ overchargs 
“goes” in your office, and those bills 
were ©. K.d and paid. You lost thirty 
dollars by the carelessness of your 


discount department in failing to note 


time expirations but you did not 
know it, and it will be repeated again 
and again if you don’t observe pretty 


soon. Just a few more cogs, you know, 
but they're hurting the rest of the ma 


chinery and getting worse every day. 
It is not the single detail—the petty 
loss that injures your business whet! 
er that loss is caused by 
ment or diplomacy or by sheer care 
in your minor employes. Its 
every day and month 
and gnaws and gnaws, 
the have assumed 

formidable proportions 
bankruptcy Remember the 
“A little leak will sink a big ship,’ 


lack of judg 


lessness 

the sum total 
which gnaws 
until at last losses 
race 
proverb, 
" and 


cdozen littie leaks 


and you 


e added a 
it all the faster 


it might 
will sink 


GERMAN ADVERTISEMENT OF 
THE L. C. SMITH. 


“Wir Fier Bruder,” which translated 
means “\We four brothers,” is the cap 
tion which heads a very attractive cit 


cular recently issued by the Basel 
(Switzerland) office of the L. C. Smith 
Company in Europe and sent to us by 
Max Mugeli of that office. The circular 
is printed the German language, the 


four photographs of the four brot 
ers composing the L. C. Smith & Bros. 
Company being also given 


The circular gives the reasons for 
the formation of the L. C. Smith & 
Bros. Company and a history of the 


adoption of the visible writing prin 
manufacturers of the L. C 
machine. A blindfold 
“blind” 


ciple by tine 
Smith & 
ed man 
machine 


Bros 
pointing to a 
illustrates the idea of blind 
typewriting. The circular is well de 
signed, borders, typography and cuts 
being attractive, and the text matte 


is well set forth. 
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Self-Feeding Automatic Letter Machine Perfected 


Y THE time this issue of Office 
B Appliances shall have reached 

the hands of our subscribers the 
Automatic Letter Machine Company of 
Chicago will have in course of man- 
ufacture an automatic feeding mechan- 
ism, which will greatly facilitate the 
work of the Automatic Letter Machin: 


which is now being marketed by the 
company which bears that name. The 


inventors have been at work some time 
upon the automatic feeding attachment 
to the machine; but their first consid 
eration was the perfection of the pow 
er driven, hand fed machine, which is 
shown in the accompanying cuts. This 
machine, likewise one with an early 
model of the automatic feeding attach 
ment, were displayed at the Chicago 
Show last February. Both 
did excellent work and daily attracted 
crowds of interested admirers. 
Machines equipped with the auto 
matic feeding mechanism, which will 
do away with any attention from an op 
erator except to start the machine and 
keep it supplied with paper in lots of 
500 sheets each, removing the printed 
copies from time to time as the pile ac 
cumulates, will, it is expected, be ready 
But pur 


Business 


for delivery in 60 to go days. 
chasers of hand feed machines may at 
any time have them fitted with the au 
tomatic feeding mechanism without ex 
tra charge except for the cost of the 
automatic feed. 

Some Principles of Construction. 

The Automatic Letter Machine, 
which is constructed upon the well 
known flat bed principle, is driven by 
a small electric motor, current for 
which may be supplied from any ordi 
nary incandescent light wire. In the 
event the buyer has other power and 
wishes to attach his machine to a pow 
er shaft, he can order it without the 
the which will be de 
ducted from the price of the machine 


motor, cost ot 


The machine proper is small and 

mpact, and the mechanism is sim 
ple [he parts are few, instantly ac 
cessible and not easily put out of or 
det The inventor has embodied in his 
nachine, apparently, a singular and ef 
fective mechanical combination ‘2 
e¢ mechanism involves the whee! 
ever principle applied almost di 
( with few gears and the smallest 

sible num! er of working parts. Tl 
is true, both of the hand and the 


feed machine, the latter bei 
former except 


rent trom th 
( Lif Lif 


mechanism i 


mtomati teedino 
biel bike 


nent « the printing be 
type may be brought inté 


platen, thi 


Flat Bed Machine that Feeds at Rate 
of 4,000 an Hour. 


essure by 


controlling the p1 
] 
ly 


by the way, 


means of screws at either end, working 


on the principle of a micrometer and 
giving adjustments as fine as one- 
thousandth of an inch or less 
What the Machine Will Do. 

The manufacturers claim they 
machine that it will 

Print from 3,000 to 4,000 copies an 
hour. 


That letters turned out on this ma 
chine and properly filled out cannot be 
from typewritten origi 


distinguished 
nals. 
That a cost of 25 cents per thor 





THE NEW AUTOMATIC LETTER MACHINE. 


1 


is the maximum of expense, which 
ers labor and the necessary supplies. 


COV- 


That the automatic feed eliminates 
the labor of feeding and insures the 
maximum number of copies per hour 


Jive hundred sheets are placed in the 
machine at one time and the machine 
stops automatically when the last sheet 
has been fed. If for-any reason a 
sheet is improperly fed, this also stops 
the machine when using the automatic 
feed. 

The hand feeding is accomplished 
by moving the sheet with the tip ol 
the finger one-half inch into a carrying 
mechanism at the end of the machine, 
which places it in registered position, 
holds the sheet until it is printed and 
then discharges it into a box as evenly 
as if placed by hand. 

That by the use of a specially pre- 
pared ink and a direct inking attach- 
ment a class of work may be produced 
by the hand feed or by the automatic 
feed machine equal to that of a regular 
printing press and at double the speed. 

The the machine is so simple any 
boy or girl of average intelligence can 
operate it with ease. 

That one form may be changed with- 
out interfering with another; any num- 
ber of forms may be kept standing 
ready for immediate use, and any kind 
of type, zine etchings, half-tones or 
wood cuts, or any ruled forms may be 
used successfully in this machine. 

That the self-feeding machine is au- 
tomatic in every respect and that one 
operator can look after three to five 
machines. 


Equipment. 


The machine may be purchased sep- 
arately without the type and tubular 
stands containing the type cases, but 
regularly each machine has, in addi- 
tion to a 1-6-h. p. motor, a tubular 
stand of solid construction, forty 
pounds of typewriter type, three type 
cases, two supply cases, three chases, 
furniture, reglets and quads. 











MAKING READY FOR 





THE AUTOMATIC LETTER MACHINE. 
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Important Contest at Prowidence 


LL over the country interest is 
being aroused over typewriting 
competitions 
valuable to 


speed contests 


which are in themselves 
the operators who engage in them and 
stimulating to other operators ambi 
tious to exceed those two most essen 
tial qualifications of a good operator, 
speed and accuracy. It is encouraging 
to note, also, that in these various con 
tests which are being held the rules 
in nearly every instance are of a strict- 
ness which will bring out the actual 
ability of the operator, permitting of 
no credit for great speed at the ex- 
pense of that even more desirable qual 
ity—accuracy. 

The advantages of speed contests, 
especially under Office Appliances 
rules, are their obvious fairness and ef- 
real 


Eastern Commercial Teachers’ Asso- 
ciation Meets at Providence, R. I., 
April 8 to 10, 1gog. 


Results of Competition at Rhode 
Island Capital Show Features of 
Interest to Typewriter 
Operators. 
ber, E. B. Elson, C. W. Elmer and 
Miss S. L. Tarr. 
There were 
nearly as possible at 
speeds for five minutes each 


dictated 
following 
Speech 


as 


tests 
the 


ten 


or judge’s charge or sermon 200, 220 
and 240. Testimony 240, 260 and 280 
“Questions” and “Answers” being di 


tated and counted. 

There were two contests, 
Kagan Cup, open to. all 
writers without restriction and the oth 


one for the 
shorthand 


fectiveness in bringing out the 
International Shorthand Contest, 1909, for the Logan Cup. 
Nellie M. Wood, of Boston (Isaac Pitman system, 16 years’ experienc: 
Gross Net (vera 
Matter Word Error Words R 
Testimony 1,386 64 1,322 264 
Judge's charge 1,202 64 1.138 227 

William B. Bottome, of New York (Graham system, 15 years’ experience) 
Testimony 1,309 78 1,231 24 
Judge’s charge 1,302 111 1,034 218 

For Miner Medal. 

Clyde H. Marshall, of Chicago (“Success” system, 11 years’ experi 
Testimony 1,386 206 1,180 234 
Judge's charge 1,202 149 1,053 21 

Fred. H. Gartler, of Chicago (Gregg system, 4 years’ experience) 
Pestimony 1,309 219 1,090 218 
Sermon 982 97 885 177 
ability of the operators, whose scores, er for the Miner medal, open to those 


under these rules, stand as almost an 
absolute test of the merits of the re 
spective contestants. But more im 
portant than this, other operators who 
are ambitious to excel or who may 
have a local reputation for speed, are 
stimulated to test their powers against 
the records of such whirlwind typists 
Miss Fritz and Mr. Coombes, to 
find out how far below these records 
they fall and to determine, if possible, 
their chances of attaining by hard work 
and constant practice a speed sufficient 
to make them worthy adversaries of 
the top-notchers in the professional 


field. 


as 


An Interesting Contest. 

The twelfth annual meeting of the 
Eastern Commercial Teachers’ Asso- 
ciation was held at the Normal school, 
Providence, R. I., April 8 to 10, 1909. 
There was a large attendance each day 
and the papers read were of consider 
able interest to the teachers present. 

On Saturday, April 10, a shorthand 
contest was held for which there were 
eleven contestants: Miss Nellie M 


Wood, W. B. Bottome, Clyde Marshall, 
Fr. H. Gurther, W 
Carlson, E 


Ormsby, F. A 


\. , | 
H. Roy Web 


G. Wiese, 


shorthand writers who have had not 
more than 10 years’ continuous study 
and practice in the art of shorthand 
writing. 


Miss Nellie M. Wood of Boston had 


successful in winning the \liner 
last year 
Six hours were allowed for transc1 


tion of notes and long before that tim: 


all but four of the contestants reti1 
Che results were announced as 
lows 

Miss Nellie M. Wood’s remarkabl 


performance enabled her to win for the 
third time the Eagan Cup, which there 
tore becomes her property. | 

rules Mr Marshall, 

the Miner vear, 
than 10 per cent. of errors in this tran- 


nder the 
winnel I 
, , 

nad more 


Clyde 


medal last 


script and therefore did not qualify 
Neither did Mr. Gurther—the’ latter’s 
speed, however, was favorably com 


taking into consideratiot 


} 


mented on, 
the comparatively short experienc: 
has had 


There was little doubt in the minds 
of all who heard the dictation that 
was altogether too fast and the judges 
undoubtedly made a mistake in fixing 
such high rates. The fact that so many 


well-known and able shorthand writers 
failed to transcribe their notes confirms 


this (nly two contestants out 
eleven transcribed their notes wit] 
the 10 per cent. limit. Even the read 
ers themselves had considerab 
trouble to read at the rates sp« 


1 


and a tew yards away from the pl 


form the ri was 


ble 
The 


iding incomprehensi 
World’s Championship Type- 
writer Contest. 

urnal Trophy,” a silver 


The “Je 


7 


valued at $100, was competed for at 
this meeting. Miss Rose L. Fritz had 
already won the cup twice and as she 
won it again this vear, it now becomes 
her prope rty : 

\ medal valued at $25 and silver ar 


won the Eagan Cup two years in su bronze medals were also offer 
cession and Mr. Clyde Marshall was competition by the ‘“Penman’s 
JOURNAL TROPHY. 
Copying from Print, One Hour 
, I Pi 
Machi Words rors ty Net 
Miss Rose L. Frit New York City Underws 5,488 54 270 5,218 . 
Mr. L. H. Coombes, New York Cit Underwood 5,130 97 485 4.645 
Miss Celia Shanrauth, Brooklyn, N. \ Underwood 4,288 145 725 3S 
Miss Ethel Eccles, Waterbury, N. \ Underwood 5,334 498 2,490 ? 844 
School Championship, 30 Minutes. 
Miss Maud Linker, Springfield, M Underwood 1,789 32 165 1,629 ' 
Miss Corinne Bourdon, Toronto, Ont Remingt 8 49 245 1 62¢ 
Miss Florence Wilson, Passaic, N. J derw 2,112 98 $90 1,622 ' 
Mr. Harold Miner, Brooklyn, N. \ nderwoos 68 s4 420) | 267 
Miss Calixta Dupont, Springfield, Mass Remingto 892 126 630 1,262 j 
Mr. John Sabol, Brooklyn, N. \ nderw: 725 27 635 1.090 
Miss Marjorie Boss, Providence, R Remingt 6lt 119 595 1,02 ; 
Miss Ida Blumenson, Brooklyn, N. \ inderw Z 383 «1,915 221 S 
Miss Blumensen turned two sheets i 
ne and thereby omitted 246 word 

Deducting these words fron 

number of words and also 

her record would be as follows 89 137 85 1,205 
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ournal,” under the title of the “School perament and nervous organization 
Championship Contest.” It was opento to attain the topmost position 
hose who began the study of typewrit as operators, but every one, ev- 
ing since Jan he 1908, and have sine ery worker who honestlv tries to im- 
that date spent some time ina private prove, can reach a re spectable degree 
or public school as students of type t skill and speed, and at least can 
v ing ake herself an accurate, if not an ex 
following are the results of the¢ tremeiy fast typist. 
( sts whicl were held under the Che record ot Miss Eccles. who won 
Office Appliances ” rules: first prize in a contest held not long 
[he following gentlemen were in ago at New London, Conn., showed 
- , , 97 ] her ; . 
‘ irg ort the irthand contest in ncrease oO! speed over ne! ne! 
‘ ira ut untortinat ] t} rr c 
Oscar I. Detweiler, Philadelphia; of or: b untortunately the ¢ ew 
ficial reporter President National PFOUS" her average down to. nel 
Shorthand R ters’ Association less than her previous record. Had it 
’ 4 4 . Ot been tor this o} V« nie have 
es N. Kimball, New York ( ; ed Pat ct age 
, ranked second only to Miss Frit her 
ep ( aut and teacher. 1 ‘ ' | 
ita eing greater 1 n eitnet OS¢ 
sins \ f-Reid hiladelnl 
b. oe \ bride, Phila 1¢ of It (‘oombs ot liss Shanrauth., 
oft il repo (hairman Committe who ranked second 2nd third. respect 
on Legislature National Shorthand Re ively 
norters’ Association : 
It is eresting he 
4 t 4 - ° . - a : . 
\ oO Sstus | Switt, | rovidencs I = no] compe ition 7 ‘ estants 
t ( e! made a ne averagt I I rds 
( rles | Roberts, New Haver per minute 
Conn. ; official reporter, Superior ¢ Some of the Exhibits 
. wea e¢¢ ae , | 1 ¢ 
Edward H. Eldridge, Simmons’ | nena ead 
ge, Boston; reporter and_ teacl t 
Si ry nted 
\ the wing successfull) » - sh pil a ag 
( 1 the typewriting contests f M ah wi ; 
; T g N 
Fk. G. Nichols, Rochester Business x, assisted Georg Mis 
Institute, Rochester. Ethel That 
DIXON CRUCIBLE CO J 
ss Gertrude Harvey, Rhode Island ved line of t Is 
11 = e! é I i as 
siness College, Providence, R. I f ay 
; ae ndre Mr. H. } 
iss Gert e W. Craig, Simmons D ir. ¥ p 
( ) or Boston m 
oa , MONARCH TYPEW co 
e following were elected as officers e. R. L, displayed ir 
4 ; a popular machines g H. M. Griffir 
e association tor next year: sinted by Miss Bs "i : 3 art 
B. H. Nort of Baltimor {d., Cato 
B. H. N f Baltimore, M REMINGTON TYPEWRITER CO. of New 
President York and Providence, R. L, exhibited the new 
‘ . Remingtor Billet v d 
\ Davis of Washington, D. C., | subtracting attachment; a N Model 
Pr Tae } xhibit yas n charg f M K Deale, 
S ( residen asteted 1 4 Cobl , ¢ a ‘ nta 
, - D 1 » 7 tive, H. H. Holmes 
\W. H. Kenyon of Pawtucket, R 
' D : MINIATURE TELEPHONI OTH CO. « 
_ \ ¢ i res aent rs! ] i\ Ni y re 
C. Walw of New York, N. \ about 10 it 
‘ Pre TT, ne. ' O = ee - 
liss Laura Pryor of Waterbury y hs eB “ 
( ist Assistant Secretary. the front p ed 
- — ov +} 
ss Alice Wood of Poug] keep ‘ r is ed , tir 
, ° : : ke t ta l t n \ 
S \ , par” Assistant secretary . ge of & | \ f Sabir 
‘ . | den 
| lat s ot Bridgeport, Conn 
sey 4. N. PALMER N y 
“¢ er the |} 
’ . . P re It ‘ Tir ‘ 
. 7 lathias of Bridgep 
( \ssis [reasurer ~ 
ve rd—Calvin © ’ Rude 
hil ey Edw H . 
v. 1 
i < ’ ~ bane 
Tie¢ ( v \ he ] v4 
\ ~ lot n ( ~ > 
\\ e these s of speed hy 
S s] st their own pow we toa - “ 
© dis O oe to some, yet . 
trust that majority of earnest it 
VOrTKeTS a lve of their own d | r= 
{ es spur the x f 
eff fforts to ” MARGH — - 
S { tT vely Té I ( a ve 
° ; Le ng 
-} hed bh 
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counting, ete. The exhibit was in charge of 
Carl C. Marshall, 

SMITH PREMIER TYPEWRITER CO. of 
New York and Providence showed the Smith 
Premier No. 10 Visible Machine with four 
widths of carriages. The exhibit was in charge 
of Mr. W. H. Gleazen, assisted by Miss C. D. 
Laing, manager of the empluy.nent department, 
New York office; Fred Snelgrove, the local man- 
iger, and Miss Alice A, Doe. 

ISAAC PITMAN & SONS of New York ex- 
hibited their various publications of the Isaac 
Pitman System of Shorthand. The exhibit was 
in charge of Mr. Clarence Pitman, assisted by 
Miss Ella E. Lenrley. 

ELLIS PUBLISHING CO. of Battie Creek, 
Mich., showed their commercial text-books, 
commercial bookkeeping, law and arithmetic 
books, spelling, grammar, business courses, etc. 
The exhibit was in charge of W. B. Phillips. 

SOUTHWESTERN PUBLISHING CO. of 
Knoxville, Tenn., exhibited their text-books on 
bookkeeping, spelling, arithmetic and the 20th 
Century Bookkeeping. The booth was in charge 


of J. W. Baker, 

GINN & CO. of Boston showed text-books on 
accounting and business practice, arithmetic 
and business law, etc The exhibit was in 
charge of G. M. York. 


PIKE ADDING MACHINE CoO. of Orange, N. 
J., displayed the well-known Pike Adding = 


chine The exhibit was in charge of G. 
Hawkins, district manager for Rhode Island, 
Connecticut and Massachusetts, 

RURROUGHS ADDING MACHINE Co. of 


Mich., showed their popular machines 
forms The exhibit was in charge 
of Mr. J. C. Walker of the Division of Com- 
mercial Education, Detroit, assisted by D. J. 
Kilburn, the Providence agent. 

AMERICAN BOOK CO. of New York dis- 
played their Modern Illustrated Bookkeeping 
and other publications which tend to make up 


Detroit, 
In various 


a first-class equipment of commercial educa- 
tion The exhibit was in charge of C. W. 
Coffin 


NATIONAL BLANK BOOK CO, of Holyoke, 
Mass., exhibited a full line of loose leaf school 
notebooks. A peculiar feature of one of the 
notebooks is that a number of subjects can be 
included under one cover and then filed away 
under various covers when desired. A student 
by this plan needs only one notebook in his 
work 

IDEAL DESK BRACKET CoO. of 26 Custom 
House street, Providence, R. L, exhibited the 
Ideal Swinging Desk Bracket for the office and 
the home. It is made in several different styles, 
adapted for use on the business desk for books, 


typewriters, card indexes, telephones, etc. One 
of the models had a double arm, each shelf 
being independent. The exhibit was in charge 


of A. H. Sanborn, the local manager, who also 
displayed the Wellington Typewriter, of which 
he is the agent. 

AMES & ROLLINSON CO. of 203 Broadway, 
New York, displayed their school diplomas and 
specimens of ornamental designs. The exhibit 
was in charge of Walter E. Dunn. 

ROYAL TYPEWRITER CO. of New York ex- 
hibited the Royal Typewriter in various models. 
The exhibit was in charge of C. W. Putney, the 
manager of the Providence office. 

UNDERWOOD TYPEWRITER CO. of New 
York showed their well-known machine in a 
variety of models. In the booth were the fast 
typewriter operators, Miss Rose Fritz, world’s 
typewriter champion; H. O. Blaisdell, the Amer- 
ican champion; Emil <A. Trefzger, L. H. 
Coombes, the amateur champion, and Miss 
Florence E,. Wilson. The exhibit was in charge 
of Cc. V. Oden, assisted by G. A. Meinecke, 
manager employment department; H. W. Knopp, 
the Providence manager, and R. E. Hagler, in 
charge of the billing machine department, 

RHODE ISLAND COMMERCIAL SCHOOL, of 
Providence, R. L, exhibited specimens of pen- 
manship by students of the school. 


BOOM COMING IN TURKEY. 


Now that constitutional government 
and a safe ruler are reasonably assured 
in lurkey that field ought to be a good 
one for American manufacturers to 
cultivate. Jesse B. Jackson, United 
States Consul at Aleppo, Turkey, calls 
attention to the removal of certain re- 
strictions against imports into Turkey, 
and suggests among other things that 
\merican manufacturers of typewrit- 
ers should push into the market and 
get some of the trade which is begin- 
ning upon a scale heretofore unknown 
in Turkish dominions. 
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Office Appliances Excposition at Vienna. 


HE gates of the Vienna 
Exposition, also 
called “The Modern 

have just been closed, and it becomes a 
pleasant task to report my experiences 
and observations in connection there- 
with. The Exposition was held in one 
of Vienna’s most centrally located ex 
position buildings in the halls of the 
Horticultural Society, which were well 
suited for the purpose. The favorable 
location, on Vienna’s most beautiful 
thoroughfare, the Ringstrasse, gave 
this exposition a very marked advan 
tage in point of attendance, as even the 
dinner and early evening hours could 
be utilized by employers as well as em 
ployes to get a glimpse of the exhibits, 
and no particular time had to be set 
aside by many to view this exposition 
Unlike other expositions of this kind, 
the exhibits were placed in a series of 
adjoining but connected halls, three of 
which were of larger size and designat 
ed as main halls, while the others were 
smaller and capable only of accommo 
dating a limited number of exhibits. 

The exposition was conducted under 
the auspices of the “Society of Aus 
trian Typewriter Dealers,” and under 
the direction of Messrs. Ig. Tenger and 
Karl Peigerle, whose manly forms and 
intelligent features may be seen on the 
right hand side of the illustration of 
the left main hall. They were ably as 
sisted by H. E. Schwartz, assistant edi 
tor of the Austrian office trade journal, 

sureau-Reform,” and by L. Bricha 
cek, the exposition architect, who suc 
ceeded in giving the exposition a very 
pleasing and harmonious appearance. 

Nothing was left undone on the part 

of the management to carry the enter 

prise to a successful conclusion, and 
the success actually achieved is a very 

creditable one to all concerned, the di 

rectors as well as the exhibitors, who 

were without exception well satisfied 
with the results. 

The internal arrangement of the ex 
position was exceptionally convenient, 
the different halls presented a very at 
tractive appearance, and some of the 
stands were quite elaborately con 
structed. In point of numbers the ex 
hibits did, as a matter of course, not 
equal our American business shows, or 
even the last office exposition, held at 
Berlin. Some of the typewriter con 
cerns excluded themselves, either hesi 
tating to go to the expense of making 
a creditable exhibit, or holding the mis 
taken notion that they are so 
oughly introduced and so well known 
as to make further advertising super 
fluous. How unfounded such a belief 


is our great American advertisers with 
worldwide 
demonstrated to 


have amply 


and ex 


reputations 
themselves, 


Office 
significantly 
Office,” 


thor-. 


Interesting Report of Business Show 
Recently Held in Austria’s Capital 
—American Firms Repre- 
sented. 


By Henry Goldman, Correspondent 
Office Appliances, Berlin, 
Germany. 
hibit this fact by continuous and in- 
creasing advertising appropriations. 
The only enterprise requiring no addi- 
tional advertising perhaps is the one in 
process of dissolution, and even such 
an one might dissolve quicker and bet- 
ter, if it took advantage of modern ad- 
vertising methods. And _ particularly 
in the office line and in a country like 
\ustria, where so much is still to be 
done to convince and convert even 
large enterprises to the adoption of 
modern office methods, no concern can 
afford to ignore such a splendid oppor 
tunity to educate the masses and _ the 
classes to the advantages and conveni- 
ences, which the world affords and of 
which a large number have not the re 
motest conception. 
Individual Exhibits Described. 
lhe Central Main Hall 
the exhibits of some of the best known 


contained 


typewriter concerns, such as the Yost, 
Hammond and Smith Premier compa- 
nies, as well as of Schott Donnath, the 
\ustrian general representatives of the 
“Ideal” typewriter The American 
“Sun” typewriter exhibit was also lo- 
cated in this hall, and attracted consid 
erable attention, partly on account of 
the original self-inking and self-renew 
ing feature, and more particularly on 
account of the moderate price asked 
for a visible writer of substantial con 
struction. This machine is sold in Ger 
many and Austria under the trademark 
name the other name _ being 
protected and owned by another con 
cern, having previously held the gen 
eral agency for this machine. But the 
“Star” certainly belongs to this “Solas 
System.” It is a peculiarity of the 
German patent law that the title to a 
name may continue, while the title to 
the thing, which alone it was intended 
to cover may pass to another concern, 
which is then compelled to select a 
new name. This leads to the rather 
confusing result that the same articles 
are sold under different names in the 
same or in adjoining countries, which 
stand in very business inter 
course with each other, as for instance, 
Germany and Austria, the representa 
tions of various makes of typewriters 
being in the same hands in both coun 
tries. The exhibit of Gunther Wag 
ner, the large German typewriter sup 
plies manufacturer, possessing at Han 
the finest manufacturing 


“ae, 


close 


over one of 


plants in the world, and some minor 
exhibits were also located in this hall. 

In the Left Main Hall were found 
the exhibits of the Elliott-Fisher book- 
typewriter, which attracted consider- 
able attention, due in part at least to 
the ability and enterprise of the pres 
ent general representatives, carrying 
on the business under the long-estab- 
lished name of Joe Lesti Mfg rhe 
rear wall of this exhibit was decorated 
by a very prominent painting of the 
lower part of New York City, with its 
docks and skyscrapers, which to the 
European mind are quite unintelligible. 
Even otherwise intelligent looking 
people ask whether life in such a build 
ing is very comfortable, and the idea 
that these buildings are almost exclu 
reaching the highest floors 
only a fraction of a minute, that every 


can be had and that the view 
1 


requires 


comfort 
over city, harbor and bay is beautifu 
comes like a revelation to many 
Further deserving of special mention 
in this hall were the 
Schwanhauser, introducing the Shan 
non filing system, American office f 
niture, the German copying machin 


exhibits o 


“Union,” as well as “Caw fountain 
pens and other office utensils. [1] 
stark & Co. exhibit the “Austria” Cal 


Machine, Ie \\ laass 


line of offi 


culating 


a very fine 

ture, including sectional bookcases, 
and a new bookcase with a_ roll 
front of very ingenious construc 
tion The exhibit of Stella Ver 
lag contained a large variety of filing 
devices and other office’ specialties 
particularly the new German pencil 
sharpening machine “Matador,” suit 


able for pencils of different thicknesses 
and being very durable. The Arithstvl 


Commandit Gesellschaft of Berlin 
showed the latest models of their Con 
tostyle Arithmachine, as well as_ the 
Perry Time Stamp and a fine line of 
numbering machines. “Office Appli 
ances’ was exhibited to many by the 
writer, who took occasion to call the 


attention of visitors and exhibitors to 
your unsurpassed and most instructiv 
and influential magazine 

In the large hall to the right of th 
central hall were found the exhibits 
the Blickensderfer typewriter ; 
Cyclostyle Duplicator and new ad 
dressing machine, represented by 
Salzer of Vienna; of Messrs.Glogowsky 


& Co. representting the Remington 
typewriter in Austria-Hungary and 
Germany and also the Burroughs add 


ing machine, as well as offering a com- 
plete line of office furniture and card 
indexes. The exhibits of the Dalton 
calculating machine and Wales adding 
is hall. 


, 
ietter 


machine were also located in th 
Fritz Pohl exhibited a full line of 
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filing devices of his own manufacture. “Uracher Workshops for Furniture 
also the “Schapirograph” and Automa Manufacturing and complete Interior 


Furnishing” exhibited a desk 


with depressable working surface, Al 


~ 


tic Pencil Sharpener, the exclusive sale 
for Austria-Hungary being in _ his 


writing 


hands. In the adjoining smaller hall bert Biinnig his well known copying 
were located the exhibits of Ludwig machines and B. Hauslich of Vienna, 
Spitz & Co., introducing the “Unitas” the new Revol Duplicator and other 
and time calculating machines, Mr. office specialties. 

Spitz giving personal attention to I have tried to give due considera 
the exhibit, as well as Mr. Sobel, the tion to the most important exhibits 
director of the company for Austria- and omissions are unintentional. Few 


wncear > \ r “a 1T)- » * . rah! . 
Hungary, Se very capable and amiabdit things were shown which were entire 
gente ore the product of this com ly new to the office specialist, but 
pen) holds "7 high —- cng A “a much was offered, which was interest- 
. mec +hea hy 2c SY > . 1 10T ;: " ‘ 
chines of the I homas System, and d a ing and instructive to the layman, par 
no : ant ) vic > "es of the ey, 3B 1 ; - . 
ing a personal visit to the office rt ticularly to the hundreds of office em 
company there was shown to your rep ployes and employers, who thronged 
resentative a Thomas machine, pro the exposition during the Easter holi 
i an ll > DuAntt en Sey ~ e , . 26 , , 
duced by R idol! Dobesch and Jul S  davs at the evening hours Dealers 
ce Tt wine ¢ » » . . , hy . 
: lasseur during the Sf venties : “ too ‘came from all parts of stria 
fast Century, St In working order an Hungary and also from Germany, part 
one of the earliest calculating ma- jy to keep posted regarding p 
thing C nr lege ] in the \ “4° ” ey . . , , . 
chi produced 1 e Austrian en ents. and more particular! od 
pire Bernh: Stoewer A. G. exhibit and keep in toucl wit! manufacturers 
ee German Stoewer typewriter and general represe ves 
\ Noids a fT ninent place all x ing trad papers ot | i] é \ Cl 
_—— 1 heinge renrecented | 
German makes, being represente: y 1 wel also represented 
; 
Charles L. J]. Kammerer of Vienna ; , 
<1 ape A The Austrian-Hung n if 
who also introduces a line of Amer ' “aller ' 
on fers a particularly promising field to 
typewriter supplics. The Roneo A. G I , 
oa a 2 \merican manufacturers, a1 it ap 
Vienna Budapest exhibite each hae ar agar ' ; 
‘ ‘ . 4 Cals ( lie ila ‘ t 
he wi Il nown copying machine, ~ooo4 - ; # 
the “Witl Water” copying fog. - 
. al aoe O extensive 1 QO tT ¢ 
chine as well as the new Roneo type, 
: ' ye0 machinery. det . or nt 
‘ promises enter the field as 
: ; ; on American a s 
competitor to their duplicating mi : ; ; 
and h ugh thie | ( ( t ‘ 
chi es S 
count of its nearness may often be pre- 
Other Exhibits. ferred as a source of supplies, Ameri- 
In another smaller hall were the ex can products stand in high reput and 
hibits of the | Lock. Visible Folding other things being equal, are often 
ind Fay Sho tvpewriter, of the Jun given the preference here certainly 
ior typewriter, of the Webster typ loes not exist any prejudice regarding 
writer supplies and of the American American office devices, excepting per 
Trading Company, exhibiting a full haps in the beneficial sense, and th 
line of office furniture. Another hall could be utilized by American 
contained the exhibit of Josef Jirousek facturers to a much larger extent than 
, importing American and manu is now being done. 
fi ring Bohemian office’ furniture, The exposition was sited | any 
ind of Alfred Schweizer of Vienna, in high government officials, the heads of 
ing the copying machine “Col ivil and military departments, by lead 
th automatic cutting devic: ing manufacturers, | ers er 
Here was also located the exhibit of chants and large numbers of | 1eSs 
Otto Adler of Prague, offering managers, office emploves and profes 
\m in add machine Gem sional men. The exposition was also 
the Germ ilculating  macl honored by a visit of Archduke Rainer, 
‘Archimedes vho, spite of his more than eighty 
\n adjoining room was utilized as vears. passed unattend rol hibi 
he reading room of the e sition. and 4 hihi ; no f nf 
ling re n of the exposition, a oO exnibit, pay Fa ¢ ‘ il 
here could be found the leading office tention to details and ha 9 ly 
nals of the world, some in larg and appropriate remark for ¢ e> 
bers for ous distributior hibit And tl ( 10 
\ if sn devices worthy of cratic spirit is ] I 
on were the “Klek’’ moistening istic of the preset ( he 
de iffer by a firm in Croatia. | \ustrian throne 
A like to mention the name of this h ecently celebrat 
f but it is so long, that even a cor niversary of his re 
ect insla might not be intelli n con sion, 
ible Long names are a sper ialty f said re garding the « { 
uropean manufacturers. ly exhibited the : 
\ i a { writer supplies and f showed a mos 
e devices shown by Emil Adler ative spirit toward 


29 


courteous and interested “line” of visi- 
tors can be found anywhere on earth, 
where office expositions are held, than 
has came under my immediate obser- 
vation in the Austrian capital. “Es 
gibt nur a Kaiserstadt, es gibt nur a 
Wien.” (There is only one imperial 
city, there is only one Vienna.) 


[Note.—Mr. Goldman had several photo- 
graphs taken at this exposition and sent 
them to Berlin for reproduction, instructing 
the engravers to mail cuts immediately to 
Office Appliances. Greatly to our regret, 
however, the cuts failed to arrive before the 
journal went to press, hence the article is 
published without the illustrations, which, 
if they reach us, will be presented in our 
June issue with proper explanatory notes.] 





THE HUNDRED-POINT MAN. 


A hundred-point man is one who is 
true to every trust; who keeps his 
word; who is loyal to the firm that 
employs him; who does not listen for 
insults nor look for slights; who car- 
ries a civil tongue in his head; who 
is polite to strangers without being 
fresh; who is considerate towards serv- 
ants; who is moderate in his eating and 
drinking ; who is willing to learn; who 
is cautious and vet courageous. 

Hundred-point men may vary much 
in ability, but this is always true— 
they are safe men to deal with, 
whether drivers of drays, motormen, 


clerks, cashiers, engineers or presi- 
dents of railroads. 
The hundred-point man may not 


look just like all other men, or dress 
like them, or talk like them, but what 
he does is true to his own nature. He 
is himself. 

He is more interested in doing his 
work than in what people will say 
about it. He does not consider the 
gallery. He acts his thought and 
thinks little of the act. 

The hundred-point man looks after 
just one individual, and that is the 
man under his own hat; he is one who 
does not spend money until he earns 
it; who pays his way; who knows that 
nothing is ever given for nothing; who 
keeps his digits off other people’s prop- 
erty. When he does not know what 
to say, why, he says nothing, and when 
he does not know what to do, does not 
do it.—Philistine. 


A CREED FOR BUSINESS MEN. 

“First—I will dispel from my mind 
any thoughts of hard times. 

“Second—I believe there is more to 
be gained by push and aggressiveness 
than by idle talk. 

“Third—I believe times are what we 
make them; | will add my influence to- 
ward making them good. 

‘“Fourth—I will not allow the invest- 
ment I have in my business to remain 
idle. 

“Fifth—I am going to get rid of my 
and restock with new. 


old stock 
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AM what you see to-day—a 
wreck of pride. I sprang from the 
brain of my creator like Mercury, 


p* Or 


full panoplied from the intellect of 
Jove. Men honored me; women ca 
ressed me; children marveled at th 


wonders | performed. 

In my youth I was familiar with the 
activities of offices; my staccata tones 
vied with the click of the ticker. I 
commanded the movement of millions 
of money. In quieter walks, |, even I, 


collaborated in the authorship of a 
great book 

[ have blended my tones with the 
roar of the steam siren of an ocean 


greyhound ; with my music | have mel 


lowed the shriek of the locomotive 
whistle. Secure in my compartment | 
have crossed the Alps. I have min 
gled with the turbaned Arabs on the 


hot sands of the desert; have crossed 
the blistering wastes of Sahara on the 
back of a camel, and have floated, dolc« 
far niente, down the sun-kissed slopes 
of Southern Italy I have 
the shadow of Stromboli, fled from the 
wrath of Vesuvius and have paid my 
compliments to the glories of the silent 
Himalayas. Once, on another 
nent, I listened to the roar of 
and to the faraway report of the burst 
ing shells And when the battle was 
over—when the last Mauser bullet ha 
sung its shrill, sweet-toned song across 
my sad 


T 


rested 


cont 


cannon 


the flame-swept field, it was 
duty to record the names of manv who 
had fallen 

gut I pass over the rest of those 
scenes as too painful to record. Late 


] was stationed among the silent foot 


ed, low voiced Japanese, where | 
learned to love the gentleness of the 
slant eyed maids who gave my tones 


a softer melody 

At last, worn and weary with much 
travel, we returned again the 
wide sweep of the seas and one morn 
ing through the porthole of the cabin 


across 


I saw in relief against the rising sun 
the two promontories that mark the 


entrance to the Golden Gate \h, then 
I was happy; then I saw rest and con 
tentment and honored and peace 
and surcease from all the griefs and 
cares of the men and women of other 
and alien lands. Here, I thought, here 
in the land of my birth will I spend a 
useful, honored age, revered by the de 
scendants of him whose labors I have 
so much lightened, the companion of 
his quieter hours as I have been his 
co-worker in scenes of larger activity 


age 


The Ingratitude of Men. 
How little did | 


know of the new 


faces that would lure the fickle fancy 


of Man! 


We boarded the train after a 
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The Story of No. 31,333 


Sad Tale of One Who Reached the Age 


Limit After Many Vicissitudes 
and was Finally Oslerized by 
Painless Immersion. 


By Omar Cayenne. 


brief stop in San Francisco and in due 
time I found myself back in busy Chi 
cago, where on the um-teenth floor of 
a building I had never seen before I, 
worn and stained with travel, was giv- 
en a place at a desk in a far corner. The 


Man seemed busy with other affairs 
Finally a woman—a young woman, 
with fluffy pompadour—came to me 
and looked at me curiously \t last 


said | could help her, yet ‘twas 
with a feeling of fear and foreboding 


1 
Sie 


that I felt myself hurried to the iter 
office. I heard the tones of others like 
me, yet how painfully unlike! They 
were of a newer generation | heard 
them discussing my dingy dress, once 
so bright and new and I| heard them ut 
ter strange words that sounded like 
ontemptuous reference to “that old 


blind thing.” 


Soon the young lady retur 


er notebook in hand and for a brief 


time I tasted again the joys of a light 
ind rapid caress. But somehow | felt 

t of tune \lv tones didn't blend 
vith the newer notes, nor could I keep 
p as once I did with the rapid fire 
the life about me 

hen one day to my great joy | saw 
the Man again, the companion of 
earlier vears. He came in with another 
man and seemed to give me his old 
time affectionate caress ()vercom«e 
with joy I responded in kind, nor did 


| hear the first of their conversation, so 


rreat was my pleasure at HIS return 


But soon my nerves quieted and | 
heard! Never shall I forget the griet 
the humiliation, the heartbreak! I was 
to be sold! |. his co-laborer. his com 
panion over all the world, was to giv: 


place to a newer love! \nother was to 


give the service | had rendered! An 
upstart, a shrill toned hussy, 
and open as the skies, was to have thx 
honored place I had rightfully won! 
Finally he and the other man cam: 
to an understanding and I was re 
moved in a wagon the jolting 
streets to a big house and placed with 
several hundred others, among w 
1 recognized some old friends. I was 
taken to a back room and put 
shelf, where I lay, accumulating dust, 
until one day another Man came in 
and asked, “Have you any old second 
hand that I can have for about fif 
teen dollars?” “Fifteen dollars,” 
thought I. “What a ridiculous price 
But to my surprise and chagrin I found 
that I was a has-been and worse 
still, I was the one to be sold for this 


brazen 


over 


’ 
hom 


qT) al 


sc 


irs, 
ys 


too 





disgraceful ‘figure. I was so humble 
and ashamed I heard but little of the 
conversation, but what I did hear failed 
to add anything to my self-esteem r 
I was to be sold, not for 
but that 


it seems that 
the use of him who bought me, 
he would merely trade me back again 
for the mere pittance of $30 to a sales 


man and pay $70 for one of those 


brazen new things they called a 
ble!” And what was worse, | 
that the salesman himself had made th 


offer! In my youth there were 


subterfuges 


Well, the deal was finished at last 
[ was taken away and brought to a 
big, light room, where I was fitted h 
new garb and brightened up until | 
felt as once I felt many years ago. I 
was new again! Like the Wandering 
Jew, I had neared the Valley the 
Shadow, but had been touche 
mysterious hand ot Man, whi 
me m h 

(One vas sold toa 
man and s i vear in ust 
tion; but ( 1 came th 
ind persuasive salesman and | 
mvself again the subject of a di 
ful bar n even small 
erati igain | went t 
dustv sl vhence | had 
before and I heard one helper 
another Well, Bill, old 31,333 is 
again. In a few davs they 
out to the light room, ret 
looks an me for the merest song 
I spent two vears in a modest of 


t, where a voung 


Onc? more tne 


safetv after many wanderings 


in vain | hoped, for one day 
the fall, a salesman came in—I knew 
him of « and I was carted away. By 
i stra k of fate the same house 
took m« [ heard the same voice say 
By George, Bill, if here isn 
333 again They placed me 
shop, looked me over and finally they 
have put me here in this dusty back 
room, with all these wrecks you see 
around m¢ 
I have done great work in the rld 
I have served men will. I have 1 
ed great events. I have been tl 
dium whereby both men and w 


have sent messages of love and syn 


thy. I have passed from hand 

| have represented, time after 

that which Men seem to value most 
the coin of the country When st 


journeys I was valued 
at a hundred dollars. At different 
times | have been 


started on my 


sold or traded for 


I “al 
various sums, ‘till, I suppose, I repre 
sent twice a mere 


meandniuinm 


that sum as 


of exchange, not to speak of the far, 
far greater money value of the work I 
have don \nd vet here I am, desert 





ed, discarded, uncared for, with all my 


memories of happy days. What will 
finally becom: me I don’t know 
am past the point where I car: 

is my story. Let the worl 


know it and remember its ingratitud 


to a faithful servant [ am disappoint 
ed, heartbroken, but not embitters 
i ren now ken though I am 
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Poor Packing Causes Heavy 


\ 32-page pamphlet recently got 
tet up for distribution among 


ght sl s, the freight 
( ttee oft ( hicago Associati 
Comm erct s attention to the 
mk s of freight shipments custo 
th bers and manu 
and gives numerous 
s of good and bad methods of 1 
ing rious articles. Hundreds 
( S Ww 1 ng before the 
nents of the railroads of this 
re due to but one caus 
ssness rance of shippet 
ng the goods into | 
ves fi ent. Other « 
yntril » the delay 
Q ein proper 
¢ sufficie ‘esses or mul 
S yrinte on tl 
ges 
Scussing cause why 
> ~ hcl 
S ers nsignees blan 
w he pment of freig 
S reac 1 ion O S ae 
( » consig damaged « 
t But small number § sto 
th is more their fault than 
cart S In beginning, the fur 
rule of carriers in ac 
merchandise was the requiring of ea 
ickage to be ly marked, showi1 
ime of « onee and destin 
—_— willingness to oblige pat: 
l ree ent has been so 
- wicker speak, that it 
un 1 for | s, bales, bundles 
pic be pted witho 
m Couy » the disappear 
irks camé¢ e gradual di 
In strength of packages in whi 
goods are sh 1. Boxes and sa 
ire of nner material, crates 
subs ted f boxes, and sacks 
being used by some shippers 
I s which should not be shipy 
sure prompt and safe 
livery goods is necessary for 
shipper to plainly mark each and e 
package, b ece of a less 
sniyq C Win hic 
Consignee’s name in full 
f lading destination in full 
“State in whicl destination i 


Association of Commerce Gives Valu- 
able Hints to Shippers in Regard 
to Packing and Labeling. 


. ‘ 
if more than one station in same 
state of same name, I name ol un- 
4 1 , 
v must be shown 
\ll previo ’ lust 
¢ obli ( ate 
“The ime of consig id 
S bi ( rib] el I 
i SI an thie 
' ng ma s : S ( i 5 2 
© eip to l pD¢ eet 
1) } é 
‘FROM’ prec 
very package, but rp I 
shipment be pres 
in conadatit to Stal tne 
tear of 1 lern transporta 
s | 
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S Size S 
~ ( - D1 ( 
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dark on the night of its disappearance, dis- 
cerned an obscure form in one of the win- 
dows of the rebuilding company, saw a 
body partly dark and partly shiny hurtling 
through the air and heard a dull splash as 
it sank beneath the swirling waters. From 
above came a voice, hissing through clench- 
ed teeth, “There, Bill, we'll never have to 
make over that old skate again.” 


Freight Losses 


through the expense of traveling sales- 
men or attractive catalogues, etc., etc. ; 
yet when the goods are sold he must 
lose all interest in them, for how else 
can you account for his packing and 
marking them for shipment in the con- 
dition shown in these photographs. 

“Possibly he works on the theory 
that if carriers are silly enough to ac- 
cept them under these conditions, and 
will pay for any loss or damage, it does 
not matter to him. That is where he 
is mistaken; for it does matter to him, 
and very vitally. As I previously 
stated, a pleased customer is a very 
valuable asset to a seller, and a pleased 
customer is the man who gets his 
goods promptly and in good order, and 
he is buying more and more from the 
seller who takes every precaution to 
insure this. 

“That is why long-headed shippers 
are returning to the old way of prop- 
erly marking and packing their goods, 
and are buying stencilling machines 
and stencilling cases on a clear, clean 
surface.” 





STUDENTS FROM INDIA BEING 
SENT ABROAD. 


The Indian Trade Journal states that 
at a meeting of the committee of the 
\ssociation for the Advancement of 
Scientific and Industrial Education of 
Indians held in Calcutta in February, 
100 students were selected for indus- 
trial education in foreign countries this 
vear. Twenty scholarships ranging 
from $8 to $35 gold per month with 
passages were granted, and 80 more 
students were granted only passages. 
The scholars include some of the most 
brilliant graduates of the university. 





MOVED TO NEW STORE. 


The Newark Typewriter Exchange 
has moved from 52 Academy street, 
Newark, N. J., to their old location 
on Beaver street. They are highly 
gratified at the return of so many old 
friends and customers. 





“To thine own self be true’”—the ad- 
vice of old Polonius, lives to-day as it 
did in the days of the melancholy 
Dane. Don’t be afraid to look yourself 
in the face. > 
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Hardwood ‘Resources; their Use and Conservation 


{Epitrorta Note.—The theory upon which 
this and succeeding articles upon the subject 
of hardwoods will be presented to the read 
ers of Office Appliances is that all users of 
furniture are interested in the material of its 
production; that they are concerned with the 
subject not only as a matter of general inter 
will more 
furniture of every 


est, but as one which more and 
affect the cost of wooden 
kind as the available hardwood supplies con 
tinue to decrease We have collected consid 
erable data from various sources. This data 
we expect to arrange and present to our read 
The subjoined article on ma 
the officers of 


ers in a series. 
hogany was written by one of 
the United States Forest 

propriate as a leader, for th 


is the most favored wood in the very 


Service, and is ap 
reason that ma 
hogany 
highest class of office and home dec 
Whatever is said of this wood in the follow 


ration 


ing article applies with equal force to its us¢ 
fulness in the field of office furniture, as well 


as in other fine cabinet work. | 


For refined expression in the manu 
facture of furniture and all other forms 
of interior decoration, mahogany is un- 
doubtedly the peer of the hardwoods. 
No wood is so universally used to-day 
for this purpose in every city and coun- 
try of the world; no wood is so freely 
and successfully imitated. 

America’s architects and men of the 
furniture and cabinet-making indus- 
tries draw heavily upon the markets 
of the world in the struggle to supply 
an ever increasing demand for genuine 
mahogany. Hundreds of tons of logs 
annually are imported into this coun- 
try and worked into beautiful forms to 
grace fine homes or dignify the interior 
of public buildings, large hotels or rail- 
way cars. 

A few years ago mahogany was re- 
garded as a very precious wood, and 
was employed only in the interior of 
the finest houses and in the manufac- 
ture of the most expensive furniture. 
During the past few years, however, 
there has been a wonderful develop 
ment in mahogany importation and 
use. 

The total quantity of mahogany im- 
ported last year was nearly forty-two 
million board feet. Of this large 
amount North America supplied 65.6 
per cent and Europe 18 per cent. 
Though Europe supplied only a little 
more than one-fourth as much mahog- 
any as there was imported from North 


America its average value per thou- 
sand feet was more than twice as 
much, due to finer quality. The re- 


mainder of the imports came from Af- 

rica, South America, and Asia. 
Mexico furnished 46.2 per cent of 

the mahogany coming from North 


America, Nicaragua followed with 10. 
per cent, British Honduras with 15. 


> 
~ 


Article 1. Mahogany the Peer of Deco- 
rative Hardwoods. 
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per cent, Cuba with 8 per cent, and 
Honduras with 7.4 per cent. Other 
Central American countries furnished 
the small remaining percentage. 

Immense Growth of Mahogany 

Industry. 

Immediately following the war with 
Spain, lumbermen of the United States 
exploited the largest and most accessi- 
ble of the Cuban mahogany forests. 
for a few years the forests of Cuba 
contributed more largely to the supply 
in this country at the present time, 
largely owing to the rapidity with 
which this valuable timber was logged 
and shipped. An engineer employed by 
\merican authorities during the recent 
intervention in Cuba claims that near- 
ly all of the available supply of ma- 
hogany of that island has been ex- 
hausted and that what now remains in 
any considerable quantities is far re- 
mote from transportation facilities 

The number of buyers of mahogany 
in this country’s hardwood market is 
now exceeded only by those of oak, 
maple, poplar, basswood, ash, birch, 
chestnut and cypress. The principal 
reason for the popularity of mahogany 
is that the importers of the logs and 
the manufacturers of lumber have nev- 
er advanced its price beyond a modest 
profit, and it is relatively so low that 
it now makes little difference in price 
whether an office building or a home is 
finished in mahogany or quartersawn 
oak. 

Another reason for its popularity is 
because it improves in tone with age. 
After much experimentation car build- 
ers finish practically all of their cars 
in mahogany, as it withstands satisfac 
torily the severe usage and also holds 
its finish. The chief centers of ma- 
hogany importation and manufacture 
are Boston, New York, Louisville, 
New Orleans, Chicago and Indianapo 
lis. 

The mahogany is the wood of a tree 
of Swietenia, of the natural family of 
Cedrelaceae, named by Jaquin in hon- 
or of J. Van Swieten. The tree is one 
of the most majestic and beautiful, 
with large spreading head and pinnate 
shining leaves. The trunk is often 
forty feet in length and six feet in di- 
ameter and is divided into many mass- 
ive arms. 

In the London Timber and Trade 
Journal there appeared recently an in- 
teresting historical reference to the ma- 
hogany trade in England. According to 
this writer mahogany wood was first 
imported by England in 1724, although 
in 1597 Sir Walter Raleigh demonstrat- 
ed the great value of this wood which 


Trin 
very 


was used in repairing his ships at 
idad. From 1724-until the disc 
of the mahogany forests of Africa by 
Stanley, England and Continental Eu- 
rope were heavy purchasers of mahog- 
from the West Indies, Honduras, 


any 
and Mexico. A great part of the ma- 
hogany used in this country in early 


years came from Europe, it having first 
reached there from the West Indies, 
Mexico and Honduras. 
New Philippine Mahogany. 
Readers of the foregoing will 
with some interest the opening up of 
supply, as 


note 


a new source of mahogany 
indicated in the following news para- 


graph published not long ago Che 
Hardwood Record: 

‘Almost as great importance as the 
landing of Columbus several decades 


1 
I Pa 
Mmanog 


ago, was the great Philippine 

any shipment made the other day from 
our possessions in the East, to Seattle. 
In all there was over 150,000 feet, and 
of such good quality that it can easily 
be substituted for the cheaper orades 


of mahogany now obtaining through 
out this land. Heretofore new 
wood has been difficult to season, but 
the Insular Company, an American 
concern operating a sawmill on one of 
the islands in the archipelago, has so 
perfected its system that the wood is 


this 


cured perfectly. This mahogany is cut 
from the balacbacan tree, which grows 
to great height and thickness. here 


is plenty of it to be had, too, and it 
bids fair to supplant other woods now 
used in furniture manufacture and o 
er lines where hardwood is employed 


STANDARD TYPEWRITER COV- 
ERS. 


\ beautifully gotten up little booklet, 
far beyond the ordinary in cover de 
sign, typographical arrangement and 
color scheme, has recently been issued 
by the Typewriter Specialty Company, 
72 West Broadway, New York City, 
describing the good points of the 
Standard Typewriter Covers, manufac 
tured by that company. The Typewrit 
er Specialty Company manutfact 
a very complete line of typewriter cov- 
ers of all kinds for standard size ma 
chines as well as for special machines, 
wide carriages, and for machines, au- 
tographic registers, etc. 

Dealers will find a copy of this little 


ures 


book of value when plaeing their future 
orders for typewriter covers. 

In getting almost anything worth 
while in commercial lines thorough 
knowledge of the subject and a proper 


method of approach are prime and es- 
sential features. Good appearances and 
breeding count. 


CFC 
~ 
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News Notes From Foreign Fields 


Commercial Travelers Abroad. 
Consul Isaac A. Manning, of Carta- 
describes the methods of Euro 
their commercial 
the trade of Co 
South American 


gena, 
pean 
traveiers in securing 
and other 
He Says 

\merican manufacturers and _ job 
bers are neglecting one of the principal 
elements in the extension of foreign 


houses and 


lombia 


countries. 


trade, namely, the commercial travel 
er. The presence in Cartagena recent 
ly of various representatives of Eu 
ropean houses makes the absence of 


traveling salesman all 
The merchants 


the American 
the more noticeable. 


of Latin-American countries have 
their own business methods. To know 
these methods and to defer to them 
means all the difference between or 
ders and no orders. No European trav 


eler expects to get his customers into 
the first few days af 
Several days are spent 
social amenities, 
1aintance of the people, 
his prospective custom 
their stock 
on hand, with a view to learning theit 
Then when the 


ple room 
arrival 
in ak exercis¢ of 
go the acai 
helping 
ers in the 


examination Ot 


needs customers 
go to the sample room they are ready 
their orders 


two months thet 


\\ thin the past 


have been salesmen in Cartagena fron 
Manchester, Bremen, Barcelona, Paris 
and Antwerp, all with large lines of 
samples of manufactured goods in cot 
ton, linen, silk, and all the notions for 
which there could be an inquiry. The 
sales 1 for \MIanchester hous 
ca 19 larg unks of samples; 
spen er a month in Cartagena, and 
no rt as time in Barranquilla, 
Bogota, and other cities where he does 
business in Colombia His sales in 
this country amounted to over $300, 
) 1908 

\Mlany of the goods sold by thes 
salesmen are ide up in Europe from 
\m« in raw materials and are paid 
for in Colombian raw material, much of 
which is shipped direct to the Unite 
States There is no reason why thi 
lat ountry should not manufacture 
the dry goods, notions, etc., required 
by s country, except that the manu 


the United 
Colombi 


jobbers in 
 }- 
ealize what 
\merican 
This lack of information 


facturers and 


countries 


( ‘ome | sending intelligent 
ommercial travelers into the Soutl 
\merican fiel show their samples 
1 rn the demands of the markets 
(here are 1 lines in which the 
sonal equat is the principal pow 
e! Dry goods, ready-made clothing, 
boots and shoes, notions, tools and im 
ements, stationery, office supplies at 


Interesting Items and Advice from 
Our Consular Agents Abroad. 


than un 
traveler who 
many new 
lines which the buying merchant has 


devices, all sell better seen 
seen. The commercial 
brings samples can place 


probably never known before 


Why American Goods Don’t Sell in 
Switzerland. 

In calling the attention of Ameri 
can manufacturers to the comparative 
ly small their products in 
Switzerland, Consul George Gifford, of 


Basel, 


sales of 


advances the following reasons 
therefore: 
Che 


\ . 
\merican 


small quantity of 
manufactured goods sold in 
Switzerland may perhaps be accounted 
for in part by the lack of direct per- 
effort on the part of American 
manufacturers and exporters That 


seems to 


relatively 


sonal 


exists 


J 
1 


ve proved by the statistics in refer 


to commercial travelers just pub 


»Signincant 


| ] | ] 
1iods employed Dy 


Ch 
LiCSs¢ 
f the different met 


the various countries and may truly 


be said, of their different success as 
merchants that they should have an in 
terest for American exporters he 
ountries represented bv these ravel 

s were as follows: Germany, 4,711; 


a 
France, 1,531; 


gary, 248; Belgium, 85; England, 61 
Holland, 32; Spa g; | emb 5 
nited States, 4; Turkey, 4; Greece 
and Russia, 1 each 
(Of course the contiguit yt te ry 
contributes more than anything else to 
the preponderance of the first four 
countries named in the Swiss market, 
but there is no doubt that the Iso 
know how to strengthen their geo 
graphical position by wise and pet 
sistent study and vigorous action 
\lanufacturers, with the exception of 
universally recognized inventions and 
novelties of the very first importance 
and value, can be sold in no other way 
han by direct personal appeal 
the buver How can the 
ed States expect four represen 
t es no I I | ] ) ent 
ey na be S¢ ne! iul 
) ybiles and i nvyth CSS 
iniversally kn LD] ed 
han \t erica 1 Wil va S( lla 
hines and cash registet n < yeti 
n with the a \ housa of 
trained canvassers who inundate a ter 
tory only about a third as large as 
ie State of New York and with a pop 


. countries. 


ulation considerably smaller than that 
of New York City? 

It should be added that small as the 
number of American representatives is, 
there has, nevertheless, been a notable 
gain over the two precding yars, when 
the United States had only one com- 
mercial traveler in Switzerland. It is 
true that meantime Germany had in- 
creased her commercial forces by a 
thousand and France by half as many. 


Brazilian Typewriter Imports. 


In 1908 Brazil imported typewriters 
to the value of $128,472 from all coun- 
tries. From the United States alone 
she imported $115,624 worth of type- 
writers, leaving only $12,848 worth of 
these machines to come from other 
These figures show an in- 
crease of more than $10,000 in the val- 
ue of typewriters imported from the 
United States in 1908 over 1907. In 
typewriters there was a gain in imports 
from all countries of about 6.6 per cent, 
while the gain in imports from the 
United States was about 9.5 per cent. 
The preferential, however, seemed to 
have nothing to do with this gain, since 
typewriters retail in Brazil for the same 
price with or without the preferential. 





American Furniture in France. 

Despite a flood of literature, well il- 
lustrated, with one exception Ameri- 
can furniture has failed to interest the 
French public, says Consul George H. 
Jackson of Cognac, France. They have 
very fixed views on this subject, con- 
sidering nothing an improvement on 
the beauty of the historic lines of Hen- 
ry II, Louis XIV, Louis XV, Louis 
XVI, and l’Empire. They do, however, 
distinguish in this regard between the 
esthetic and the practical. It is this 
latter which will make its way in 
France. The exception referred to is 
the roll-top desk. This article is find- 
ing its way everywhere, and close up- 
on its track will doubtless follow the 
\merican revolving office chair and of- 
fice files. The furniture purchased by 
the poor here is very inferior and very 
dear; especially bedroom suites. Amer- 
ican cheap furniture must be seen here 
to be appreciated. 


Sale of Teak Logs. 


At a recent auctioned sale of teak 
logs owned by the government of Bur- 
ma, India, 1,930 logs were sold for 
$73,700, which was considered a satis- 
factory price. The largest teak log re- 
corded in Rangoon was 82% feet long, 
with a circumference of 12 feet at the 
butt and 7 feet at the top, and con- 
tained over 10 tons of timber when curt 


up. 











ERHAPS no single qualification 

of the mind is of more value to 

the business man or executive of 
today than the ability to remember 
well. We have become so dependent 
upon ready reference books, guides, in- 
dexes and similar helps to poor mem- 
ories that not one person in a hundred 
even aspires to remember details, a 
thorough familiarity with which would 
facilitate immensely the daily routine 
of work and enable one to save a great 
amount of valuable time now given 
over to the use of artificial helps which 
have taken the place of strong mnemonic 
power. 

“I forgot” has become a common 
expression throughout the land. The 
business: man forgets important things 
he has said in reference to big deals, a 
perfect recollection of which would 
save him thousands of dollars in law 
suits that often develop from these ver 
bal agreements. The clerk forgets 
prices and is obliged to refer again and 
again to the tags on merchandise, los- 
ing time and becoming purely mechan- 
ical; the stenographer cannot remem- 
ber today except in a most superficial 
way the essential details of any partic- 
ular letter given to her yesterday. Not 
one auditor in a hundred can tell you 
offhand even approximately the bal- 
ance of Smith or Jones on the ledgers 
or even on what side of the account it 
is on. Ask any man on what day of 
the past week or month he signed an 
agreement or concluded.a deal, and 
ten to one he cannot tell you without 
referring to data or without making 
inquiries. The solution of the matter 
is simple. Surrounded with so many 
artificial helps in the way of printed 
matter, he has ceased to exert himself 
to secure strong mnemonic power, and 
has become a mental cripple in this re- 
gard, depending entirely on the printed 
supports to aid him in his daily work. 

Before the invention of printed mat- 
ter, the strong memory was common. 
Traditions and fables were handed 
down from sire to son, recipes and for 
mulas passed from mother to daugh- 
ter, verbally, and were repeated, with- 
out serious alteration down the centur- 
ies. So common were powerful mem- 
ories that it was incumbent upon 
each member of a certain religious sect 
to memorize the entire New Testament, 
and the boast of one of the leaders 
of this sect was that each of its mem- 
bers could repeat without error all of 
the various gospels and epistles con- 
tained in that most revered of all 
books. Printed books being scarce and 
costly for a long time after the inven- 
tion of printing, great poems and 
dramas were memorized by scholars, 
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Good Memory Has Money Value 


Train Your Memory—You Can Make 
It of Immense Use in Your 
Daily Work. 


By Marcus Henry. 


and even in the schools text books 
were a rarity, verbal instruction being 
the rule. With the advent of the daily 
newspaper, however, the printed text 
book and the thousands of other forms 
by which printed information is now 
given to the public the powerful mem- 
ory of olden days began to disappear, 
until at the present timé but a small 
fraction of the knowledge acquired at 
school or college is retained, and the 
habit of forgetting so fastens itself 
upon the student that in later years im- 
portant matters are forgotten with the 
same ease as were the lessons of school 
room and college hall. 


Memory a Cultivated Habit. 


Yet it is a simple matter to develop 


a strc nye memory, no matter what 
abuse the recollective faculties have 
been subjected to in the past. The 


professional memory culturists advo- 
cate various means for accomplishing 
this end, some of which are of value, 
others being worthless. One of these 
methods is the chain system of thought 
—the recollection of names, dates and 
incidents by associating them with 
certain words which contain the key 
to the missing date, or word or inci- 
dent. This is the method originated 
by a famous French instructor of the 
science of memory development. Oth- 
er methods of a similar character, prop- 
erly called memory tricks, have been 
promulgated from time to time, and 
while their adherents have astonished 
people by the results they were able 
to show, they were merely mental 
pyrotechnics of little value in the field 
of business and in every day life 

It is unnecessary for the man or 
woman who would cultivate his mem- 
ory to take up a costly course in mem- 
ory culture under a so-called specialist 
or to lay aside other work. The im- 
portant thing to remember is that the 
memory, like any other faculty, must 
be developed gradually in order to get 
the best results. A good method is to 
take a popular poem, something by 
Longfellow or Whittier, for instance, 
and to begin by mastering, say two 
verses the first day, two more the sec- 
ond—always repeating the stanzas 
previously memorized, and pursue this 
course for several weeks, never failing 
to master thoroughly every verse, from 
the start, before taking up a new one. 
The first week but little progress will 
be made, even with the few stanzas 





be 
or 


week will 
month 


sec¢ ynd 
after a 


undertaken; the 
a little better, and 
two the process will have become easy, 
and stanza after stanza can be memor- 
ized with ease. The essential thing is 
to never fail to REPEAT several times 
weekly the matter that has been previ- 
ously memorized. Long poems and 
prose compositions can be mastered in 
this way in a comparatively short space 
of time. No skips should be made, 
however. Each day should have its 
five, ten or twenty minutes devoted to 
strengthening the memory powers, and 
constant practice is essential for at 
least the first three or four months if 
permanent benefit is to be obtained. 
After a good start has been made in 
this way, a little effort may be made 
to develop the mnemonic powers in 
other directions. A list of ledger 
pages may be undertaken, five or six 
names and page numbers memorized 
the first day, an equal number the sec- 
ond day and repetition made always of 
what has gone before before new mat 
ter is attempted. In a few weeks the 
aspirant for memory strength will find 
his need of the index growing less and 
less, and after three or four months’ 
practice he can almost afford to dis- 
pense with it altogether. The same 
method applied to the memorizing of 
price lists, quotations, lists of corre- 
spondents, telephone numbers, etc., 
will yield surprising results. Not only 
will the daily practice at memorizing, 
however, be of benefit in the specific 
work which is undertaken, but it will 
develop the mnemonic strength in oth- 
er directions, that the student of 
memory culture will find himself re 
membering dates, names and particu- 
lars regarding transactions which were 
formerly only to be recalled by refer- 
to memoranda or notes made at 
The stenographer who will 
thor- 


SO) 


ence 
the time. 
adopt the system or memorizing 


] _ 


oughly five or six word signs daily, 11 


creasing the number gradually until 
a dozen can be mastered each day, and 
constantly repeating all that has been 
acquired previously, will soon find her 
self improving wonderfully in speed 
and accuracy in taking dictation In 
fact, the opportunities for the applica 
tion of this method of memory culture 


are innumerable. But one thing must 


be remembered—persistency is abso 
lutely essential if success is to be ob- 
tained. Repetition must be made daily 
or at least several times a week of mat- 


ter that has been acquired, and no new 
matter must be attempted before the 
old is thoroughly reviewed. For a 
start in memory culture students will 
find the bible—the psalms, or proverbs 


—splendid material for practice. 
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The Grady System 


o -) 








Rebuilding & Selling Typewriters 


@ I am proving to shrewd office appliance dealers and salesmen all over the world that the 
GRADY-SYSTEM of rebuilding and selling typewriters is the logical solution of the 
typewriter problem. 


@ The public is clamoring for lower prices but not cheaper typewriters. 
q I am producing, in the Grady factory, typewriters of all makes, as perfect as the original. 


@ The Grady System of selling through dealers eliminates the big unnecessary selling expense, 
delivering to the user a perfect typewriter at half price. 


«| Each and every Grady rebuilt typewriter is guaranteed to be “ as good as ever.” 
@ The Grady System provides for taking old typewriters in exchange. 


@ The dealer does not create the demand for typewriters, the demand already exists and is 
constant. Typewriters are a staple office requisite. 


@ It is only the manufacturer of the new typewriter that has to employ salesmen. The Grady 
dealers do not need them. 


SEND FOR MY PROSPECTUS 


@ Give me your name and address on a postal; I will be glad to tell you about the profits that 
are being made in handling Grady rebuilt typewriters. This information will not cost 
you anything, it may prove very valuable. 


@ May I suggest that you send the postal card now before you turn another page? My 
proposition provides for an exclusive territory and it may pay you to send the postal card 
in the first outgoing mail. 


EBUILT “75 S002 4s ever” 
TVPEWRITER. ly 


COMP. “gsi 
PANY” President 


80-82-84-86 North May St., Chicago, Ill. 























THE GRADY REBUILT BUSINESS SPREADS ALL OVER THE WORLD 
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THE INCOMPARABLE 


THIS LIST WITH 


THE DALTON 
DID IT e e SUB TOTALS 
Time 7 Seconds Adding Machine in 7%, Seconds 
0 
7 65 76 50 
5 50 54 50 
4 50 150 OO 
13 50 65 00 
1 50 
15 . 326 C 
185 75 24 50 
4 50 125 60 
35 50 225 75 
150 0O 7 50 
250 00 152 50 
55 00 9 75 
550 00 
L009 oS Try this on your Machine 


We challenge the world to produce AN 
Try this on your Machine REeT 7 ' 
EREST TABLE that is equivalent to the 
N for finding the interest on any sum 
of money tor a given time 
Example No. 2 Figure the interest on 
$123.45 tor four months and three days at 4 


THE DALTON *~Sccty secta 
MULTIPLICATION 





Example No. 1 
Multiply 314563 by 1324 123 45 
0 123 45 
3145 63 123 45 
$145 65 1234 50 
5145 65 1234 50 
5145 65 12345 00 
31456 30 ia 
31456 30 HE DALTON is more firmly intrench- oO] 
314563 00 ing itself every day in the hearts of 
314563 00 the financial and commercial world. Our “ace = 
0 


314563 00 most enthusiastic endorsers are our first 
purchasers and we have sold the largest 15184 00 


5145630 00 Pinar 
corporations and most discriminating buy- 151840 00 
4164814 12 ers in the world. We haven't a dissatisfied 1.¢ 
Above product on THE DALTON in five purchaser. 
seconds Ht ALTON 
TRY THIS ON YOUR MACHINI 


TRY THIS ON YOUR MACHINE 
Section of tax-book showing crossfooting on the DALTON. 


STATE TAX COUNTY TAX ROAD TAX SCHOOL TAX TOTAL TAX 
12 47 13 41 21 350 7 66 1 84 
Bankers’ daily balance showing sheet crossfooting and subtraction. 

OLD BAL. DEPOSITS CHECKS NEW BAL. 
John H. Smith 2544 14 766 356 E 897 60 2212 90 
THE DALTON fractisi" sod” seraie adding ara™eatctining THE DALTON fey headin ict 0 
— - —— It is in a class by itself It performs all the wr of any fo ormilt automatically this fun ‘ hich has heretofore dé 
of the old style eighty-one key achines with greater speed and ease and in addi- oO yr 
tie mm the ret dow s mat ly thing es that th y cannot do. ' ‘ : ” perator. instantaneous success of ft DALTON is due i part ft it isilyle 
THE DALTON | is a modern mechanical marvel that adds, subtracts, printing, small key board, simplicity, ease of operation, ete. etc. A DALTON | 

t tabi s, figures interest and perfor yi office is capable i strati { periority over old st eight e ke 

many other mathematical cal ube — ms Ay hi ~~ ¥ A + d and accuracy as to m eel lines, and winning for itself a pel 

, Write for further information 


make it indispens able in any office wil 
FACTORY AND MAIN OFFICE 


ADDING TYPEWRITER COMPANY POPLAR BLUFF. MISSOURI 
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Power, Not Momentum, Biggest Factor in Success 


“fT HERE’S no stopping in the 
game of business; it’s either 


move ahead or get pushed to the 
rear—to oblivion. In no other line of 
endeavor is the doctrine of the survival 
of the fittest more easily demonstrated 
at the present day than in the business 
field. This is particularly true of the 
business man in the United States, 
where a hundred eagle eyed competi- 
tors are watching the movements of 
the successful manufacturer or mer- 
chant, noting the slightest inclination 
to let up and ready to jump at the first 
opportunity presented should there be 
any indications of surrender or failure. 
against capital, 
management against management, 
brains against brains in this wild 
scramble. Many business men have 
dreamed of the time, when, having dis 
tanced their competitors in the scram 
ble for success, they could “slow 
down” for awhile or turn their affairs 
over to subordinates, confident that the 
tremendous momentum that had been 
given the business through past efforts 
would carry it forward over all ob 
stacles to greater success. No dream 
more idle. Were it possible 
man to instil into the 
and minds of his business asso- 
the same spirit of loyalty and 
enthusiasm and bull dog perseverance, 
he has himself been possessed of in 
building up his fortunes, this might be 
f it does not 


Capital is pitted 


cK yuld be 
for the 
hearts 


business 


ciates 


a feasible policy, but alas, 
work out that way 
Cut off the enthusiasm, the re 
trade knowledge, 
the business generalship which have 
built up many of the large enterprises 
of today, and, except in the cases where 
the management has through years 
gradually been entrusted to loyal and 
enthusiastic subordinates, the business 
will show a marked decline and deteri 
from its former standard. Re- 
roverning balls from an en- 
it will run with terrific force 
perhaps a little while, then smash 
» fragments and subside into 
a heap of junk. Remove the guiding 
hand, the dynamic energy, the mental 
force which has developed a giant bus 


2 ome 7 7 | 
scourcetuiness, tne 


oration 


move tne 


+ r 


itself inte 


iness from a small undertaking and 
that business will decline as surely as 


Weakening Brings Rivals Into Field. 

In business warfare no less than on 
the actual battlefield the least sign of 
a withdrawal of the aggressive force is 
the signal for the rival concerns to re- 
new activities with double the force 
formerly employed. The weakening 
of a traveling force, the cutting down 
of a necessary expense under the idea 
of economy, at once gives the impres- 
roundless as it may be, that the 


sion. 2 
510n, 2 


Past Reputation No Guarantee of Fu- 
Cessa- 


ture Success in Business; 
tion of Effort Means Quick 
Decline. 
hitherto aggressive fighter has taken 
the defensive and that spoils are in 


sight if the proper campaign is begun 
against him. Particularly is this true 
of the advertiser who withdraws his 
advertising appropriations and lets his 


name sink out of sight of his former 
customers. “Out of sight, out of 
mind,” is a proverb which applies with 


force to the advertiser. The persistent 
and consistent advertiser holds forth a 
challenge to his competitors and an 
encouragement to his customers. They 
realize that he is still doing business 
at the old stand, putting the same qual- 
ity into his goods which secured him 
prominent success in the first place, 
and they are proud to buy of a man 
whose goods have reputation. 

Suppose a big concern such as Mar- 
shall Field & Co. or John Wanamaker 
were to withdraw from the public 
prints entirely after having accustomed 
their patrons through years to look for 
those famous names in the tising 
columns of the daily newspapers. The 
momentum of past suc vould keep 
concerns running for a certain 
period of time, but after that the pub 
lic, attracted by the persistent 
tising of competitors would turn its at- 
tention to other trade rivals with but a 
of the capital of ciant 
and would gradually begin to 

the trade from the big 


advet 


cess y 


the se 


] . 
aqdvel 


fraction these 
concer©rns, 
withdraw 
houses. 
No manufacturer or 
moment afford to become a 
number” with the publi He 
find that it is easier to start under an 
firm name than to at- 
business which 


1Obhse r can for a 
“back 


will 


entirely new 
tempt to revive a 
allowed the buying publi 
the decline. “But,” says 
“I’m doing all the business 
[ can at the present time take care of; 
I’ve plenty of orders ahead, enough to 


to infer that 


it 1s on 


, ‘ 
advertiser, 


keep my force running for months, and 

I can afford to take things a little 

easier now.” Foolish idea! The very 

eason why his business has always 

been of a mediocre character is e 

‘essed in those words Che progres 
Bin ae 


sive man, the man v 


all there is in it Id have ex- 
pressed it in this wise “Orders? 
Whv. we are a little crowded just now, 
but this little flurry will take care of 
some of the slack times of the past 
I’ve made arrangements for a bigger 
output in the future, however; we will 
begin the building of a larger plant i! 
month or so, and will increase our 
output to meet all demands I’ve 


corporated the concern during the last 
week, and with bigger capital and bet- 
ter facilities we can take care of any 
amount of business.” That’s the ag- 
gressive spirit, the moving force, which 
keeps the business going onward and 
upward. What would be thought of 
the miner, who after having gathered 
a bag of gold nuggets from a ledge and 
with plenty more in sight, would leave 
off in his efforts, and, satisfied with 
the little store he had accumulated, 
would surrender the ledge to a rival 
to be further developed? Yet this is 
exactly what the advertiser does, who, 
having accustomed his trade to look 
for his name and announcements in 
the daily and trade press, withdraws, 
while his competitors incessantly main- 
tain their campaigns for new business. 

Past reputations, past campaigns, 
past endeavors are splendid things in 
their way, but the old reputation must 
be burnished up, the energy of olden 
times must be renewed and revived 
with the modern spirit and the fickle 
public must not for a moment be al- 
lowed to lose sight of the firm’s name 
and the policies it represents. Momen- 
tum from past force will guide a busi- 
ness down a decline, but it will never 
furnish a propelling force to enable it to 
outstrip its competitors in the game 
for dollars and keep up the unflagging 
pace which spells success. 





REMINGTON NOTES. 

Volume 1 No. 11 of Remington 
Notes is out, and it is interesting as its 
predecessors. This latest edition of 
Remington Notes is fully illustrated 
like the former numbers. The leading 
article is entitled “The Adventures of 
a Remington,” by A. Francis Walker, 
the well-known newspaper and war 
correspondent.. Other features of this 
issue are an article on the Wahl Add- 
ing Machine reprinted from the New 
York Tribune, an item with illustra- 
tions on the Sandow Institute of Lon- 
don where fifty Remington typewriters 
are used, an illustrated article on the 
Imployment Department of the Rem- 
ington Typewriter Company, an item 
with illustrations descriptive of the 
Remington typewriter service on the 
20th Century Limited of the New York 
Central Railroad, and an article en- 
titled “A Glimpse of Bombay,” by W. 
H. Saxon-Davies, the Remington man- 
ager in that city. This latter article 
contains a picture of unusual interest, 
namely a photograph of the beautiful 
victoria Station with a tram car in the 
foreground crowded with natives bear- 
ing on its roof an advertised sign 
which reads “Remington means Type- 
writer.” 
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satan . 916,196. 


, ; : 7 >; ¢ on Minn. )} 17 428 —F lope, Johann Korpatch 
No. 916,206—Expansive File, Hugh E. Shedd, Austin, Minn vO. FF, 445° -Envel e” samy Rs : ; Ny taal 
: : . . re mee , . y - * “| iv sete at nN N ; ) 

Pa. No. 917,227—Binder, Ernst Willgeroth, Elizabeth, N. J. No. 916,565—File, Stewart S. Kurtz, Canton, \ 73 


—Temporary Binder, William Leach, Brandon, Manitoba, Canada. No. 916,196—Typewriter Attachment, 
Rand, Wellesley Hills, Mass. 





916,411- 
ton, Clyde, Ga. 

916,434—Addressing Machine. David Ges 
tetner, Tottenham, Hale, England. 

916,445—Adding 
Hinchman, Webster Groves, 


Daniel B. Ben- 


Adding Machine 


Machine. George N. 
Mo., assignor 
to Standard Adding Machine Company, St. 
Louis, Mo., a corporation of Missouri 
916,488—Typographic Machine. Francis 
H. Richards, Hartford, Conn., assignor by 
American Typo 


mesne assignments to 


graphic C a corporation of New 


Jersey 


rporati 


916,513—Self-Filling Fountain Per Wil- 
liam A. Welty, Waterloo, Iowa. 
916,561—Memorandum Device Samuel 


Kahn, Baltimore, Md 
916,563—Calculator. Frank J. Kristofek, 
Coshocton, Ohio, assignor to The Meek 


Company, Coshocton, Ohio, a 
of New Jersey. 

916,564—Score C Frank 
J. Kristofek, Coshocton, Ohio, assignor to 
The Meek Coshocton, Ohio, a 
corporation of New Jersey. 

916,597—Envelope. Henry H. Rhoades 
and Nathan P. Swann, Fletcher, Okla 


916,723—Binding Clip for Packages. Chas. 


corporation 
ard and Calendar. 


Company, 


D. Kreps, Chicago, IIl., assignor of one- 
half to William B. Kreps, Chicago, III 
916,782—Typographic Machine. Francis 


H. Richards, Hartford, Conn., assignor by 


mesne assignments to American Typo- 
graphic Corporation, a corporation of New 
Jersey. 

916,836—Typewriting Machine Daniel 
Briggs, New York, N. Y., assignor to 


Wyckoff, Seamans & Benedict, Ilion, N. Y., 
a corporation of New York. 

916,865—Typewriting Machine. Edward 
B. Hess, New York, N. Y., assignor to Roy- 
al Ty Hoboken, N. J., 
a corporation of New Jersey. 

916,901—Book Holder 
Columbus, Kan 

916.990. 
Briggs 
Wyckoff 


pew riter Company, 


Trimble, 


Mamie 
Typewriting Machine Daniel 
New York, N. Y., assignor to 
Seamans & Benedict, Ilion, N. Y., 


ration of New York 

917,134—Calculati: Machine. Lorenzo 
D. Ril Sh Wis 

917,161—Combit Trunk and Type- 
writ Desk M R. Schultze, South- 

{ N. Y 

917,170—Pos ( Holder Orlando 
Wo Gha; Seal > 

7 ,227—Bind st Willgeroth, | 

bet N. J 

917,246—Ribbon Feeding and Reversing 
Mechanism for Adding Machines. William 


Callam, Wilkes-Barre, Pa., assignor to The 


Adder Machine ( ny, Kingston, Pa 
r P ia. 
917,248—Typ Leon Chambonnaud 
7 Enve Garfield P. Skinner 
\ K 
917.37 Typewr Machine Herbert 
~T , Svracus¢ N » issign« r to 
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Recent Patents 


Copies of any one of these patents can 
be obtained by sending fifteen cents in 
stamps to E. G. Siggers, patent lawyer, 
Suite No. 33, N. U. Building, Washington, 
D. C., by mentioning Office Appliances. 


Union Typewriter Company, Jersey City, ° 
N. J., a corporation of New Jersey 

917 383 Envelope Edward |! Von Es- 
chen and Eleanor B. Van Eschen, Kirks- 
cille, Mo. 

917,458—Envelope Johann Korpatch, 


Johnstown, Pa 
917,518—Safety Enveiope. Frank Aubrey, 
Summithill, Pa 
917,573—Ink Well 
ni¢ T, Pa 
917,582—Pocket 
L. Gerds, 
917,674 


Sonnichsen, 


John VU 


Ferry, Ligo- 


Pencil Holdes Charles 
Chicago, III 
Publication 


Milwaukee, 


sinder Andrew M. 
Wis., assignor, by 


direct and mesne assignments, to Egmont 
B. Arnold, Milwaukee, Wis 

917,679—Card Fils Edward Strassel, 
New York, N. Y 

917,745—Typewriter Machine Walter J 


Barron, New York, N. Y., assignor to Dens 
racuse, N 


more Typewriter Company, Sy 


j 


Y., a corporation of New York 


917,773—Temporary Binder William 
Leach, Brandon, Manitoba, Canad 

917,781—Self-Inking Rubber Stamp. Leon 
P. Lowe, San Francisco, Ca 

917,803—Automatically Reversibl Ink 
Ribbon-Feeding Mechanisn Burton W. 
Scott, Detroit, Mich., assignor by mesne 
assignments to Detroit Typomarker Com 
pany, Detroit, Mich., a corporation of Mich 
igan 

917,809—Typewriting Machine. Burnham 
C Stickney, Elizabeth, N. J assignor to 
Union Typewriter Company, Jersey City, 
N. J., a corporation of New Jersey 


917,864—Check Holder 


lerbrand, Norristown, P 


Wilson B. Hil 


917.885—Drawer Support Harvey B 
Morse, Portland, Maine, assignor to Morse 
Manufacturing Company, Portland, Maine 
1 corp ration of Maine 

917,893—Time Stamp rederic Purdy, 
Chicago, II] 

917 ,959—T ypewriti1 M Rush [| 

. | 
Martin, Oshkosh, Wis 

917 ,972—I se-Leaf | Frederick 

W. Steuer, Plainfield, N. J corp ition 
I Baird Company, P| J 

. ; N ‘ Te ~ 
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918,308—Typewriting Machine. Jose F. 
Forkarth, Innsbuck, Austria-Hungary, as- 
signor by mesne assignments to Lee S. 
Burridge, New York, N. Y. 

918,329—Letter Clamp. Walter L. King, 
Indianapolis, Ind. 

918,330—Safety Envelope. 
Koerner, Gualala, Cal. 

918,340—Letter and Parcel Holder. Ma- 
rida C. Long, Newton township, Buchanan 
County, Iowa. 

918,354—Writing Machine. Lewis C. My- 
ers, New York, N. Y., assignor to Royal 
Company, Hoboken, N. J., a 
corporation of New Jersey. 

918,459—Typewriting Machine. Frank L. 
Morgan, Washington, D. C., assignor to 
Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey. 

918,480—Typewriting Machine. George 
H. Smith, Forest Hill, N. J., assignor to 
Union Typewriter Company, Jersey City, 
N. J., a corporation of New Jersey. 

Re. 12,942—Credit Cabinet. Edward D. 
Troutman, Alliance, Ohio, assignor, by di- 
rect and mesne assignments, to Stewart S. 
Kurtz, Canton, Ohio. 

918,529—Recording Mechanism. Clyde E 
W. Gardner, Orange, N. J. 

918,555—Dating 
Joslin, Chicago, Til. 

918,576—Typo-Writing Machine. Henry 
W. Merritt, Syracuse, N. Y., assignor to 
The Monarch Typewriter Company, Syra- 
cuse, N. Y., a corporation of New York. 

918,587—Attachment for Platen Carriages. 
Arthur Pentecost, East Orange, N. J., as- 


Charles H. W. 


Typewriter 


Stamp. Alexander D. 


signor to Pike Adding Machine Company, 
Orange, N. J., a corporation of New Jer- 
sey. 
918,599—Drafting Instrument. Joseph 
Samsonoff, New York, N. Y. 
918,707—Temporary Binder. Otto H. 


Schraeger, Kalamazoo, Mich. 

918,722—Tabulating Stop for Typewriters 
J. Frank Allard, Boston, Mass., assignor by 
mesme assignments to Underwood Type- 
writer Company, New York, N. Y., a cor- 
poration of New Jersey. 

918,743—Paper Pad Holder. Frederick H. 
Foster, Racine, Wis., assignor to Foster 
and Williams Manufacturing Company, Ra- 
cine, Wis., a corporation of Wisconsin. 

918,763—Temporary Binder. Walter S. 
Mendenhall, Cincinnati, Ohio, assignor to 
The Samuel C. Tatum Company, Cincinnati, 
Ohio, a corporation. 


918,766—Calculating Machine. John C. 
McLeland, Cleveland, Ohio. 

918,790—Type-Bar Movement. Charles 
Spiro, New York, N. Y. 

918,938—Typewriting Machine. Oscar 


Woodward, New York, N. Y., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y., 
1 corporation of New York. 

918,982—Safety Envelope. Thomas Em- 
bry, Paniqui, Philippine Islands. 
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T IS rather too much the fashion to speak of certain men as sq pright 
business men, but—just a little suspicious in their personal relations. One 
man will pay his debts and protect his business honor; is generous to his 


wife and kind to his friends,—but he drinks too much. Another man is 
fellow’’ in that | 


rie enjoys the society of persons of t 
MORALITY ness with, but, we 
AND 
BUSINESS 


sav, he 1s a splendi 
too prone to look upon moral shortcomings 
having nothing to do with relations with other 


men in 
what a 


Squildig is a Napoleon of finance, to be sure, and a model of business man 
ought to be; we hold his example up to our sons; we tell of his early struggles; 
point to the first thousand dollars he saved; sketch out the progress of his carr¢ 
and carefully gloss over that time when he bought a legislature outright and wit 
the concession he got, made ten million dollars with which he wrecked 1 ther 
reorganized a railroad, to his own great emolument and lasting fame 

The world is getting tired of the model business man whose socia 
morals do not square with his business morals. He is a mighty poor business man 


who doesn't know the value of being square in all his rebations instead of in part of 


them. The man who debauches morals, who makes politics a pool of corrupti 
the man who won't vote; the man who won't throw his weight everywhere 
all the time on the side of good morals and good government, t 
right thinking, is a mighty poor business man 
T IS sometimes said of the American business man that he is too much busi- 
ness; that he lets his business circumscribe his intellectuality—meaning, of 
course, that business is so much a part of his life that he has no time for self 
improvement apart from matters pertaining to business. But the editor of this 
paper is inclined to think this charge, even if once it were true, is less true nov 
BUSINESS NOT FOE than it has ever been It is, indeed, surprising to not 
OF SELF- how many hard-headed business men there are who ha‘ 
IMPROVEMENT hobbies with which they rest their minds outside of busi 
ness hours. Nearly every man in the whole country is interested in some form 


of outdoor sport. Some are hunters, some fishermen, some golfers, and many are 
baseball fans, while the camera fiends are second in number only to the golf and 
baseball enthusiasts. All these pursuits take time and more or less mone} 
nobody grudges either, since each one rests the mind by giving different channels 


of activity for that ever restless organ. More important, indeed, than the sports 


are those pursuits which many business men follow of an educational character 

Thousands pursue literature, history, popular science, even theology—merely as 

recreative pursuits. Indeed, it is a revelation ofttimes to become acquainté 
headed manufacturer, and hear hi 


hard headed 


with some suppe sedly ( old-bk « cle d. 


argue some day over his coffee on the Presbyterian doctrine of predestinatior 
and evince a breadth of reading and accuracy of logic equal to those of a theological 
professor And one is not infrequently taken off one’s feet to find that som« 


+ ryleoth 


casual friend who has made a marked success in the accumulation of a pl 


bank account can quote Goethe in the onginal, has a thorough acquaintance w! 
Meterlinck, and can give one points on the philosophy of Plato or the literatur: 
of the Renaissance 
ANUFACTURERS o! type writers Wl ( iterested in the S 
by the speed contestants at a recent meeting held at Providence, R. | 
reported on another page of this issu Orrice APPLIANCES. All tl 
contests under Orrice APPLIANCES rules are of great value to operat 
the tone of the profe ssion, creating a desire to improve 1 sper I 
IMPORTANCE OF and promoting ambition throughout the v 1 of t 
TYPEWRITER writer operators. Professor J. N. Kimball, of New Yor} 
SPEED CONTESTS a foremost business educator and leading expert in tvq 
writer and other competitions of like character, 1s operating with O 
APPLIANCES 1n a movement to make the Octobe1 test the 
ever held. It is the idea of the managers to inspire operators eve vhe t 
ambition to excel in their work, for nothing can be of great enefit to t t 
writer world than the highest degree of speed and skill among the grt S Ss 
number of operators, and manufacturers thems« s should encouras " 


as tar as lies 





OFFICE APPLIANCES 4! 





SPIE — ot re 


SALMAGUNDI! 


A PPRECIATION of perspective week. He has ever since been glad he “I like you; you seem to have the 





is not one of the attributes of did so. He found Mr. Marshall a kind, style, the address and the character- 
extreme green J. Harry Jones, just man, always ready to see merit istics of a salesman, yet you don’t 
secretary of the } rshall- Jackson Sta- and to reward it seem to be able to get any orders. 
tionery Company of Chicago, tells wit! These events happened nearly “Well, see here,” responded Robin- 
usto his experience, when as a very wenty years ago The Ha irry Of that son. “You pretend I’m a prospective 
ung man and a recent graduate of day is now the bearded, alert, well-i customer, go out in the hali, come 
a technical school, he applied for a formed secretary of the company of back and sell me a bill of goods.” 
osition in the store of George E. Mar which George E. Marshall is the head “All right; I'll do it,” and according- 
hall & Company The day befor and he can afford to laugh now wit! ly Smith retired, reentered and ap- 
youn lones id delivered an impas the president over his discomfiture as proached the desk. “Good morning, 
ioned oration from the platform « a boy Mr. Blank. I represent the house of 
he First Methodist church upon th ae Jackson’s marly Recollection. Robinson & Co., who handle a line of 
burning issues of the Mormon ques whi - Mr. Jones wa lling th office supplies in which I’m sure you 
n. That night he talked matters above story to the representatiy f will be interested. I don’t want to im- 
th his father ane decided that Office \ppianices, Dwight Jacksor pose on your time, but I want just a 
1 business career would about suit hin r the same company, was moment to show what I have here, to 
1 near-by. Mr. Jack- let you see the quality of our goods 


t 
\ccordingly he got a letter of intro- sitting at his desk 1 
duction to George E. Marshall from son has had about thirty-six years’ ex and the prices at which we can deliver 
a mutual friend and entered the pres perience in the stationery trade in Cl them. I know it will be to your inter- 
the head of the house full of cago, so his youthful disappointments est as well as ours to take a look at 
n fidence intedated those of the previous speal these lines,” ete., at the same time 
“What can you do?” inquired M1 r by a good many years. When M1 showing his samples and giving in a 
Marshall kindly, after he had read th lones had fin ished, Mr. Jackson turned well modulated voice the selling talk 
letter. This was a poser—an une» in his swivel chair with a chuckle. prescribed for the goods. When Smith 
pected problem. After some flounder Reminds me,” he said, “of when I finished Robinson said, “Well, by 
ing young Jones managed to intimate went to work as a boy for the Skeen thunder, you’ve sold the goods to me. 
that he was willing to try about any- & Stuart Stationery Company. Old Blamed if I can see why you can’t 
“Well,” replied Mr. Marshall, Mr. Stuart offered me twenty-five dol- sell them anywhere with that approach 
nk our shipping clerk needs som: lars a month and I took it, under the and that talk.” 
help; suppose you come back to-mor- impression that I was getting six dol “Well suppose, sir,” replied Smith, 
row morning and go to work in the lars a week “that you be the salesman and let me 
shipping office as one of the assistants “T worked along about a year before be the customer.” 
iere.”” That was satisfactory, and then I got the difference figured out to my So Robinson went out, returned in 
‘ame thi question of compensation satisfaction, but I’ve never forgotten a moment and approached the desk. 
The young man’s estimate of the value it. I can tell you offhand right now to Smith sat there with one foot on the 
of th ator who had so recently a penny the difference between twenty slide of the desk looking out of the 
settled the Mormon question received five dollars a month and six dollars a window. “Good morning, sir,” said 
shock when his intended em- week. The difference isn’t much now Robinson. Smith glanced coldly at 
plover intimated that the services in but then a dollar a month even was him, reached over and extracted a 
question would be worth about six dol an item to be considered twenty-five cent cigar from a drawer 
ars a 1 seorge E. Marshall & Why Smith Fell Down. in Robinson’s desk—one that Robin- 
® They're telling this story on a big son had been saving for his after-din- 
When he had re ‘ed his voice, J. manufacturer of office al Pe ‘es in ner enjoyment—hit off the end, light- 
Harry asked for time to consider. It New Yorl We'll have to call him ed a match on the underside of the 
as granted and he went home a muc!l Robinson, because it wouldn't be fair desk and blew a cloud of smoke into 
estfallen boy, to consult again wit! to give away his real name. Robinsor the air. “Good morning, sir,” repeated 
rnal f f wisdom. Jones hired a salesman one day, the son of a_ Robinson. “I represent the house of 
s wise and discerning and man- friend, a prepossessing ing fell Robinson & Co., manufacturers of,” 
ase the shock to his son’s to whom the manufacturer had takena_ etc., giving a good selling talk. Smith 
sthiltties  hawit xpected sor great fancy. The young man, Smith eyed his employer up and down a mo- 
nt as a matter of by name, started out with his samy ment, then he said, “Say—you look 
his expense money and a good lit f like a pretty bright, clean cut young 
went back tl talk, but the orders didn’t eventuat fellow; talk as if you could sell goods, 
ry modestly a Things ran along this way for thr r too. Why in —— do you work for 
in the shi Lippi ¢ four weeks, and finally Robinson called thi at blamed old skate Robinson, any- 


ffice and the six dollars a the young man in. “Smith,” said he, how?” 
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Fk YOU want something to hearten 
you up, something to put new life 
and courage into you, just take a 
stroll around town some day with the 
Office Appliance man. ‘Tis the best 
tonic in the world to talk to some of 
the men one meets in this field. Meet 
ing these men, who have taken hard 
knocks and have come uppermost smil 
ing, gives one the courage to take a 
few knocks on own account 
without doing the cry-baby stunt. As 
somebody has_ said, ‘Misfortune 
doesn’t hurt a man. Every time I’ve 
received a swift kick it has helped me 
to get into a better position.” 
In passing along Dearborn 
the other day I saw a man putting gold 
leaf lettering on the window of the 
display room at No. 33 of that thor 
oughfare. The chalked-in outline indi- 
cated that the Berger Manufacturing 
Company had just moved in. Entering 
I descried a young man with a heavy 
thatch of gray hair adorning a well 
shaped, clean-cut head. He was seat 
ed at a desk in the rear of the estab 
lishment and I immediately recognized 
him as George H. Bresee, who had 
charge of the company’s exhibit of 
steel office furniture and filing devices 
at the recent Chicago business show 
tresee is the manager of the steel fur 
niture department of the company’s 
Chicago branch. He is one of those 
men who makes good at first sight and 
the better you know him the more you 
are inclined to pat yourself on the back 
for your instinctive good judgment of 
human nature. He isn’t one of those 
men who rushes at you with both 
hands extended. You don’t have any 
chills, either, when you enter his pres 
His face is calm and agreeable ; 


one’s 


street 


ence. 
if he has ever seen you before he has 
you placed at the second glance—per 
haps at the first. You are not sur 


prised to know that he is a traveling 
man with about a decade or more of ex 
perience behind him, and what's more, 
that there isn’t anything in the office 
furniture game that he can’t tell you 
about in his quiet, low voiced, convince 
ing way. Bresee himself would dis 
claim any such extensive knowledge, 
but he has it nevertheless. Gray haired 
and young faced, soft spoken and 


quiet, he exudes information about th: 
subject he is interested in without any 
apparent effort whatever, but whatever 
he says is right to the point. 
imagine 


You can 


him, without anv _ trouble, 


gracing an ambassadorship somewhere 
and getting away with it to the satis- 
faction of his own country and that to 
which he was accredited. And nobody, 
looking into his steady would 
care to risk pulling any feathers out of 
the eagle's tail while he had the am- 
Such men as he, with 


eves, 


bassadorial job. 
a complexion that would grace a deb 
utante, a square, cleft chin and deter- 
mined lips, make mighty good friends 
in a pinch—and disconcertingly thor 
ough adversaries. 


Passing on down the street, | drop- 
ped into the office of the Union Ribbon 
& Carbon Company and was particu- 
larly fortunate in finding S. Werthan, 
the vice-president of the company, in 
his office. Werthan, in addition to be- 
ing vice-president of the company, is 
manager of the western branch. He 
handles both jobs with distinguished 
success, although he sees more outside 
trade and sells more goods than any of 
his salesmen. He wouldn't be THE 
Werthan if the soles of his shoes didn’t 
times as 


wear out about a thousand 
fast as the varnish on the seat of his 
office chair. 

Werthan is one of those sanguine 


men—just the right size to be good for 
almost anything requiring staying 
power and activity. He isn’t too short 
and he isn’t too tall. He is just about 
the right weight for his height and the 
only reason why he hasn't been gath- 
ered to the bosom of more life insur- 
ance companies than Rockefeller’s in- 
come could pay for is that he can sell 
the solicitors carbon paper while they 
are trying to sell him insurance. He 
is an old hand at the carbon paper 
game, and used to be in Milwaukee, 
where he had a flourishing business. 
He wandered into Chicago one day, 
discerned evidences of greater prosper- 
ity than the Milwaukee field afforded 
and straightway rented a little office 
and hung out his sign. Queer chap, 


Werthan. If you ask him, “Are you 
doing much business with the deal 
ers’? he will answer in a non-commit- 


tal way, “Oh, yes; we're doing a 
satisfactory trade.” He’s a quiet chap, 
but all business. When you know him 
a little while, however, vou know the 
dynamics he has hidden. When Wer 
than strikes a town he is always sure 
to come away with a satisfactory num- 
ber of entries in his order book. One 
day you'll hear of him at Minneapolis 


very 


and the 


next he’s a night’s ride south. 
Wherever he goes he makes a good im- 
He never misrepresents his 
goods and he has the confidence of his 
entire trade. He is a good man to meet 
and a pleasant man to spend an hour 


pression 


with at any time. There isn't an ounce 
of bluff or bluster in his make-up, and 
he doesn't need that sort of thing to 
get ahead. As an all ‘round glad hand 
artist he is a past master, because he 
never overdoes it and never underdoes 
it. The Werthan system is worthy of 


study and application in a normal 
school of salesmanship. 
* * x 

[If ever I felt down and out, if ever 

the world looked dark, I would tum 

the name and recollection of J. A. 

Mudd over in my mind and take a 


fresh hold. Mr. Mudd carries none of 
the exterior marks of the fighter. He 
is rotund of countenance and easy and 
pleasant of manner. But he is a tire- 
less, determined, never-give-up com- 
batant, nevertheless. A few years ago 
he started the Chicago Binder & File 


Company in a modest little plant down 


on Dearborn street. He had a fine 
line of goods and he attended to the 
business with such care and success 


that it soon outgrew the original quar 
ters and the factory was moved into a 
larger place on Fulton street. A year 
later this factory was outgrown and 
Mr. Mudd bought a factory at Hanson 
Park near the railroad, where they had 
Here the loose leaf 
went booming 


a nice, big place. 
end of the business 


along in good shape, but the rest of 
the business lost money. Nothing 


daunted, Mudd accepted a loss of sev- 
eral thousand dollars and moved back 
to the city, where he took a factory on 
Canal street. This had just been nicely 
when it 1 


established caught fire and 


burned to the ground. The loss was 
complete. There was so little left that 
Mudd could have put the salvage in 
his vest pocket. Again he started anew 
and got nicely to going, when along 
came the panic of last year. But he 
weathered the storm and now he has a 
solid, prosperous business. 

Mr. Mudd is the father of twelve 
childret i numerical household whicl 
requires the support of a tidy business 
to keep it going. Notwithstanding his 
business reverses, he has always come 


up smiling. Whatever discouragement 
he may have felt, he never let the 


world see it. He has carrie 
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front everywhere and has earned the 
undying respect and admiration of 
hundreds of friends and associates. 
The morning after the fire cleaned out 
everything he had, he rented an office, 
bought a few desks and notified his 
customers that their orders would be 
taken care of as soon as he could get 
another factory started. And he lived 
up to every obligation to the very 
letter. 

And so I repeat, if ever I feel down 
hearted, I’m going to review the ex 
periences of | \. Mudd just to prove 
what a man can do who has the back 
bone to face his troubles. 








OUR TYPEWRITER RIBBONS ARE 
TRUE MINISTERS OF PROGRESS 


Writing the lessons of business in clear, elegant style. 

















BURROUGHS’ EUROPEAN MAN- 
AGER. 


C. W. Gooch of the Burroughs Add- 


ing Machine Company, former sales : 
manager of the Lynchburg agency, rAd 
sailed March 31st for London, to take mesines 
up his new duties as European man aie 


- for pe fuorr Oo roranizati 
ager for the Burroughs organization DIDS 








Mr. Gooch has been with the Bur 


“O1nahs ‘— ¢ , ror salea rears ané . . + * 
roughs Company for twelve years and Are the unwearied assistants performing the service of 


is the oldest sales manager in point § yes her OF ; y 

of service in the organization with the SS duplication silently, quickly and permanently. 
exception of Mr. Mason of the St. eras 

Louis agency. Mr. Gooch is well ac- —" 
quainted with the Burroughs propo- | Ai 


sition. He knows the mechanical as | BRS 





Together they make the finest correspondence 


medium on earth. 














HERE IS THE 
“REASON” TO 
PUSHOUR 
LINE EXCLUS- 
IVELY, ANDIT 
IS EASIER AND 
MORE PROF- 
ITABLE TO 
SELL THE 
BEST. 


THEY ARE IN. 
DISPENSABLE 
TO THE BUSI- 
NESS WORLD 
i228 BECAUSE 
c. w. GoocH. S353 THEY PRO 
he office end and, as he said | @“¥ DUCE THE 
§, he sometionss rested iis’) BENE geeee que 
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mind from the selling problem by go >> 
ing out into the mechanical depart or 5 
ment of the agency and tinkering with ’ 
machines. In the course of his “tinker es MI J | AG & VOLGER 
ing’ he has evolved several improve > go> 
nts for the Burroughs. Mr. Goocl ka (INCORPORATED) 
is always been a live wire in the or " 7 
eaistontion Tix tx tanaka: tx eee | MANUFACTURERS FOR THE TRADE ONLY 
pa a) iS alw i s S own * xceptional! ay , Branches: 
ability and is we ualified to tak 1 . , asietiittinde 
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T SEEMS that the era of 

writer bill posting 1s upon us. At 

one time the magazines and news 
papers were thought to be the best 
mediums for reaching the 
business men who were most likely to 
purchase and use typewriters. The ex 
tensive display advertisements of on: 
company have demonstrated the fact 
that typewriter success can be achiev 
ed by reaching the traveling publi 
and the great masses of people. The 
operators today have a great deal to 
with regard to the choice of ma 
They can certainly be reached 


type 


class of 


say 
chines. 
by bill posting, as 
man. Possibly this may 
the mass of yellow bills which adort 
the beardings of our large cities 


can the usiness 


account fo! 


A good, live poster attracts attc! 
tion. No doubt of it. Thousands read 
it, and the legend it tells is impressed 
upon the mind 


[It may be 
than newspaper advertising, but it tells 


1 


more costly 


its story so that “all who run can 
read.” The yellow and red posters of 
the Remington | vpew! iter Company 


are certainly striking, and without a 
doubt will bring the busi 


As each month goes by, it is a pleas 


ure to find that here in New York 
there are fewer and fewer changes 
among the salesmen in the typewriter 
offices Chere was a time when new 


faces in the offices were what one nat 
urally expected to see. “What, still 
here?” was a greeting of gratified sur 
prise at seeing a familiar face. Appa 
rently today the various organizations 
have settled down with a 
reliable 
to work for the 
several companies and 
dently relied on to get all t 
for the machine they represent that it 
1s possible to get 


class of good 
salesmen, who can be trust¢ 
best interests of thei: 
can be confi 
| 


he business 


This is as it should be \ salesman 
may occasionally meet a “blue str: 
when, in spite of every conscientious 


effort, business will not exceed or ever 
equal the quota. He should not be dis 
charged for this \ little 
with the sales manager, a few words of 
encouragement, a of help over 
the hard places,” 

energy into the disspirited salesman, 
and next month he will make up for all 


be once 


quiet chat 


“wee bit 


will put new life and 


lapses and delinquencies, and 
the good 


graces of the 


more “in 


] that 


lal 


remember 


We must all 
success does not always wait on th 
heels of conscientious effort 

\nother point to be borne in mind in 
these frequent changes of salesmen is 


Ouse 


the question: Does your customer lik: 
to deal with a new man every time he 
buys a new machine?’ We think not. 
[tf by any chance we buy a new hat 
that suits us admirably, a_ suit of 
clothes that makes a new man of us, or 
a pair of shoes, whose comfort is a con 
tinual delight, do we not when needing 
other like habilaments go to the identi 
cal stores and seek until we find those 
particular salesmen who served us so 
well previously? If by chance we can 
not find that man or men, do we not 
one and all offer up a plaintive wail of 
woe, and with fear and misgiving hand 
ourselves and our hard earned money 
over to the tender mercies of the new 
earnest doubts 
ut us halt 
did Be 


salesmen? We have 


whether the new man can st 
old salesman 
17 


as well as the 


have to reiterate a 


sides we Out ‘ 
fads and foibles, whereas the other man 
knew them lke a book 

W hat is true of one line of salesman 


ship is true also of selling 
\len women though we 


we are 


and 


nevertheless a parcel of ch 


dren relying on each other tot 
counsel and belief. The customer who 
straightforward 
with one salesman 
like it when he wishes to buy a 

machine. He has seen the man before. 
talked with him, liked and 
when he asks for him, and finds anoth 


point 


er has taken his place, he is disap] 


has a 
wants anotner 1ust 


1 2 
nother 


his ways, 


probably will go elsewhere, 


ed, and ] 
i] 


vhere he can find a salesman he knows 
ind can trust. Too frequent changes 
n salesmen are not advisable 

Harking back to the question of dis 
play advertising, the Roneo Company 
have just gotten out a clever sigt 
wh thev are about to distribute 
broadcast It represents an office boy 
opving letters on the Roneo with “N 
vater,” and as he turns the handle « 
the machine it says: “It is a treat to 
opv letters now * On the right hand 
side of the picture is an old copying 
press between the closed plate s of the 
press 18 a pair of tr users b ‘ 
< the legend “Supersed } } not 
iseless 

+ * 
I is has been so frequently st e¢ 


the type ( trade 1s » th 
prosperity of the country, thes« nited 
States most certainly should 

prosperous condition All tl ym 
panies report that April has been an 


exceptionally good month tor business 
The Remington Company st that 
their total sales for the month have ex 
ceeded by nearly 1,000 machines thei 
greatest previous record in the history 
of the company 

The Royal Typewriter ¢ 
taken possession of its new offices at 
although everything is not vet om 
plete so fat as equipment is cor ed 
enough as been done to show that 
when complete the Royal Typewriter 
Company will have one of the finest 
offices in the country. 

The Oliver Typewriter Company 
have just published a march and tw 
step for the piano, whicl 
posed Francis | Kells 
Brooklyn Sales Organizat 
called the “Oliver Typewrit 
and | step,” has alrea bee: 
orchestrated, and will be 
coming summer by at least 
Rrooklywn bands 

Chere new flag flutter 
bres } the Oliver bu 
desig s been formally 
the © er Company. It h: Ss | 
Te | mta Stripes TT; 
left | cover is the fan 
ot e © r, with the \ 
witl bla letters 
grout 

he V lesale Typ ( 
pany ch \\ \\ RR ¢ 
cle st issued 
we n pamphlet ent 
Story Ramer Reb 
eT g1VeSs th: ( ( ~ 
witl c to this extens l 

( should be S 

the ae? . 
R. R ts 

THE AUTO TYPEWRITER. 

— 4 newTriter Mm ple <4 4 9 

| spe 

To oO » the bell \\ 
ntro 1 machine tl 
konl 1e end of the | ( 
net 
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ADDING MACHINES IN ITALY.) § 


Switzerland and Germany are pro- 





ressive countries in the adoption of 
ime, labor and rry-saving office ap 
The Italians of northern 

e commercial center of which is 
lilan, adopt similar methods of bus! 
ness to those used on the northern 
side of the Italian border 


\dding Machine 
Company Limited, Italian Branch, is 
this center of northern Italy 


~ott 1 . a.” 
lian Wi I Ir Enri oO de Gili 





{ Don’t be misled about building up a business 
with second hand or ‘‘Rebuilt’’ typewriters. 


« A permanent business is created by making 
friends of your customers—you can’t make 
friends by selling them second hand articles. 








@ You’re known by the goods you sell. A per- 
manent business is established by giving satis- 
faction—no other way. 


ENRICO DE GIOVANNI, 


Mr. De Giovanni is well known in | 


Italy as a representative of specialtv T 

poy, Moa weenie Ateere ered @ You cannot afford to always look up NEW 
in that business connected with Ameri business, it’s the repeat orders that mean profit 
can houses, and has absorbed Ameri- and repeat orders don’t come from second hand 


can ideas to a sufficient degree to en 
able him to handle American special 
ties in his native field to the best of 


advantage. He is even better qualified @ If you want the GOOD business in your terri- 
Ye pe nerican caleem: ronld he ° 
im an Anes See eee tory, the business that pays a profit and that 


machines. 


because he is Italian and that, com ; 
iti ute © thet the ie inhaed makes a satisfied customer, then sell the Fox 
\merican spirit in marketing Visible. 

specialties, should work to his ulti- 

+, a ee ee @ The Fox is a typewriter that sells easily, 
g eaking five or six of the lan stays sold, pays a good profit and brings repeat 
4 ges 1 n tl continent. orders. 

He is had a large organization < 

Italy in his name in the sale of 7 - : , , 

American specialties and his same, @ Write to-day for information regarding your 
when used by salesmen in referring to territory. 
their superior, should establish the 


etween the prospec 


buyer and agent 
ler Mr. De Giovanni's active and 
nt Si les direction, the Bur Fox TYPEWRITER Co. 


x well known among 
. 3104-3114 Front Street 


1 


1 
+} 


ymmerci organizations and 
eress in southern GRAND RAPIDS, MICHIGAN 
be slower than that of the 
1 | 7 
the country according 
ns alrea ly described, there 


loubt but that in time the Bur- 
vill be in general use in Italy. 
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Advertising as a Sales Adjunct 


PEAKING at a meeting in Chi- 

cago not long ago a man promi- 

nent in selling circles described 
the salesman as the key to the whole 
commercial organization. Modified by 
years of experience and close study, 
this, in a measure, seems to be the po- 
sition taken by the Oliver Typewriter 
Company, whose sales organization is 
one of the best equipped forces in the 
entire field of manufacturing enter- 
prise. But with the Oliver sales or- 
ganization there is included an adver- 
tising department at once complete, 
original and unique. Like Vanity 
Fair, it is a story without a hero, for 
the Oliver organization boasts no ad- 
vertising manager. A representative of 
Office Appliances developed this fact 
not long ago when he called at the 
Oliver building bent on meeting the 
man who weaves the infinitely clever 
and interesting fabric of Oliver pub- 
licity. He was referred by the infor- 
mation clerk to Mr. Gradwell, the as- 
sistant general manager, who explained 
in some detail the Oliver selling poli- 
cies. He discovered that the Oliver 
salesmen are a part of the Oliver ad- 
vertising, just as the advertising is a 
part of the selling organization. 

“We do not maintain an advertis- 
ing manager,” said Mr. Gradwell, “be- 
cause we employ our advertising as an 
adjunct to our sales department. Our 
advertising is systematized and carried 
out under a definite policy. Within cer- 
tain limits all the moves are planned 
with reference to what has gone be 
fore and what shall come after. When 
the artist paints a picture he first out- 
lines a rough sketch; later he fills in 
the details and the color scheme. The 
broad outlines of our plan is to sell 
Oliver typewriters to as many people 
as we can reach. The first consider 
ation, naturally, in the accomplishment 
of this purpose is to convince as many 
people as possible of the advantages 
gained by the use of the Oliver type 
We employ advertising as a 
a vital selling 


writer. 
part of our system—as 
force, not merely as a means of pub 
licity. To keep one’s goods before the 
people is a good thing; to sell them 
by the same means is better. 

“In the accomplishment of this work 
we employ advertising all through the 
process. It is used to clinch the sell 
ing talk of the salesmen, to originate 
prospects and to finish deals under 
way. Indeed, we have found that our 
advertising does even more than this 
it sometimes resurrects dead prospects 
and makes them customers. 

“We proceed upon the assumption 
that there are many people in the 
United States who don’t know there 


is such a machine as the Oliver type- 


A Recent Interview with Ricord 
Gradwell, Assistant General Man- 
ager of the Oliver Type- 
writer Company. 





there are 
nothing of 


writer; furthermore, that 
many people who know 
typewriters except as an abstract prop- 
osition, never having thought of the 
application of the machine to their own 
particular uses. We go down into the 
sub-cellar—to the very beginning—and 
build up our advertising campaign as 
an educative force. 
Advertising by Indirection. 


“The average man doesn't want any- 
one to come in and sell him something. 
There is necessarily an assumption of 
superiority on the part of the salesman 
in such an operation which awakens 
the opposition of the prospective cus- 
tomer and frequently sales are lost for 
this very reason. Our advertising, then, 
is partly intended to travel ahead of 
the salesman, to awaken interest in the 
features of the Oliver machine, to con- 
vince the new prospect of the economy 
and the desirability of using a type- 
When the salesman, therefore, 
is a part 


writer. 
approaches the customer he 
of the plan ; he fits into the scheme of 
things; the customer already knows 
something of the machine and can talk 
on it with reasonable intelligence as far 
as he has gone. The gulf between the 
prospect and the salesman is therefore 
bridged by common knowledge and in 
terest 

“To illustrate how this works, let me 
our experience with the ‘17 
day’ advertising campaign 
which we have recently made a fea 
ture of our publicity work. On the 
iace of it, this advertising seems to 
be nothing more than an attempt to 
ell Olivers on the installment plan, but 

of fact it sells more ma 
cash than it sells bv install 


tell you 
cents a 


as a matte! 


chines fot 
ments In this 
supposedly addressed onlv to the peo 
ple who prefer to purchase a typewrit 
er in this way, we employ all the argu 
ments used in our other advertising 
macl ine, 


advertising, which ts 


we show the features of the 
condensed keyboard, vertical an 
horizontal ruling device, the tabulator, 
the adjustable paper fingers, etc., fol 


the 


lowing a line devoid of technical terms 


and couched in language which the 


non-technical reader cannot fail in- 
stantly to grasp. This advertising 
catches the eves of all classes. The 


but thinks 
to find out 


man who needs a machine, 
he can’t afford one reads it 


how he can get what he needs: the 
man who can afford to pay $100 reads 
it to find out what new scheme has 
been devised for his less fortunate 


brother. The man with money stands 


in the neutral position of one who is 
casually listening to the conversation 
of two other men, one of whom is de- 
scribing the good points of a device in 
which he is interested, trying to make 
a sale. The one to whom the appeal 
is directly addressed is more or less ar- 
mored with a spirit of opposition to 


meet the attack of the salesman, but 
the listener is frankly interested and 
open, because the arguments are not 


addressed to him—the salesman is not 
asking him for anything. Thus the 
arguments have their proper weight: 
he has helped the salesmen to convince 
him by not opposing him. He reflects 
perhaps that he needs a new typewrit- 
er; what he has heard arouses his inter- 
est. He sees an Oliver advertisement 
with one of our new detachable post 
card returns in some magazine, fills it 
out and sends it to us. After that the 
work of the salesman is easy. 

Oliver Company an Originator. 

“We have been working to perfect 
a systematic, effective selling organi- 
zation for more than a decade, and side 
by side with improvements in the ma- 
chine have come added improvements 
We have given 
and 


17 


Seis 


to our sales scheme. 
this our close attention and study 
have worked out a system which 
machines—a system that has enlarged 
our factory several times and keeps 
the present ‘plant busy even now be 
yond capacitv. We have never copy 
righted any of our advertising phrases, 
but I have patented the detachable 
post card I mentioned a moment ago 

“We were the first to use the phrase, 
‘Do it now.’ in an advertisement pub 
lished in 18Q7. We originated the re 
ring in advertising and claim to be the 
first to employ the phrase, ‘Standard 
Visible Writer” About eleven or 
twelve vears ago we began the publi 
cation of the first house organ e 
sued by a 


’ 
; 


typewriter company 
ntinued its publication ever 
find it 


" m ’ ] 17 
ertising and selling 


we have 
since, as we a valuable feature 


of Oliver ad\ 


MAY WRITE CHECKS ON MA- 
CHINE. 

The tyvpewriting machine achieves 
further recognition in the official per 
mission just given for its use in the 
writing of checks in the business of 


States subtreasuries 


was barred for this 


the United 
Heretofore it 

use, but the new secretary of the treas 

urvy, Mr. McVeagh, finds it has 

so improved that it is now reliable an¢ 

trustworthy and says those who like 


may substitute it for the time-tried pen 
or goosequill 
There is just as much worry over 


monev as over the lack of it. 
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SHORTHAND FOR COLLEGE 
GRADUATES. 


Frank R. Chambers, the well-known 
advertising man, addressed Columbia 
students recently on “The Opportuni- 
ties in the Business World,” urging 
the need of more college men in this 
field of activity. He said he had sug 
gested to President Butler the advis- 
ability of a course in stenography and 
typewriting for college men intending 
to enter business 


“[ have a woman stenographer in 
my business,’ said Mr. Chambers, 
“who would run my business for me 


if she were a man. The person w 
ittends to the confidential matters of 
loyer soon gets to know very 
much about the business, and his ad 


wo 


‘ neement ic “¢ Nid \ , Q 
ancement is raj . ! \\ \a @, & 
“Some of the essentials to business > 

success are inventive genius, the per- 

sonal element, and character. 

| 


ere is always room for improve 
ment in a business, and the colleg 


man with any inventive genius soon THE GREAT MANIFOLDING POWER 





} ’ he _ | 
perce s where a change for the bi . 
ter is needed, and he makes his sug OF THE 
ves he right manner. 


“Then the personal element is an VIC 3 OR 
important consideration. A ‘good 


mixer’ can get along well in business, T 

as in any other field. Other things be- : lies in its str ng, broad bearing typebars. They augment 
ing equal, the man with the salable the blow on the finger key with that penetrating qual- 
article prefers to do business with the itv, which gives the maximum results 

‘sood mixer.’ wit i 


with the minimum effort The broad Drop 


‘College training tends to the de- ; forged 
- “ oT , Ta 1a T vale) +) 7°} . g re-entorce 
velopment of character, and men of bearings give the hecessar ) support to Typebar 
character are always in demand by the bars as they appr ach the printing 
business men.” pe int, and insure the superior work so __ Pivot 
Mr hamber ar 1 for college ae . me bearings 
Se See ae a “8 characteristic of the Victor. a 
men taking 1 Musiness not merely tor 1 a 48 ee 
Favs | pie age Bees A most excellent proposition fot the 
money-making, but as their life work. : 
re 1: ‘ : dealer Adjustable 
He said that his firm made it a prac- ‘ bearings 
. 1 : : > } “14 TY’ 1 TPT) i 
tice to have their employes grow up o> Me territory still “—_ I. a adjusted 
from boyhood with the business. But Ask for a ci ymplete descriptive Ccat- 
many of these men have had a very Noose 
° . «Li ~ 


scanty education, sometimes not above 
the grammar school, and they are un- e 
ble to take charge of the confidential VICTOR TYPEWRITER CO. 
work of the business. 812 and 814 Greenwich St. 

College men with some business 
nowledge,” explained Mr. Chambers, NEW YORK 





to the requirements for this 
branch of commercial life.’”-—Pitman’s 


MOVED TO LARGER STORE. 

The Henry Typewriter Exchange 
ed from 43 West One Hundred 
venty-Fifth street, New York 
10 of the same street, where 
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Prosperity Banguet at 


Dinner Tendered to Foremen of Rem- 
ington Typewriter Works by the 
Company, in Recognition of 
the Great Production Rec- 
ord of Factory Dur- 


??T rT? ? 
tun 
ryone 


nm 


HE little town of llion, N. Y., 

in the Mohawk Valley, which 
ntains the Remington T 

scene on Wed- 
: 10Nn ‘ ‘ or 
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ing Past Six 
Months. 


Speakers Express Enthusiasn 








lion, expressed the pleasure which he 
always felt in visiting the home of his 
boyhood. He spoke of the many 
achievements of the Remington type- 
writer throughout its history, not the 
least of which has been the creation of 
a new profession for women. 

Mr. Seamans was followed by F. E. 
Van Buskirk, secretary of the Reming- 
ton Typewriter Company, who ev- 
pressed, on behalf of the officers of the 
company and the entire Remington 
sales organization, the pride which 
they feel in the man who make th 
Remington typewriter and also the 
thanks of the sales army for the r« 
markable production whi h the factory 
forces have achieved. 

Mr. Reiley spoke of the pleasure 
which all Remington men from every 
part of the earth feel in a visit to Llion, 
the very hub and center of the Rem- 


ington empire. F. J. Miller spoke of 
the splendid organization of the Rem- 


1 


ington tactory, of the mechanical skill 
represented in its workers and the 
famous quality of its product. 

The evening was one of great en- 
thusiasm, but the crescendo was 
reached when W. K. Jenne was intro 
duced, the entire audience rising to 
reet the venerable speaker. Mr. Jenne 
who is now the resident director of 
the company in llion, is known to 
everyone as “The Father of the Type 
writer,’ for it was in his hands that 
the new and untried invention was 


1 


laced when it was brought to the 


Remington Works for manufacture in 
} ) my ? ] 4 - o , ’ 
the year 1873, d for thirty vears 
thereafter it was under his superi1 
benders ee Reming ae 
tel \ na ( .emington type 
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S MACHINE writing permanent? 
Will it last longer than hand writ- 
ing? There are many theories on 

the subject, but very little definite in 
formation has been published. 

Machine writing may or may not be 
as permanent as hand writing. It all 
depends upon the kind of inked rib 
bon that is used on the machine and 
the kind of ink that is used for the hand 
writing. Some machine writing will 
not last nearly as long as hand written 
records, and every one knows that 
hand writing will not last—even that 
great document, The Declaration of 
Independence, although it is now car 
fully protected from the elements and 
has been for years, is so faded as to be 
almost illegible. On the other hand, 
the right kind of machine records will 
last as long as the sheet of paper on 
which they are written 

On ordinary correspondence and 
commercial records, papers, etc., the 
durability of hand writing or machine 
writing is of little consequence, since 
most any kind of writing even with the 
poorest of inks will last much longer 
than the statute of limitations will last 
on open accounts, notes and judg 
ments. However, for public documents, 
such as deeds, abstracts, county, muni- 
cipal, state and government records, it 
is of vital importance to know that the 
writing will last for all time, since it 
may be as necessary to refer to a rec- 
ord made 100 years ago as to one made 
yesterday, in order to establish the 
rightful ownership of some valuable 
piece of property 

Generally speaking, liberally too, 
machine writing 1S more permanent 
than hand writing since there are near- 
ly as many poor grades of writing fluid 
on the market as there are poor ink- 
ribbons offered to the public. In ma 
chine writing the ink is driven into 
the surface and fabric of the paper on 
which the writing is done, while in 
hand writing the ink is only spread on 
the surface of the paper and is often 
times not permitted to dry but the sur 
plus is blotted off and as a consequence 
little of the writing fluid is left and, of 
course, it goes without saying that the 
more ink that is deposited on the pa- 
per and the further it is driven into 
the fabric the longer it will last, if the 
ingredients of the ink are similar 
the more carbon there is in the ink the 
longer it will last. It is not generally 
known that ordinary lead pencil writ 

{ 


ing will last indefinitely when exposed 
to the elements where pen writing will 
fade quickly. This is due to the fact 
that a lead pencil is composed of a 
large percentage of carbon while it is 
impossible to make a writing fluid with 
any amount of carbon in it 


Carbon 
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Permanence of Typewritten Records 


Is Machine Writing as Durable as that hia 
Done with the Pen? —S laa 

By C. H. Hunter, Advertising Man- 
ager, the Elliott-Fisher Company. 

7 — drying pr 

as we all know is indestructibl 
some type 


pencil writing, however, will not stan 
and endea 


l 
against abrasion. In other words, it 
can be erased easily, whereas it is more inary ru 
difficult to erase ink. Therefore, it will Will fu 


+ not surface B it 
that it has settled deep into 
tions, and fr 


be seen that to last, writing must not 
only be difficult to erase but must with- 
stand the effects of air, water and other fron 
elements ple « 
\nyone who has ever attempted to Make 
erase hand writing and machine writ skept 
ing knows without any f zea ords 
ments that machine writing is mucl en 
more difficult to erase—I am speaking standing 
now of while it’s fresh in both cases rubb 
\fter hand writing is dried, it is, of he 
course, harder to erase than when first used 
written. After machin writing has. its p 
been allowed some little time to set it fiber 
cannot be erased at all without ruining thu 
the paper on which it is written, for com] 
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Written vith Lion Brand &. & H, Plack Record Ribbon, Jamusry 15, 1896. 
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TEST CHART NUMBER TWO 





discoloration when exposed upon the 
paper to the action of the various 
chemicals to which it may be placed. 
From the above deductions and simple 
experiments that any one can make it 
will easily be seen that machine writ- 
ing is far superior to hand writing 
when it comes to withstanding abra- 
sjon—ordinary use or the effects of the 
rubber or steel eraser. 
Other Factors Affecting Permanency. 
There are other agencies, however, 
which affect the permanency of writing 
whether machine or hand—powerful 
chemical agents, such as_ bleaching 
powder, potassium permanganate, Ox- 
alic acid and the like, which are fre- 
quently designedly employed in effac 
ing portions of written documents and 
records. Then there are natural agen- 
cies, which may cause the fading or ob 
iterating of records, such as moisture 
from the atmosphere or water falling 
on the document, ozone which causes 
rapid oxidation, sulphur dioxide pro 
duced by the combustion of gas or fuel 
containing sulphur compounds, acids 
resulting from the reaction of the prod 
ucts of combustion with water and 
sunlight. These substances are pres 
ent in the atmosphere only in minute 
quantities, and under such circum- 
stances (since reaction on the writing 
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goes on but slowly), any well written 
record will, of course, have consider- 
able life. 

Passing over aniline inks (which are 
used in the manufacture of both writ- 
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eg onthly letters, 
rtising their own busi- 
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r things a dealer handles 
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ing fluid and ink ribbons for machine 
use), as aniline inks are notoriously 
fugitive in character, and leaving out 
vanadium inks which are too expensive 
for general use, we will judge of the 
permanency of machine and hand writ- 
ing by comparative tests, since while 
we know that hand writing exposed to 
the natural elements will surely fade, 
we have no way of knowing how long 
machine writing will last when ex- 
posed only to the natural elements, 
since writing machines have been 
known considerably less than half a 
century, and in general use much less 
than a quarter of a century. Just the 
same, machine writing is in many re- 
spects and the composition of the ink 
used somewhat similar to printing 
press work, which we all know is noted 
for its lasting qualities. When we know 
that hand written records made with 
good writing fluids when exposed to 
the natural elements, such as abrasion, 
light, heat, moisture, etc., are oblit- 
erated in a few years, we can easily 
measure the permanency of well made 
machine writing by comparative tests 
of hand writing, using instead of the 
natural elements powerful chemicals. 
Most every one is familiar with the 
common “Spot jerker,” a two solution 
reagent that, when applied to hand 
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writing, whether it be fresh or old, will 
bleach the writing entirely from the pa 
per. These two solutions when ap 
plied properly will, of course, leave the 
paper for all practical purposes in the 
same condition as it was before it was 


written on so far as the naked eye can 


see. Try these chemicals on a piece of 
good machine writing and see how lit 


7 . - 
tie efiect it nas. 


obliterating 

will remove and obliterate entirely only 
that portion of the machine writi 
ink which 
ing matter, 


nent pigments such as carbon, for it 


So far from entirely 


these powertul chemicals 


is made up of oils and col 


leaving the more perma 


uinst the car 


inerective ag: 


absolutely 


bon particles, which in a_ first-class 

machine ink-ribbon are in such quar 

tity as to leave a legible record ever 

though all other ingredients are re 
: | 


poor make of machine 


moved In a 
inked ribbon there is little 
and, of course, writing from that 
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carbon used 
rib- 


bon will not withstand chemical reac 
tion. 
Testing Ribbons. 
There are many chemicals that act 


ritten 


rapidly on hand and machine written 
and for the benefit of the read 

Appliances | show hers 
illustrations of test cha 


University 


records, 
ers of Office 
with some 
made by the 
with reference to permanency of ril 
bons manufactured by the Elliott- 
Fisher Company at the time the United 
States Government was considering 
the adoption of Elliott-Fisher Book 
Recording machines for the copying of 
records of the state department. These 
tests are very lengthy and space 
mits mv giving but a few 

As will be from the illustra- 
tions herewith in addit Elliott 
Fisher (formerly known as Elli & 
Hatch) there was writing done, black 
record ribbon, with the ordinary lead 
pencil, with ordinary writing ink, with 


rt 


Columbian 


per- 


noted 


idition to 


ordinary blue typewriter ribbon and 


from writing fluid as used by the de 
partment of state. 

Test Chart No. 2 shows the resist 
ance of these different writings (n 


; 
State department 
] 


test) to chlorine water-saturated solu 
tion, after which the sample was al 
lowed to stand in the sun light for 52 
hours. It will be noted that the blac! 
record ribbon and the lead pencil writ 
ing are inged on account of the 
large amount of c in each, whil 


) 
; 


ink fluid 


unch 
irbon 
the hand writing with ordinary ink was 
completely obliterated, and the ord 
nary blue 
almost faded ou 
Test No. 3 (not shown) was for 
sistance to sulphur dioxide solu 
and gives practically the same results 
as the resistance to chlorine wa 
Test No. 4 shows results of a strong 
solution of xide, after 
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machine inke ribbon was 
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iter 


hydrogen di 


which the test card was placed in the 
sunlight for 84 hours 


The blue ink 
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machine writing is almost obliterated. those made with the pen and are also 
Portions of the ordinary writing fluid much more durable than those made 
and state department inks used in hand with | writing. Prot. Monroe als 
writing have disappeared entirely stated that it was his belief that blach 
while the lead pencil and machine recor ing made by ribbons s 
black record ribbon work is unchanged. as in the test e as f 
lest No. 6 shows the result of a_ as printed records 
sulphuric acid test and again the ma- \I same time Prof 
hine black record ribbon and lead pen roe was iking his ex S 
writing are unaffected, while the nited States Department of Agricul 
ecords made with blue ink machine ed tes s 
ribbons and hand writing fluids have : ( 
faded badly and portions entirely dis ing : : ; 
ippeared eral [ pape s 
In this exhaustive test the only thing _ the t tf the following S 
hat affected the black re« ic] I the l hol r 4 
written work was a causti ish s ture 
lution, which doesn't affect o ry x 
hand writing ink as much as othe [ V 
hemicals. Eve n this the ma per ct :' 
black record remained absolutely legi nd 4 sodiun | 
ble, though somewhat bleached state the signa S ry 
At the end of this test, Prof. Monroe Wilson that there was 1 
n charge of the department of chem-_ tion, except that in the case of 
stry of the Columbian University, _ rine ter and sodium hy e the 
gave it as his opinion that public re writing s turned brown, but spit 
ords, legal documents and commercial of this partial bleaching, t vriting 
instruments, which are written witl vas stil y distinct and readily legi 
the black record ribbon, will | ble rth ills attent » the 
more difficult to falsify and alter than quar bon possess by the 
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the ribbon carried the carbon particles 
far into the paper, so that any attempt 
at erasure would so destroy the surfac: 
of the paper as to be readily detected 
by lens if not with the naked eve. 
From the foregoing, which I am ob No 
lived to take from tests made of Elliott- 0; 
ishe bbons, since I could find no gre clock 
( h subject it 
ed high grade bla 
[ ] sed of 1 large 
carb safely be s 
} é \ r¢ nf imal eF 
+ a S re ire many b 
bons eve market that pos 
sess s that they cant 
pos st. Ind there have | 
Si Ses come » 7 | 
( pul I rds have | 
heap inked ribbons that 
have faded in ten years’ time. Such 
macl vriting, of course, is not so 
lasting as ordinary hand writing. 
Prussian blue ch is largely used 
for making up | ue typew riter ribbons . 
is bt fairly permanent pigment and 
yields readily to certain chemical re 
agents. There are many blue ribbons 
on tl market which are made of igs 
methylene blue, which is soluble in al 
peste yee eaRbon ate ee a ge A typewriter is not an aut Monarch Light Touch light- 
tect rom their action Dy the was . :; ’ 
sae henley gee matic machine 1 ens the operator’s load— 
which forms a large percentage of the 
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There are other minor ingredients duced must always folio. The result is that the 
Su wax, rosin, soap, etc., oft upon the operat operator 1s able to maintain 
a ee eee ribbons in order The operator full speed right up to closing 
to improve their printing quaiities, nf. . Pe ae ee . R 
en age *. A the morning w time, finishing fresh and strong. 
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es pigments and ingredients Light Touch is onl There are many others—all well worth learning about. 
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MOWER-HOBART CO.’S OPEN- 
ING. 


What .promises to be the stella 
event in the Atlanta, Ga., business 
world for the month of May will t 
the grand re-opening of 
Hobart Co., office and typewriter sup- 
plies and office furniture, in their new 
four-story building on South Broad 
street, which is to take place from May 
24 to May 29, inclusive. 

This is the largest and leading sup- 
ply house in this section of the South, 
and the news of the recent conflagra- 
tion, which practically destroyed its 
stock on January 25, was the cause of 
general regret throughout the South, 
and has necessitated the reconstruc- 
tion of the building with an additional 
story and the installation of a much 
larger and entirely new stock of furni- 
ture, office and typewriter supplies and 
the general lines handled by this 


, 4 = 
the i WeCT- 


concern 

In anticipation of this re-opening 
and business show the Mower-Hobart 
(o. has ordered and will have installed 
by the dates mentioned a $50,000 stock 
of supplies. . 

Five carloads of desks, flat top, rollet 
top, typewriter and other designs have 
already arrived and have been placed 
in the building as have three carloads 
of filing cabinets and two carloads of 
hookcases, in addition to a carload of 
library and office tables. 

The Mower-Hobart Co. has as its 
officers: Wm. Kollock Mower. presi- 


dent; Jos. F. Gatins, vice-president 
and A. P. Baylis, secretary and treas- 
urer 

It is exclusive agent in this territory 
for the Globe-Wernicke elast files, 
cabinets and bookcases, desks. trans 


ter cases and indexes, Twinlock Com- 
panv loose leaf ledgers and other busi- 


2 1, ae a ° 7 - 
ness se favorites. All of these 


houses are to combine with the Mower- 
Hobart Co. in making the show a su 

. TI —_—— 11 : 1 
cess lhe show will remain o} 
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MENTAL SHORTHAND. 


It is in word photography that the 
real usefulnes of shorthand comes. This 
need not be conversation which one 
hears; it may be one’s own fugitive 
thoughts. Anything that one decid es 
to reduce to black and white, and de 
sires to do it quickly, may be commit- 
ted to sho rthand On the extent to 
which one is likely to want to do this 
the usefulness of shorthand depends 
Most shorthand writers enjoy plaving 
with it \s a diversion for an unoccu 
pied hour at the end of a wearisome 

rney, or elsewhere, it has few 


equals. The shorthand enthusiast nev 
er ceases to be interested in what he 
can do in the expression of thoughts or 
words in his strat oe devices. It is 


litless in its opportunities for 


es ness and ingenuity. It is 
mind cure for nervous ailments 
game of solitaire, with utility com- 
Pe ad 

One need not use pencil or pen to 
take down words in shorthand. The fin 
ot eed not even scratch the coat 
in imitation of actual note-making 


[here is a mental shorthand writing of 
the most fascinating sort, particularly 
if the writer is only half interested in 
what the speaker is saying. If that is 
the case, take him in shorthand. Thin! 
its forms with lightning- like rapidity as 
he goes along; see how that thread of 
expression can be thought out closel; 
behind his x tage of utterance: think 


of the grouping of words, into a singl 
unrelieved series of strokes, known as 
“phrasing,” that may be executed. The 
best phrasing is always done in mental 
note-taking. The best plans for do 
ing it with a pencil are really then 
thought out. Pitiable would be the 


condition of the man who could not 


listen to an address or a conversation 
without mentally converting it in sten 
ographic forms; and on the other hand 
to the one who can lay down this men 
tal pencil at command, the . privilege of 
ti g it up occasion ally is not without 


its solaces. “What do you do when 
Enoch Boresome gets hold of you witl 
one of his harangues?” one friend asked 
another. “I never mind very much, un 
less 1am ina hurry to get somewhere,” 
go to taking what 
he says down in shorthand, and as such 


ee : die - 
is w of words interests me.”—Bos 


BUSINESS SHOW CO. IN NEW 
YORK. 


‘ational Trade Show Company, 

is nov colatiched in a commodious 

f offices at 307-1308 No. 150 

iu street, New York, and has be- 

active work on the coming New 

Business Show. President Fier- 

says the prospects look good and 

elieves the next show in Gotham 
will be the “biggest ever.” 


Zz 


4 
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MULTIGRAPH and 
Writerpress Ribbons 








BEST QUALITY Ribbons on TWO SPOOLS that 
fit the machine, means a saving of Time, Ribbons and 
Stationery. No more dirty fingers and this is appre- 
ciated by the operatot Write today. 


Columbia Ribbon and Carbon Manufacturing CO. 


Head Offices and Factory: 


III-II3 West Broadway NEW YORK CITY 


Chicago Branch: Baltimore Bld 
European Branch: 10 Kornergasse, urich 
























TYPE- ti ; 
MOON. DESKS “ 4 “' 
— =? ‘ ra | , : iet iy | I. =e 4 ga | . oy R 


on the market Made it th sanitary and full 











pedesta t . the 
j ~+ 
pe aest 


Find this deska qi 


+t ontrec th, suctan 
] Ss CUSLYU 









splendid satisfa 


Desks 


Are trade winners 
because they are of 
beautiful and flaw- 
less construction, 
great durability and 
moderate price 





Moon Desks are 
Money- Makers. 


Write at once for our 
catalog and proposition 





in detail. 


MOON DESK CO. 
MUSKEGON, MICH. 
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incon=- 


dark, 
convenient place, does not have to 


—located in some 
be turned; a kit of tools isn’t 
required to insert a fresh ribbon 
in the 


NEW MODEL 


L.¢. Smith & Bros. Typewriter 


—Lay the end of the ribbon on the 
spool shank, revolve the spool with 
the forefinger—that does it. Neat, 
clean work—No tools, clips, pins or 
soiled hands. 


—Not in itself so vitally important, 
maybe, but, indicative of utmost sim- 
plicity of construction of this writing 
machine, throughout—and that /s im- 
portant. 


Illustrated Book Free 
L. C. Smith & Bros. Typewriter Co. 
SYRACUSE, N. Y., U.S. A. 
Branches in all Large Cities 


Head 

Office 
Europe. 

Asia and 
Africa 

19 Queen 
Victoria 












for 


Street, All 
London, the 
E. C. writing 

ALWAYS 


in sight 


Pratt Bundle and Packet Tie 








LB 100 £232,262 5 60¢ 


Send for free sa 


PRATT F. MFG. CO., 117 Point Street, Providence, R. I 
Roxbury. RB n. Me Tune 1. 1906 


100 : I Ke 














The Trials of a Salesman 


By a Typetapper. 


HAVE recently had the opportuni- 

ty of meeting several and manifold 

varieties of the genus—traveling 
salesmen. The conclusion I have ar- 
rived at is that the class of man that 
formerly carried the “carpet bag’’ is 
rapidly disappearing, and his place is 
being taken by an entirely different 
type of humanity. In salesmanship, re- 
sults are the only things that count, 
and it is still an open question which 


class of man is best suited for getting 
orders. Is it the man, who mixes a 


little joviality, good feeling, and anec- 
dotes with his soliciting for orders, or 
is it the sharp, keen, pushing young- 
ster, who jumps in unannounced, pre- 
sents his card under his prospect’s 
nose, shoots off his “little song” like a 
miniature gatling gun, displays his 
goods, gets or loses his order, skips off 
with lightning rapidity to his next cus- 
tomer to repeat the same performance? 

The traveling man of the old school 
that I have in mind was a big man. He 
was nearly, if not quite, six feet tall 
and large in proportion. He was in 
fact, with his treble chin, grey mous- 
tache, and ample vest development, al 
most a twin brother to President Taft. 
\Ve all called him “Taft” for short and 
he didn’t mind it. He only laughed 
and said, “They all say that,” so appar- 
ently his similarity to the President 
new thing to him And he 
My! how he could talk! His 
he was full of them! 


with that soft Southern ac 


was no 
talked! 
anecdotes 


He talked 


Say, 


ent, that is so pleasing, and rounded 
ff each tale in a superb way and then 
laughed in a heartv whole-souled man 
ner with the best of us 

He didn’t boast, and though he ad 
nitted was prettv hard for him to 
cet round qui kly he stated | got 
there S the same vw his ers 
(Jne reason for h S success ra ‘ l, 
was that he took an interest Ss cus- 

mer, studied him, got him ¢g | tem 
pered by making him laugh with the 
reci of a good st 1 then got 
his order. It took time, b 1 He 
was asked what he did, when lan 


turned him down, and he replied. “Tell 
tory.” 

4 sis hea , »'@ 15 1 

But suppose he wont list 


“Listen—why, of course, he will, if 
you start in right. That's the point 
find something right here in the offices 

» hang a story to and he is yours! | 
met,” he continued, “such a man this 

rning He was cross, grumpy and 

\ swered mv sal it! 7 Ya! 
lorning [ told him my business and 

e repli ] ‘no time +, ittend th x 
this morning; dont know y hous 
and don't want to buy anything, or 
open up new accounts.’ ‘Sorry for that 


“The loss is yours. I have a 
fine line, but as you are busy this 
morning I'll call again later in the 
day or to-morow and have a word 
with you.’ 

“*No good; I’m not buying.’ 

“Oh, well! mine will be a free show !”’ 
With that | opened the door and a big 
dog bounded in nearly knocking me 
over. 

“Sorry, 


I replied 


said the man jumping up 


“Hope he didn’t hurt you. He’s big, 
but harmless.” 

“That dog reminds me very much of 
the story about President Taft,” said | 


“What was that?” he asked, as he 
patted the | saw at once he want- 
ed to conciliate me for the fright wit 
the dog, so | sat down and told him 
this story: 

Some years ago Mr. Taft went 


in Cincinnati to 


1 
’ 
qdog. 


into 


e la aie” 
a bootblack’s get a 


shine. LVPeople were always bothering 
him about his weight, so he said to 
the bootblack: 

‘Tony, if anybody comes in here and 


talks to me, tell them I am deaf and 
dumb and let it go at that.” 


Tonv assented and in a few min- 
utes in came a boy selling newspapers. 
He rushed up to the bootstand and 


+ 


shouted, “Piper, sir, piper! All the lat- 


est news, full details of a horrible mur 
der, piper, sir, piper! 
\Ir. Taft never moved a mu Che 
boy shouted again 
“No gooda,’ said Tony ¢ 
lumb. He no hear you.” 
“What?” said the boy =" mean 
S ant hear nothin, t | 
Say 
ae. 
‘ 7 a 
( ilk nNOnOW 
XT 
\ ¢ 
oles p 
S 1 then coolly l] 
art im and the s ¢ go at 
him o nouthed. As he 1 the 
s side once n 
' he can't talk, 1 hear 
lh t ~ ‘ if ] 
s ( i t he 
' it’s like \ ir ¢ ve he + | ir] 
rs ] 
e b 
sa 
\ 
5 \ H 
— | showed h ’ 
' Bovs !” he 
1 + 
om 
g Snip al o i iié 
' ‘ ri-c ! ( 
e raised Ss 20K ndc 
eheater and elos 
‘ } 1 
'eii 








\s the door closed on our corpulent 
friend a slim, spectacled, keen-faced 

“The times of story-telling are 
passed. The business man of to-day 
has neither time nor inclination to lis 
ten to fairy tales. He wants to know 
“have to sell and decides 
[Times are altered. Why, a 


what 


. 4 
qui¢ kly 


you 


few vears ago the man who traveled for 


the firm I now represent used to spend 


orking days, in this 
do the whole town 


two weeks, 12 Ww 
very town. Today | 
in four days.” 

‘But do you get as much business 
it?’ he was asked. 
“About the same.” 
“Ouoht there not to be an increase, 


seeing that the population is much 


st ; 
ou Ol 


more 
“Possibly, but there is more compe 
tition.” 

“Could increased 
bv spending more time here cultivating 
the acquaintance of your customers?” 

His answer was dubious, and that 
was not to be wondered at. We are 
apt in these days of rapid and fierce 
competition to spread ourselves out too 
thin. to gloss over matters and men, 
rather than cultivate them. Which is 
the better policy—that of our Taft-like 
frien: is welcomed wherever he 
7oes, O rushing, hustling, bustling 
salesman, who shoots and skims around 
like a giddy butterfly The thought is 
F careful consideration. 


your business be 


1. who is 


t the 


STENOGRAPHERS OBJECT 
BILL. 


1 | 
I making 1t a mis 
dems r for a stenographer ‘mn 
part nv intormatio1 ibtained in t 
i! n fre rson by wh 
] ] 1 
T ip empioved, 1S 
; nN) —F ; 
t Oommen pete ( 
, i re and its pas 
, 
( ritics Sav fi 
, 
c = ( ONLY pt ~ 
7 
< < pliovers in 
re 1 
( s and that the 
<< = public 4 
1 +* 
1K . ‘ < 17 singled ou 
statutorv regulation, the reason shoul 
; : ; . ‘ 
be n very plait It is held that 
| ysaih] to conceive ot St 
! sraphers betra ng confidences. it 
c t é ve OT pers 
( t rs for th 
C cks It is u 
‘ 
tute be framed al 
. ‘ 
r t v effort sn 
“y 
b ~ is caret 
ry) ; ’ yt ar ' 
| 
] 
, 
< is ty 
+} 7 ? 7 
he past « 
t} the bionade t 
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Schermack 


Envelope Sealer 






: : f | asin 
is the ¢ utior I ctio! I mechanical 
I 

' j 

ea It does everything the purchaser ; 
e right to « ect i none of those 

> t ; 
vhich | é Tet ng | ichine 





failur ither 


Price, $150. F. O. B. Detroit. 


Fully 









Guaranteed. 











Seals, Counts and Stacks Automatically. 
Capacity 10 to 12 Thousand an Hour. 
No Pads, No Sponges, Hence no Gum- | 
ming of Parts, Causing Annoyance and 
Repairs. Absolutely Noiseless. 


















Shermack Sealer seals and counts at the 
rate of 230 a minu‘e. 









Spe lesigned trays are supplied with the machine, to be used in carrying the 
envelopes, insuring rapidity and syst n handling the mail. The envelopes are placed 
in these ivs, flap é ind é ide to the right, and when filled the tray 

; placed upon bracket ear of e. In operating the envelopes are held in 
bunche iainst an automatic feed wl] permits but one envelope ata time to pass its 
flap over a metal disk revolving tank of water, after which the envelope passes 
betwe eries of Is, unde essu nerges from these rolls and is automatically 

tacked. In the meantime a it inter records each envelope which has passed 
through the machine Envelopes may be of any size up to 54x12 inches. 






WORTH YOUR CONSIDERATION 







Che Sche Company t ipany manufacturing a sealer which also 

, ‘ é Whe su buy a sealer, you take one step in the 
right directior Sooner o1 te! u int a combination machine—one that not 
( ’ tamp. The Schermack Company will make a 
eral é exchange on orders for the combination ma- 






herefore find it 


idvantageous to have the 







A FEW OF THE MANY SATISFIED USERS 


CHICAGO 







A { ew ¢ rp ( »irau Eisendraih Co 
\ I V.¥ ( Butler Bros 
' International Harvester Co 
Brunswick, Balke & Callender Co 
Quaker Oa‘s Co 
Rothschild Co 
Abdel! Shoe Ce 
National City Bank 
heim Shoe Co 
M Chicago House Wrecking Ce 
De Lavalle Separator Co 






I 
I 
I 






















4 DETROIT 
r= 
Lee, Cady & Smart 
}) ( W.H. Edgar & Son 


Co National Bank of Commerce 


gy ( Ford Motor Car Co 

nh Acme White Lead & Color Wks 

ink Morgan & Wrigh 

ring: ( E. M. F. Motor Car Co 
Iniers.ate Remedy Co 


~ SCHERMACK MAILING 
MACHINE CO. 


Main Office and Factory: 


DETROIT, MICHIGAN. 
Chicago Branch, 427 New York Life Bldg. 


BARGAINS 


me ve na i piacead @ great many 

ake A number of purchasers of 

‘ ur kir in good condition 
te it a sacrifice These include 


1 are interested in any 
supply your 
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The GRAND PRIZE has been 
awarded the 


SUN 


TYPEWRITER 


at the Exposition of Labor and 
Industry, ROME, ITALY over 
all Competitors 





a 





This should 
lence, MR. DEALER, that the No 
>SUN TYPEWRITER offers b 


ld be convincing 


, , ‘ 
tar the greatest value that can be 
‘ 
obvptained it thre Ly pe vTi te T irkeTl 
toda nel ¢ itit wi bye tr iu 
interest ft i ‘ to q wots 
+? ; ; ] Hteahl 
a i 1 1! Sana | ontadle 
counts 1n un upied territor 
: —_ 
The sale of the No. 2SUNca 
mac i mportant and I 
TY levy ' tier ; ‘ } 
i iAl " ‘ if) Oi i is ‘ 
wit! ictically no in t t 
‘ t rf ++ ; 


SUN TYPWRITER 
COMPANY 


317 Broadway, New York, N. Y. 














TO STATIONERS 


who handle Typewrit 


cSPITER SPE Cigy ers or Supplies we want 

at . to send a sample of our 
a 

72 WestOror"™ RRub-beRR Type 


eae vor" 


writer Cover For all 
Machines. Also for 
Adding Machines, Cash 
Registers, et< RRub- 
beRR stands for a 
that is best in a typewriter cover. Get our prices a 





discounts to the trade $3 They will please you 


TYPEWRITER SPECIALTY CO., Inc. 
72 West Broadway New York 
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Sun Typewriter Gets Prize 


A Gold Medal and Diploma Awarded 
at the Exposition of Labor and 
Industry, Rome, Italy. 


N EXPOSITION of Labor and ly equalled by his enthusiasm for the 


Industry was held at Rome, beautiful work that the Sun does, has 





Italy. from ()ctober to Decem- two omees in Rome Tor th S ile ot the 
ber, 1908. The Sun Typewriter Co., machine. One is at Via Della Merced 
through its local agent, Mr. Auguste 34, and the other at Via Cap Cast 

No Che accompanying will 
S a od idea of this « getic 
g ns principal offi 
~ he secone ly r t} i 
~ y l, } ] 
) nas been s Stul in 
. ¢ e oun ype \ Che 























ROME OFFICE, SUN TYPEWRITER CO. 


Salvadori, exhibited there, and at the 
close of the exhibition in January last, 
the awards were made. The Sun Type- 








AUGUSTE SALVADORI, MANAGER ROME 
OFFICE, SUN TYPEWRITER CO 
AND FAMILY 


‘ 
firs s the Grand Prize 
1 
the one warded t Sun 
Sta [ypewriter Ce ( 
T QOO4-1LOQ0OS 
-_T Sain Ty : estar ths | iz 
| ( ] ypewr! Cl § i 
Sa S energeti eX < 
; : - ioe Viet , 
Ve \ ml ita ( ~ 
larg i constantly ( Or Ss 
4 7 7 
| S adori, whose p ' 
} rT 
pl a tT ¢ Ong 
Peis rreé ess that has 
9° Zin . ~ | ~ i Ss 
q v e _ 
+. Tat his ettorts 


DEL 

— LAVORO 
The Typewriter. 
She bought machine that 


O a 


ciean 





tnat sh me Vit ¢ 
= I< ent 
She ' ‘| SV Tt al i 
riter was successful in securing the Phat I will be independent ! 
FO 1 me Land ¢ ploma, and these have I'll earn mv food. for I’m in t mood 
just arrived in this country. We here And mv arm is strong and hearty: 
wit! reproduce a fac simil yf the ‘Now s the tO)me foe al] rood mrn 
grand gold medal [To come to the audof theor part7!’” 
| Salvadori. whose activity is on- “f | OWLS Post Dispatch 











HANS STIELOW. 


Hans Stielow, of Teege & Stielow, 
Hamburg, Germany, sailed on _ the 
Kaiserin Auguste Victoria, of the 
Hamburg-American Line, from New 
York, on April 24th, after a visit of 
nine months’ duration in this country 
Mr. Stielow’s firm is one of the pro- 
gressive ones in Germany and repre- 
sents the Monarch typewriter in north- 
western Germany. Since taking the 
Monarch agency in 1905 they have 
been successful in placing a large num- 
ber of machines among their custom 
ers in that territory. Mr. Stielow was 
one of the pioneer introducers of vis- 
ible typewriters in Europe, having 
traveled all over that country in the in- 
terests of a visible typewriter some ten 
years ago. He is quite familiar with 
America and its products as he spent 
almost the entire year of 1904 in this 
country. Mrs. Stielow is a native of 
West Virginia, so Mr. Stielow has par- 
ticularly good reasons for feeling kind 
ly disposed toward America. Shortly 
before sailing Mr. Stielow paid a visit 
to the factory of the Monarch Type 
writer Company in Syracuse and was 
more than pleased with the splendid 
facilities shown him for making the 
— key takes such pride in repre 
senting in his native Germany. 





AUTHORSHIP OF CELEBRATED 
SENTENCE. 


When the New York Herald 
equipped its Brooklyn office with type- 
writers a few years ago the gentlemen 
of the staff began with great haste and 
incessant industry to practice at the 
machines. They wrote and rewrote 
again and again that old reliable war- 


cry: “Now is the time for all good 
men to come to the aid of the party” 

a fine sentence for high speeding, but 
not very useful for persons desiring to 
familiarize themselves with the whole 
keyboard. Moreover, it had the fault 
of breaking the end of the line, which 
was annoying. 

\ genius in the office invented, and 
the thereafter used this sentence 
‘The quick brown fox jumps over thi 
lazy dog.” This not only fitted snug 
ly into one line, but contained all of 
the letters of the alphabet with a very 
few repetitions. It is the pet sentenc« 
nowadays among learners and speedy 
operators, and it is exceedingly likely 
that not one out of ten thousand of 
the s ever heard of Arthur F. Cur 
tis, the inventor of the combination.” 
Hart S Weel 


All a come to those who wait, 
but you might save time by going out 
to meet grea 
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Put This Profit 


in Your Own Pocket 


We propose to advertise so that users of office furniture will be 
convinced of the superior merits of the B-M Quality line and will 


wish to buy it. 


We 








This will mean business — orders — profits for us and our agents. 
need more agents and, to get them, we offer liberal inducements. 

In localities where we have no agent, we sell our furniture direct to users 
(always, however, including in our price the agents’ profit —so that agents’ 
interests are fully protected at all times). 

We may need an agent for ‘‘ B-M Quality Office Furniture ’’ in your town 
right now. ‘Therefore, if you are in position to take our agency, you may soon 
begin realizing your share of profit on this line. 

To our agents we refer all inquiries coming from users of office furniture in 
their vicinity. 

Write to-day for our © Special Proposition to Agents.” 

We want “ pushers’’ —there is profit in our line for “‘ pushers ’’ — and, to 


PALIT. &°* ‘’ pushers,’’? we offer profit. ALT» 


How Our Furniture is Made 
Capinet? Capinet? 


‘“B-M Quality Office Furniture’’ is made from carefully selected and 
thoroughly seasoned straight grain lumber, put together with the best materials 
and fittings money can buy, and by the most experienced cabinet makers in the 
United States. 

This means superior quality — superior looks — and 
superior service for the user. 

All B-M drawers operate on frictionless disc rollers— 
which means they cannot stick. Sections are fastened 
together with “‘ The Tool-less Method ’’ and end panels 
are attached in the same way. This means an end 
panel can be attached in less than two minutes, without 
tools — and new sections can be added in less than five 
minutes, without tools. 

Get this whole story in our catalog. Write forit now. Ask 
for our ‘‘ Special Proposition to Agents.’” Use the coupon. 


We need youand believe you need us. Let’s get together. 
The way to do this is for you to write for our catalog and 
proposition at once. Address 


Browne-Morse Co. 


105 Hovey Street - - Muskegon, Michigan 

















CARBON PAPER AND RIBBON 


MACHINERY 


Hard Finish Carbon Machinery 


JOHN WALDRON COMPANY 





EADQUARTERS FOR 





Typewriter Ribbons, Evedssties Paper, 
Carbon Paper, for all uses. 
We manufacture the best line of TYPEWRITER 
SUPPLIES on the market. 


THE 8. T. SMITH COMPANY 
il Barclay St., New York City. Tel, 5922 Barclay. 


Please send for our Catalogue and samples of Mani- 
fold, Typewriter Linen and Carbon acer also 
Price Lists of same. DISCOUNTS TO THE TRADE 


15 years’ experience 


NEW BRUNSWICK, NEW JERSEY 
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oe ee cee 
998 999 


1000 __ 


ENVELOPES, STATE- 
MENTS, CARDS, ANY- 
THING, EVERYTHING 
CAN BE ADDRESSED 
TO A REGULAR LIST 
IN TWENTY MINUTES 


TR —_—_—_—_———— 
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Addressograph 


IT SAVES TIME, LABOR, MONEY 


























q A good tenogTa 
in 700 or 800 addr 
Addressograph ma 
€ 
¢ rt : Addressograph addresses 


look exactly like type 


writing, a: 


c 


ADDRESSOGRAPH 


COMPANY 


234 West Van Buren St., CHICAGO, ILL. 
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FIGURES ON BUSINESS 
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MODERN WRITING MACHINE IN THE AMERICAN DESERT. 





THE ARIZONA INDIANS 


THE L. C. SMITH MACHINE AMONG 
‘ S nts a 
\r i S¢ S g Neil ~ 
~ g < Smith \ 
Kings Ol e ma Che In 
steners A ler & ( ng 
> { ~ ‘ T v e 
Ss 1 tl ey g S sc } ~ 2 
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been given by American manufactur 
ers \ Russian civil engineer now 
lis untrv writes to the National As 
S rf Mar urers on the » sub 
ct he foll Ving words: “There 
is a tremendous field in Russia for 
Ame an ente! ses. The coloniz: 
tion of Siberia and Western Manchuria 
nd the general industrial developmen nt 
of the whole Russie Empire create an 
almost unlimited field for the sale of 
a great variety of gene ges goods 
which are made better and cheaper i 
the nited States than in any other 
country experience has shown me 
that 1e lines of tools, machine tools 
wood working machinery, contractors’ 
and builders’ supplies, railroad sup 
plies, et no other country can com 
pet price and quality with the 
lL 'nite States 
Che iffict es met by the An 
can trade in Russia are 
I ] ck ot k vle ge ol Russ Ss 
conditions and habits 
2 The Russia onsumers do not 
know English and are absolutely igno 
rant of the producing possibilities of 
the Americat stry Very seldom 
they are informed in time about som« 
ew device or machine, and almost ev 
é t he information about an im 
portat pro nt comes indirectly 
from | land a Germany 
3 The trade between America an 
Russia is in the m:; rity of cases mad 
indirectly. The big profits remain 
] ] ds of ( and English 
( lers who onet as intermediate 
factors 
4. Lack of ble salesmen wh 
co roduc \merican goods 
Russia \merican Industries 





SECURING RUSSIAN TRADE. 


Russia is one of those countries vast 
ssibilities as a market for Ameri 
s to thi loitation of whi 


THE “SECOR” IN ITALY. 


The well-known firm of Ing. G. Por 
li & Co., Via Dante 7, Milan, will 
selling f the Secor typ 

( Italy. This firm has been art 

T t t fact tvpew riter ma 
es and office supplies for the past 
elve s. Mr. Olivette, a membe: 


his company, first purchased a Wil 


AF " rier 
ns odel 1, 11 ew York in 1895 
that time, nearly 3,000 Williams 
| . } ° 14 r ‘ 7 90? 
es have be sold by this firm 
\f | + 1 + : 1 - 7 ¢ . 
iT ntrem 1 no Only a pra 
‘ } ” = ’ ** 
é ¢ t tne ea ne 
. ec nd interested 
é ter SeC 
=. , c a voung ” 
‘ 
\\ nste you, speet 
x 1: SI 7 
. CU ‘ ( replied T é 
t [There is no s thin “ 


pparently little personal attention has 
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Ribbon §S 


Some Features of the 


Gammeter 
Multigraph 


Automatic 


aN Real Typewriter Ribbon for Letter Work 


LEI 


THE AMERICAN 
. MULTIGRAPH SALES 
COMPANY 


1804 Case Ave., Cleveland, O. 


Composition and Distribution 


ve feature of the Gammeter Multigraph which 
greatly to its ease, simplicity, cleanliness and 
{ eratior is the automatic device by which the 
1 distribution of type is done without the 
be iby the fingers. Any office boy or gir! 


erate this device with entire satisfaction 


‘ writing in multiple quantities is wanted on 
ostal cards, etc., the printing drum is covered 
pewriter ribbon. The work turned out by this 
annot,in any way, be distinguished from the 
ilar high-grade typewriter, and every copy is 
printed origina 


Rpoet Inside Printing Drum 


bbon runs on spools inside the printing 
ration shows ribbon ‘“‘stored’’ while printing 
i with the direct ink attachment or while 
posed or distributed. When printing with 


of the ribbon spools is simply taken 
and replaced, which puts rib- 
ywwn by 1 receding i llustration. Ribbon 
lly while in use 


red, one 
1 the drum 


automatica 


Printing of Forms, etc. 


e printing not requiring typewriting, 
ipon the printing drum, produc- 
tyle of type and arrangement of rules. 
tros may be kept on hand and used from 
ar printing, the direct ink- 
is employed instead of 


€ piaced 


is needed For regulz 


tration 





US SEND YOU SAMPLES 


1a eter Multigraph, together with a 
iddressed to you personally 
name name of your firm, and the The 
We w nd descriptive book- American 


Multigraph 

Sales Company 

1804 Case Avenue 
Cleveland, Ohic 


Please send me ram 

ples of forms printed 

on the Maltigraph, also 

Multigraphed type- 

written letter and descrip 
catalogue. 


tive 


Name. 


Position 


Write address on the margin 








Interstate Distributing Co. | 


227 Masonic Temple, Peoria, Ill. 


Bonded Distributors 


exclusive distributors adver- 


tising matter samples, regardless 


locality covered 











“COMPLETUS” CABINETS have NO EQUAL 
D E A L E R Ss are finding it the BIG- 


EST SELLER on 
WRITE TODAY Shounen 





Just 
C=) Pull out 
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Comptograph Adding Machine 


Typewriter Demon- 
on our Stand 


strating Stand. 


IDEAL 
Tubular Stands 


complete the usefulness and convenience 
of such office appliances as adding ma- 
chines, typewriters, envelope seal- 
ers, stampers, tetter duplicators, 
coin counting, changing and as- 
sorting machines, taundry mark- 
ers, phonographs, dictation and 
transcribing machines, letter cop- 
lers and other office appliance 
machinery. They are compact, sanitary, 
stronger, lighter, more rigid, and in every 
Way superior to any other kind of stand 
for business office use 

9 They are made of cold-drawn, seam- 
less, stee] tubing, highly finished; trim- 
mings nickel plated and feet are equipped 
with easy revolving casters, that will not 
mar the floor, or with nickel plated ball 
feet, or rubber tips 

q The typewriting demonstrating stand 
shown, has a revolving table top, which 
can be locked in position so as not to re 
volve, permits demonstrator to show al! 
sides of machine without moving from 
one position. Every retailer of these de- 
vices should have them on his floor 

4 If you are interested in a stand that 
will increase the value of your product 
send us your specifications and we shall 
be pleased to submit sample with quota 
tions 

The cuts herewith show but 12 

of the many Styles we meke. 

49 Our stands are used by most of the 
principal adding machine manufacturers 
and manufacturers of other business office 
machinery Fourteen exh *s at the 
Business show displayed their devices on 
ur stands 

For further information ar 
catalogue write the 


Fowler - Manson - Sherman 


Cycle Mig. Co. 
Lake and Peoria Sts., Chicago, Ill. 
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Seely Office Appliance Company 


A Young Energetic Firm That Makes 
a Splendid Start. 


Ik THOD, determination, energy 

and capital are the four things 

that make for success in busi- 
ness in these days as in older times 
When allied with these one has some 
of the best office appliances to handle, 
there can be little doubt but that pro- 
gression along the high road of pros- 
perity will be the natural sequence 
[Last September the Seely Office \p- 
pliance Co. of 95 Liberty street, New 
York, made its initial bow to a public 


that never swerved an inch from its 
regular course to take notice. But the 
men at the back of the Seely Office 
\ppliance Co. knew how to make it 


bend its proud neck and make obetis- 
good honest coin of the re- 
The president of the company 


ance 1n 
public 





0. BRUSHABER. 


is Mr. H. M. 


Seely, and he chose as 


his sales manager Mr. ©. Brushaber, 
who has had 10 years’ experience in 
the office appliance business. He has 
the distinction of being one ot, if not, 
the first pioneer Oliver salesman in 
New York City and the oldest Edison 
phonograph man of the selling force 
in New York City Having met with 
i considerabl int of success in 
handling the Edison phonograph, it 
vas natural t he new fit vould 
\ to s ive cy - - f 

cialty Chis succes g 
- , 

~ ; I [ ( {7 ] 


nograph is proving in the hands of 
the Seely company a fine proposition, 
and both the Edison company and the 
Seely company are equally well 


pleased with the large sales that have 
resulted already 

The firm also purchased outright 
that extremely useful and almos 
the Phone Eze 


rormerly mad¢ 


dispensable device, 


phone Bracket. It was 

by the Fox Borden Manufacturing 
Company. but the Seely company 
issumed this end of the business as 
well, and are now the sole manufac 
turers and factors of the bracket The 
Phone Eze Bracket, as its name implies, 
takes your telephone off the desk 
away from papers, ink wells, etc., an 
assumes any position desired. Wher 


ever adopted it gives the greatest of 


satisfaction, and forms one of thi 


and cleanest side lines it is possible t 
mention. The sales of the _ bracket 
have been very large and the Seel\ 
company are now in a position to 


make terms with dealers for handling 
this telephone bracket, which should 
be interesting to any one 


One of the great reasons for the su 
this firm is the close work and 
thorough mastery of details shown by 
Mr. ©. Brushaber. He is a 


ter in the art of “follow up” systems, 


cess ¢ f 


past mas 


and has worked this with such success 

that he has in the short time since Sep 

tember built up a fine business 

the brightest possible future prospects 
The Seely company are al 


the agency for the Nationa 
lachine Co. 


take vel 


Addin 


and any 


or manufacturer who has a really good 
office appliance that needs a New 
York representation would d I] 
get 1 ommunication wit s firs 
A PULLING FOX.CIRCULAR. 
lox typewriter advertising is always 
of at ttractive character, strong 
text and arrangement and a recent 12) 
1S-ir circular issued by I 
Typewriter Company is no t 
to the rule. The circular is printed in 
several colors: a cut of a yo 
po ¢r toa Fox tvpewrit I 
vord he Stor s Ins 
; st 1 or |) ~ 
~ < a \\ 
‘ ) Nel, \ 
- C) 
1 Re | ( 
b> 
] 








SOME THINGS ABOUT SUCCESS- 
FUL SALESMANSHIP. 


lime was when the best salesman 
was the one who could tell the biggest 
lies, drink the most whiskey and show 
his customers the liveliest times. 

Today the best salesman is distin 
guished by the following attributes: 
Truth, trustworthiness, together with 
a fine knowledge of the goods he is 
selling. 

The man who sells goods must be 
prepared to hear from nearly every 
man that his price is too high. If the 
buyers would always tell the truth, 
then the salesman who sold the most 
goods would simply be the one who 
actually sold at the lowest price. 

Price does not mean anything 
Price is high or low only when quality 
is taken into consideration. The man 
who sells merchandise, or advertising, 
for instance, must be thoroughly ac 
quainted himself with the things h: 


sells. He must be reliable, he must 
give good measure, he must keep his 
word. 


We hear a good deal about the liv: 
wire, rapid-fire salesman, who goes out 
on his initial trip and comes back wit 
a bagful of orders. It must be re 
membered that ever and -always there 
is the law of compensation to take into 
salesman who 
bags a lot of orders on the first trip 
does not get so many the second time 


consideration. he 


He has colored his picture too highly 
on the first trip. He has made too 
many side promises, too many mis 


customer finds out 
and this smooth 
not as welcome 
second trip 


statements, and the 
he cannot be belie Ve d, 


article of a salesman 


in the buyer’s office the 
On the other hand, and in strict ac 
cordance with the law of compensa 
tion, the salesman who tells the truth, 
who moves quickly, who does what he 
agrees to and knows what he is talk 
ing about, who talks convincingly and 
attends strictly to business will event 
ually succeed. 
Wonder workers who start out 
a burst of speed and smash records in 
the m F sel will still be sales 
age, for you can't 


er workers chang‘ 


with 


’ 
atte OT selling 


men at fifty 


years 
go far Those wor 


trequently hey from house t 
‘ 
hous« They wor yecause thev ne 
the mm) Ney teD have cood time wit! 
i i \ ‘ iia a 4 {i i ‘ itil 
and as soon as ev get the mone 
they Cc e€ ( rood time nt 
tne pile S 11f ind tnet ore 
‘ ~ ~ ) } \A 
i ‘ F ( ) tO an 
1 + 
A es 1S Vo Ww I! 
th vy are rin the nact 
. oo pia i 
t cT<¢ 
ft T ‘ <<? so ~ 
ft a figure 1 
t ) ~ The Furnit 
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A Marvel of Mechanics, and yet the Simplest 
of All Mechanical Calculators — 


Lens Ore 
x ORV 








The Millionair 
Calculating Machin 


Figures Everything — Adds, Divides, 
Subtracts, Multiplies, Handles Frac- 
tions as easily as you can add 2 and 2 








Indispensable it é figuring is done. It is of unmatched 
utility, for with it y il rk possible calculation that can be made 
in Addition, Subtraction, Multiplication or Division 

Thi ide the need le business, including 

Actuarial Work in Life Insurance Companies 
Pro Rating in Railroad i Express Companies 


Cost Systems in Ma: turing Corporations 


Percentages, foreign exchange and interest accounts 
in Banks and Finar | Institutions 


Bill Extensions, :: fact all kinds of Simple 
" iad ae Pe 
and ‘ | | i ons 


In Use by Governments and the Greatest 
Business Institutions in the Universe 


ind so increasing the output of results 
teral my] t vr {f three days 1n one 


A bright office boy can accomplish more with it than 
two or three expert accountants can without it 


the f ting ne that requires but one turn of the crank 


1 gives you figures at once that you 
M nail tion in material and mechanism —it is 
Complete line of parts always on 

lied in case of emergency 


Our List of Users is Our Best Advertisement. Booklet Free on Request 


W.A. Morschhauser, Sole Agent, 1 Madison Ave., New York 
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The American Autogram 


Something New in 


Cash Registers 


) [° makes the cash reg a busine necessity in thousands of 
| tores, offices and sonal ng rooms—any place where money or 
ite equivalent received or paid out in places where the } 
registers heretofore made have not been practicable on 
their limited scope of protection and information 

















The American Autogram increases the field of cash registers a 
hundred fold, yet costs less than old style cash register While 
old style registers would only tell you if money was missing, The 
American Autogram wil! give a complete check on your busin 


Advantages of the American Autogram 
Over the Cash Register You Now Know. 


It tells the total and — amounts of ca 1 
sales, the clerk who made them and the articl 
It tells the totaland Po amounts of money 1 
on account or paid out, the clerk who handled these trat 
actions, the customer's name or for what the money 
paid out 
It doe iway with the old l 
hers pad 4 chex ks or ticket 
ften forgotten or lost from the 
The American Autogram [furni d 
one or more total counters, will tell you t 
stock number, the cost price, the brand, t 
re, the quantity sold—will simplify th: 
ventory—will give you an absolute che 
r business 
Quick, simple, reliabl Many 1 
‘ Lov price and iccomm i ting ter 
ee ee er 


RAD10.00 Ahk four nf 


= , , ’ 
No Matter What Your Business - 006 te eee 2 
Ask About the mange beset a CceggZ2 
You will be amazed to learn how an bea t 5.40 
dis. Write us of your b iness stationery and let | POD 0.50 ddim Eyjoss 


- Ifyou ar alrea ly using x - reg a vy ‘ te NS E 0.00 Gack Crshad Wy | er if 


whatit wi ost Give make e at tactory nu! A K A 3 _* 
} . } 32 rs 
_ ‘as A 20.00 G/ Ca  eSer 
y 1 wr nave investimate cast register ar 
found them unsuited to your needs are particularly teduced facsimile “of record furnished by. The American 
" . . . te “ acs eco 1 ishe« ry < 
irved to learn how THE AMI Rit AN AUTOGRAM Autogram. Think of tl al this system as ap 


Ww ive j y, time ar rr plied to your business 


‘The umesican Cash Register Co. 


Yale Ave., Broad and State Streets, Columbus, Ohio 














The DUDLEY Book Holder 


Patented. doult yles the Va lue ( your cle Sk \ na ing vet out of 
I ! I ke th it y 1 must e to 
“e ‘ ¢ I 1 
‘ , 

} ] te ] ; 1 

{ t ‘ 
1 of 

| 





Marion, Ohio, U. S. A. 
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UNIFORMS FOR TYPISTS? NO! 

The subject of proper dress for the 
business woman is agitating Londo 
The Association of Shorthand Writers 
and Typists held a solemn meeting at 
Chandos hall, in London, recently t 
discuss it. Miss Marion Hodge, who 
ably presided, put the matter succinct 
ly. ‘The difficulty was, she said, to hi 
on a dress suitable for the office yet 
sufficiently stylish if the wearer h 
social engagements afterward ‘| 
meeting jeered at the idea of a uniform 

“One doesn't always want to be s: 
verely simple,” said Miss O'Connor 
Hayes in a burst of oratory that car 
ried away the audience. ‘The typist’s 
life is monotonous anyway, and it 1s 
far worse if she must wear the sam 
dress day after day.” 

Enthusiastic applause greeted h 
vindication of the typist’s rig] 
as she wishes. Miss Ruth Young, wh 
followed, talked of the charm of violets 
aad hygienic advantages of whit 
blouse s with elbow sleeves. 

‘Color,” thoughtfully added Miss 
Young, who is honorary secretary of 
the association, “has an _ invaluab! 
womanly influence on your employer, 
and it raises your salary.” 

The association's groan, 


+ 


dict against uniforms seem 
P r #7] li . 
aroused a good deal of talk. [ron 


opinions put forward two 
sured facts emerge: That office 
forms for English typists and women 
clerks can never be established—and 
that they are already in existence. 

A city warehouseman employing 
large number of business girls tells 
with glee the experience of a compet 
tor of his. The head of the firm was 


practically out of the business, but 
liked to potter about the place, and 
established a sort of uniform of brow 
with white collars and cuffs, in whicl 
the girls looked so demure and sympa 
thetic that his son married one The 
marriage turned out well, but the ex 
periment was abandoned.—Oft 1) 
gest 


INCREASE IN BUNDY FORCE. 


G. Osgood Andrews, president « 
the \\ H., Bundy Recording _om 
pany, states that the company has just 
booked an order for 200 time-record 
ing machines to be furnishe th 
lames Butler Grocery Company 
Ne \ k Central for the « 
ot ipany'’s machi e s \ 
ba he W. H. Bundy R g 
( 1 ic nt S 
business is enlarging its 
~ . tory. Officers ‘ 
OTS St beet elect S vs 
Pres t (,. O)sao0o0 \ P 
pres W.H. Bundy; s 
reas Robert S. Moris irect 
‘rs. the above and Arthur 1 teen 
ind E. A. De Lima 








ANOTHER MEMBER OF THE 
ROYAL ONE MACHINE A 
DAY CLUB. 


B. F. Webb, whose picture appears 
below, is one of the early salesmen of 
the Royal Typewriter Company in 


New York City. His territory is in 
Wall street By his genial manner and 
persistency he has succeeded in earn 











B. F. WEBB. 


ing the “Button” as a machine a day 
man. Several of the successful sales- 
men of the Royal Typewriter Company 
owe their early training in selling 
Royals to Mr. Webb. He is desig- 
nated by his fellow salesmen in the 


Royal organization as “The Royal Old 
Guard.” 


THE SELLING PRICE ABROAD. 

Secretary of the Depart 
ment of Commerce and Labor, has 
asked Congress for an appropriation 
of $10,000 for the employment of spe 
cial agents to investigate the question 
as to what extent manufactured prod- 
ported to foreign countries are 


»trauss, 


ucts ex] 

sold at lower rates than in the Ameri- 
can markets. He has recently received 
an inquiry from the Senate on the sub 
his reply he says that he has 
no specific information at his 
mand, but is compelled to rely, as is the 


ject. In 


com 


public, general rumor. He then 
suggests the advisability of a specific 
inquiry through special agents, and to 
this end asks that appropriation of 
$40,000 in the legislative, executive and 
judicial appropriation bill for the inves- 
tigati f trade conditions abroad be 
increased to $0,000. with the under- 
standing that $10,000 of that amount 
be use 1aking inquiries concerning 
the f American products in for- 
ig es, as compared with high 
er prices for the same products at 
hom Law and Commerce. 
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Just a few iles are 1 
direction—WORLD and 17 
their own trade by rea 
handsome typewriting; be 
assured when our brand 
NOW IS THE TIME 


The INTERNATIONA 


241 Center Street 





IT PAY 


THERE’S BIG MONEY IN THE RIBBON 
AND CARBON BUSINESS IF 


YOU SELL THE 


WORLD »» TUXEDO 





“‘UXEDO brands soon buile 


ire used 


L© 


H. L. BOCK & CO., Western Agents, First National Bank Bu!iding, Chic2go, 
C. D. JOCELYN & CO., 41 So. 15th St., Philadelphia. 


o——™_ 



































eeded to start business in your 
up 

of their unsurpassed quality; 
vutiful uniform work is always 


START! WRITE TODAY 


| CARBON PAPER (0. 


NEW YORK, U.S.A. 


Distributing Agents for Pennsylvania. 




















‘Are You Interested in Maps ? 


WE MANUFACTURI AND INSTALI rH MAP 
AND TACK SYSTEM ay tem r 2 edt ‘ Y 
merel t Id t f ket g tra 
s se & \ t { 
WE M i | 4 I 
WE MA E } I 
4 CARRY 3 
I I 
I MO 1Al 
€ or t re 
é ar t 
PUI I 
\ of r 


Maps and Appliances for Maps Our Specialty 
Send for Catalogue and Wholesale Price List 


JOHN W. ILIFF & COMPAN 


225 East Washington Street 





= 
= 











TYPEWRITER OIL 


The world’s best lubricant for Typewriters, 
Adding Machines and all delicate machinery, 
Chemically pure, gumless and colorless. 

Write to-day for free sample and prices. 


MORTON MFG. CO. 
Leuisville, Ky., 
U.S.A. 
Export orders giv- 


en careful atten- 
tion. 














Pung 















TYPEWRITER 
ie 








(By Special Correspondence.) 


stated that he was pleased with the appearance 
+) 


the Monarch Typewriter 


territory are very promising 
. > > 


representative 


in the northern part of the territory 


of the Monarch’ 


recently gathering inspiration for the summer 
. . >. . 


liott-Fisher Company 
to Cleveland, Pittsburg. and Harrisbure 
* > * 


stenographers 
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perienced stenographers and recent graduates Manager Drake H. McDowell, manager 
from the various business colleges come to the of the New York branch office, was a guest of 
office to take the tests and file their applica- the organization and participated in the delib- 
tions The almost countless numbers of satis- erations of the The conference closed 
fied Smith Premier users is indicative of the with a banquet, was served in the baa- 
fact that the friendship of these operators has quet hall of the Boston City Clut The first 
been retained quarter of the year has brought most gratify- 
= & © ing results and it confidently expected that 
r. T. Malleson, manager of the Remington the business of the year will show unprecedent- 
lypewriter office in Albany, recently made a ed results 


sit to the home office in New York City. Mal- 


eson reports that business was never better in The Boston office of the Remington Type- 
the Albany territory, and that the end is not writer Company report another record-breaking 
yet, for it continues to get better every day month on the Wahl attachment; also another 

record-breaking month in total business If 


Andover, Mass. 
Burton Flagg has been appointed local agent 
of the Oliver Typewriter in this city, and the 


prospects for a good business are very flatter- 


Remington-Wahl 


you want to find a 
machine, just stroll int 
Remington office in Boston 

Buffalo, N. Y. 


lot of enthusiasts on the 
the 


ing 
Baltimore. Md. The Buffalo office of the Remington Type- 
P. V. Gilfillan, manager railroad department writer Company hitting up a very strong 
Elliott-Fisher Company, dropped into the Bal- pace. Last month Manager Davis reported new 
timore office for a chat on his way north record-breaking figures for total business, In 
ee ae . : cidentally, no less than three of the Remington 


DD E. Ruggles, district manager, Elliott-Fish- 
er Company, was in Baltimore looking over the 
d and booming things for the spring busi- 
-s 6 2 Remington with 


. > >. 
G. F. Watt, general manager Elliott-Fisher 
(‘ompany, was in Baltimore for a few days in 
April 


ners in this field 


Berlin, Germany. 
Messrs. Glogowski & Co., the selling agents ; 


f the Remington typewriter in Germany and os 
r y 1 - y all travelers will 


salesmen at Buffalo; 
Bacon and Spencer, 


attachment The 
the Wahl adding 


namely, Messrs. Ronayne, 
each closed up notable 
transactions involving the sale of the N« 11 


adding and subtracting 
Remington models and 





machine are certainly win- 


Burlington, Vt. 
Traveling Representative J H Faug 
the Oliver Typewriter Company is now covering 
is territory by automobile. He predicts tha 


vhf 


. 
f 
, 
t 


to it sooner or later 


\ustria-Hungary, report that on April lst they Calgary, Canada 
. ° 


opened three new offices in Germany These 

offices are located at Kaiserstrasse 32, Saar- A 
brucken; Wachtstrasse 9, Metz: and Bismarck- 
strasse 17, Gdrlitz With the addition of these 
three new offices, Messrs. Glogowski & Co. now 
have nearly forty offices in Germany and Aus- 
tria-Hungary and this organization like the 
Remington organizations in every country, is 
making new records in the sale of the Reming 


men, and at the 


manager of a 


through his own 


ever, was the record 
as Dygert temington 
Dygert is one of the 


typewriter office who can 
run his office, direct the work of all his sales- 
same time find time to sell 
twenty-odd typewriters in a single month 
efforts, is certainly some 
pumpkins” in the typewriter field. This, how- 
made last month by W 


manager at Calgary 


live ones and no mistake 


ton typewriter 
, Chicago. 
: Biddeford, Maine. , M. A. Seely, Elliott-Fisher Company’s special 
; H ,G Hutchinson who has been local agent ribbon and carbon paper representative, has 
for the Oliver for some years, is most optimisti been in Chicago for the last two or three weeks 
with reference to the business outlook in gen- assisting Mr. Langford spreading out for the 
eral and particularly the summer and fall type spring business in the supply line. 
writer business SS oe te 
Boston, Mass. O. O. Martin, chief of the engineering and ex 
\ conference of the New England sales or- perimental department of the E tt-Fisher 
ganization of the Oliver Typewriter Company Company, spent part of his vacation é 
was held on March 3lst The sessions were . - e 
held at the Boston City Club, and were pre- Another excellent month in the sale f the 
sided over by Manager Mann and Assistant Remington with attachment is reported 
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No More Blurred Letters 
No More “Smeary” Erasures 


INEXPENSIVE! SIMPLE! 


The OTTO-ROTARY 


t flex tes haft per fe 
, é the page 
‘ ’ + tur? 
1 \ 1s 1 
‘ whos touch « , 


OTTO TYPEWRITER WORKS, 


PRINCETON, IND. 


Dealers everywhere are finding the OTTO 


ROTARY eraser a good seller becat 
meets the requirements of the mode 
t M neat clean I 1 

mea nd blurs 


PRACTICAL ! 


it 








TYPEWRITER NEWS.—Continued. 


by the Remington Typewriter Company's 
in Chicago 
> . > 
4 number of important 
ing the sa of the Re 
tachment were closed 
> 


transactions involv 
igton with Wahl at 
i the month, 






Manager Thornton of the Remington Type 
writer Company reports another month of tre 
mendous business He says that there has not 


been a single month since the advent of the 


new models in which he could not have sold 
many more Remingtons had he been able to 
get them Every month the deliveries have 
been increasing, but every month the sales have 
also been ncreasing Consequently the de 
liveries have not yet caught up with the sales 
> > 7 
wland F. Gones, of the 


Assistant Manager R¢ 


= igo city office of the Oliver, is one of the 
earliest fortunate employes to be favored by the 
casei ruling of the company, whereby such em 
ployes as ve been local agents for at least 
three years nd subsequently in its direct serv 
ice for tw r more years, shall become entitled 
to the five year service gold medal Mr. Gones 
received is medal at t April meeting of the 
Red Ci 


Salesman Archie M. Gibson of the Oliver has 


now most mple recovered from the dan 
gerous na I ition which he recently under 
went ind s receiving the warm congratula 
tions of } iny friends 

> > * 


A deadly struggle for supremacy is at present 

i ! } force, be 

tween the Hold-ups captained by Dean Billy 
led by Nate 
al know what 
lionaire is with a hold-up man 


sales 





Miss Catherine G. Fullerton of the Oliver 


fifth anni 





supplies department, celebrated her 
versary ‘ h the compar on April 22d, when 
she was | ed with the five year service 
gold medal in t resence of the entire force 
and rece d their hearty congratulations. 
> . > 
I Oliver Red Circle had a festive time at 


meeting, when the Sevargo team tend 
ered a dinner to the Gogo team as the result 
i 


of bet on March business The Chicago Ad 
vert ng A ciation’s Club was the scene of 
t} fes 


Fay, the latest recruit on the Oli 





ver sales fore is been a winner from 
the tart He has proven conclusively that 
grit and zé is effort brine unqualified su 
cess 
. > > 
The O er show windows have been attract 
ng co! it att possibly more than 
isua wing t the exhibition therein of the 
br int eas Of Assistant Manager Gones 
oe 6 
( ] f the Remington-Sholes Compan; 
v Vas } ed in the nds of a receiver ir 
t! k { nt ( lit ¢ t January 
have sought the appointment of a receiver in 
aankrupt n the United States District Court 
Judge Landis yesterda stponed action on the 
petition until next Tuesday Charles B. Price 
ser tar} f the typew company, was made 
receiver in the Circuit Court. Charges are made 
tha t ivers I vas brought about for 
the rp f discriminating among creditor 
Judge Landis entered an order restraining the 
present fror lisposing of any of the 
: > > > 
Chicago office the L. C. Smith & 
B Typewriter Compar have just been re 
ar? K l re-dec Manager Edward 
s é pl ed with the work of his sales force 
in the ¢ igo field nd ks forward to a 
red S¢ t business 
- > > . ‘ 
j I I esman wit 
tl + t & Br pewriter Compar 
' een promoted to t position of salesr 
a I West > 
te 
f . > > 
\ 5 sold b is f 
d w i nstitut n i 1 
4 I nerewit 5 
a ned t t 
ty] 1 p 
f T j { Sr 
I ( 
. « =@ 
\ f tant to N. J 
A ig ff of t 
S r ‘ , 
S i a 
| rhe t 
« ‘ ff 
~~ & ‘ TY 
I M 
Ch the M 
! | dea 
Miss r 
newriter H 


office 
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‘A Leader tor Years and 


WwIrTre’s 


as a synonyr 


“COBWEB’’—— 


known the wor 


\ 


Branch Offices: 
Distributing Offices 


y 





Tit AGENCY 1S A BIG BUS 


A. P. LITTLE, Main Office and Factory, ROCHESTER, N. Y., U. S.A. 
New York, 
- en Chicago and the West: 
For London and the Continent: Wm 
: For Australia 


Oeics 





cette) A Leader To-day as Well” 


CARBON PAPERS 


quality are represented in the well-known brands 


“SATIN FINISH’ ————"""GOLD SEAL”’ 


er, Whi 


Liv TLE’ Ss “SATIN FINISH” 


ypewriters are used, always the same 

and “GOLD SEAL" RIBBONS 
f satisfactory service under all conditions. 

SINESS ASSET 


} std 


Pittsburgh, Cleveland, Washington, D.C. 
Rockwell-Barnes Co., Chicago. 
28 Basinchall St., London, E. C. 
Melbourne. 


the largest, finest and 
Typewriter Men, 


Philadelphia, 


Hoare & Co., 
Stott « Hoare, 426 Collins St., 
287 Broadway, Cor. Reade St., 


writer Supplies Dealers, 





‘ 
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A LITTLE ADDED 
TO THE TALE 


“Factory Grade” 


Typewriter Platens 


FOR THE TRADE ONLY 


[the only exclusive platen concern 


AMES & FILSTEAD 


(3 PLANTS) 
332 Dearborn St. 108-110 Duane St. 1649 Champa St. 


CHICAGO NEW YORK DENVER 


























some Check the Articles that You Use 


A R T HIST y [ and drop in the mail, but be sure to check 
a CORR 





- 
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~ 
o 





the articles that you use even if they are 
only leased or on trial 
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Adding Machine 
Typewriter 


Phonograph 





Autographic 
Register 


Bill-Lading 
Machine 


Card Cabinet (size) 
Telephone 


Dun or Brad- 
streets Book 





Special Machines 





**As Convenient as Your Favorite Pen’’ 


Smallest, Fastest, heapest My business is to locate your Adding 
Practical and Reliable Machines and Typewriters, your Tele- 


phones, Bill of Lading Machines, Auto- 
graphic Register Machines and Small Card 
Carries Automatically. Resets mechanically Index Cabinets, yous Dun and Brad streets 
Book, etc, where they will do the most 

Adds, Subtracts, Multiplies, Divides, Etc. good. Will you cut out this ‘‘ad’’ and send 
Time-Saving! Brain-Resting! it to me? That's all I want, but I want 


No Office Complete Without It vou to de it now. HENDRICKS. 


For particulars, agencies and discounts, address 
Adjustable Table Co. fe. "y. 


Computing Machine 


ARITHSTYLE COMPANY 
Leipeiger Str.112 Berlin, W. 8, Germany. 




















A Perfect Duplicating Machine for Only $3.00 


all other t is no gelatine 


» leis e mance as .f p to 64x10, $3.00 


ur ’ k ‘ ' er ’ ‘ Ox 12 $4.00 





Ti ~—National Suppletory Co., P=" "teayesizeton siret 
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Captair Liowland of the Norw 
pe ir nvention for the 
wir s ges in Vriting 
common typewriter at ne send 
signals i b inte epted 
stood ely gz stat 

as been tried successfu ove! 
Cincinnati, Ohio 

62 iti office of the 
Typewriter Co. is meeting with 1 
sur sa of the new 
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TYPEWRITER NEWS.—Continued. 

The visitor, however, 
him in his later efforts 
shipping department 


days at Easter time 
proved an inspiration to 
as he has been keeping the 
busy filling orders 

* > > 
Hartman, Oliver 
and many 
will be convalescent shortly 
upy her desk as usual. 

Davenport, la. 

Bedison, one of the 
and best typewriter salesmen 
merly salesman for the 
the L. C. Smith & Bros 
ind later a salesman for B. F 


stenographer, is 
friends sincerely 
and 


Miss Jessie 
on the sick list 
hope that she 
be able to occ 


ner 


fastest operators 
in the West, for- 
Kansas City office of 
Typewriter C ompany 
Swanson, L. C 


H. C 


Smith & Bros dealer in Nebraska and the 
western half of Iowa, has recently been ap- 
pointed sub-branch manager at Davenport, Ia. 
Mr. Bedison has made some remarkable sales 
records, and as a speed operator has few equals. 
He is an energetic man, a fine executive and 
will undoubtedly add still more to his laurels in 
his new position 
Denver, Colo. 

Last month was also a great month for the 
sale of the model 11 Remington with Wahl 
adding attachment in the Denver territory 
Messrs. Stanton, Taylor and Smith under the 
Denver office of the Remington Typewriter 
Company all had a notable business on the 
Wahl last mont! 

>. > > 

Of course we are breaking all records § in 
the history of the business,’’ says Mr. Ander- 
son, manager of the Remington typewriter office 
in Denver, ‘“‘but what of it; every Remington 
office in the country is doing the same thing, 
and certainly the Remington office in Denver 
can do no less.”’” Just the same, the Remington 
boys in Denver and the Colorado territory are 
tearing things wide open, as every typewriter 
man in that field can testify 

Des Moines, ta. 

J. D. Baylers, formerly with the L. C. Smith 

Company at Quincy, Ill is now traveling out 


Smith machine 
“Dennis” is 


selling the L. C 
Company. 


of Des Moines 


for the B. T. Swanson 


an old typewriter man and is already making 
headway in his new territory. 
> . > 
The Remington salesmen say that their only 
complaint is lack of No. 10's to fill orders. 
* > * 


The Royal Typewriter Co. have removed their 
office from the Manhattan building to the sec 
ond floor of 203 5th street 

om . * 

M. A. Webber, manager for the Royal, has 
resigned and taken part of the state of Okla- 
homa for the same company 

> > > 

H. C. Hardesty, formerly with the Under 

wood Co., has secured the agency for the ‘‘Dic- 


taphone. 


. . * 

W. M. Stewart, Jr., manager of the Oliver 
Typewriter Co. at Omaha, made a trip to Des 
Moines looking over the field 

J > . 

In order that the market be not closed 

against its products the Jewett Typewriter 


ill build a branch fac- 
The new Eng 


of Des Moines w 


Company 
ngland 


tory in Birmingham, E 
lish patent law requires that protection will not 
be given inventions not manufactured in Great 
Britain George A. Jewett recently returned 
from London, where he completed arrangements 
for the branch factory 

Detroit, Mich. 

4. S. Champion, managing sales agent of the 
Elliott-Fisher Company with headquarters 
here, has fully recovered from his recent illness 
and is out on the firing line again. 

ae 

R. B. Buswell, distr anager, Elliott-Fisher 
Company of Cleveland, was here for a day’s 
conference with Sales Agent Champion. 

> > 7 

E. J. Leahy has been appointed manager of 
the Monarch Typewr Company's office ir 
this city H took charge about the first of 
April and immediat ely et about gathering a 
force of first-class salesmen At the present 
time he has in his emp Messrs. T. B. Winter 
W. Marsh and J. H. Shannon, all of them ex 
perienced and capable men 

. > > 

They are telling a oke on 8S. B. Hall, the 
genial field epresentative of the Monarch 
Typewriter ¢ ipar \ spent several days 
in Detroit recently assisting Manager Leahy in 
organiz force It said that while here 
Mr. Hall s dan ar sement parlor and in 
dulged } self in f s' worth of exercise 
throw g seballs e dolls They say | 
did tw cig 1 tl next day wrote 
T r ~ I 1ssed t ‘ children ‘ The st 

far r soun l yet, for all that, i 
Dover, N. H. 

Edw Juimby igent of the Oliver 
typewrité reports ur ictivity in the type 
writer business ra ler Cummings of the 
Boston Office was in the city recently 

Duluth, Minn. 

I I ( Smith & Bros. Typewriter office 

has ‘ i to ger and more convenient 
West |} t St Manager Orr is 
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” SAPP IF’ [ITSaA 


AMERICAN Gr 
VIMPRESSION BOOK ge + 


» DON T WORRY! 


ZL COME’ BACH 






RIVAL 





: SPRY. ot RESTS 


The Rival American is the ji-o53 
¥/ only book that will withstand 





— 
MAT ae et ee 






ie’ f the treatments that Copy Books Receive Balled 






They are made 


in that particular work. 


Dropped on the Floor 


§ 


YEARS 

















NON-FILLING 


We claim our ribbons to excel 








1.—Most Intensely jet black 
records 
2.—Most brilliant colors through 


out. 
3.—Most durable 


4.—Non-Drying. Absolutely 
affected by cold, heat 
mospheric conditions 


or 


5.—Greatest copying strength 


6.—Strongest and best for Duy 
cate and Hektograph work 








Wide (up to 11 inc 


Write f 





They are known all over the world for their superior qualities. 

with flexible rubber water proof back. This 

makes them lie perfectly flat and prevents the back from 

coming away from the book 

We Stand Ready to Demonstrate that the Rival American 
Impression Book is superior to any other. 

copying books only in our bindery and have become expert 


We Have An Interesting Proposition For Dealers 


@ ROCKWELL-BARNES C0. 


800 Baldwin Building 


CHICAGO, 
ILL. 


CONTINUED PROSPERITY AND 
POPULARITY ! 


MERIT! 
U. S. RIBBONS, CARBON PAPERS 


NON-FADING 


OILS. ERASERS AND PENCILS 


ill other manufacture in the following detail:. 


those of 





Multi-Color Ribbons a Special Feature 
Large Contract Work and Manufacturing Imprint Goods 
for the Trade a Specialty 
Inked Ribbons for Adding Machines, Time Records, Etc. 


f ; 
r Prices, Gi ving Dimensions Wanted. 


U. S. Typewriter Ribbon Mfg. Co. 


Sansom and Eighth Sts., Philadelphia, Pa., U.S. A. 
Cable Add 













We manufacture 

























THAT MEANS 


QUALITY! 


NON-DRYING 








7.—Ink automatically distributes 
itself by capillary attraction, 
always presenting an evenly 
inked surface and ensuring 
uniform results. This feature 
also admits of goods being 
inked clean and yet giving 
good, clear, strong copies 
to the extreme endurance 
limit of fabric. 


8.—Tested and in constant use 
by United States and British 
Governments. 

















Ribbons made to order. 







ress—Mustr. 
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TYPEWRITER NEWS.—Continued. E. V. Warman 


man with a country 

rejoicing over the sale of a number of his ma office He reports 

chines to the loca! high school 
>. . > 


A. L 


sale Grocers typewriter They : 
e & @ the sales column of the Oliver 
The Christie Litho & Printing Co. have taken 
the selling agency for the Grady rebuilt line of Mr. Smith, machine 


typewriters the new lepartment being I Fisher Company's 
charge of Mr. Hersey They formerly handled i week filling ir 
the Fox visible t 7: hargé 
> > > 

W. M. Edmont & Co., one of the leading of M. H. Adams 
fice ippliance dealers of this city have taker vriter at Guthrie 
over the stock and business of the Columbia ta ty of Oklahon 
Phonograph Co.'s Duluth branc! and w 
handle in future in connection with t 
other lines Mr Edmont expects to maké« i J. Norman Hunt 
special feature of the Dictaphone rr business ger Hunter f 


machine 


Kreitter, formerly with J. S. Ray & Co 
has taken a position in the traffic and clain 
department of Stone Ordean Wells Co., Whole 
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territory with 


S. F. Ricker 
Emporia, Kan 


YIonarch 
Visible 


Ty pew riter 


very 





CHICAGO OFFICE, THE MONARCH TYPEWRITER COMPANY 


Remington 
out of the 
good 
visible 


leading 


for 


contrilt 
each mo 


Grand Rapids, Mich. 





sales four years old, he has a vocabulary that ind 
Duluth cates a 


coming ability for telling stories and 
his writing articles that will outdo his father’s 
reputation in that line Papa Hunter is a 
noted camera fiend ,and J. Norman likes t 
take pictures too, so the boy received a fine re- 


’ 
os of flecting camera marked, “From Papa as well 
on as a number of other presents from the host 
=e of friends which J. Norman makes wherever he 
goes. 
> « > 
et 


R. L. Hoffman is working the Harrisburg 





district Elliott-Fisher territory made vacant Dj 
the promotion of J. M. Hughes to the assistant 
sales agent t Atlanta 
> > . 
r I Company did a 
isi s f ur the increass 2 
A g I cent, and t 
M ss was grea 2 
; R 15 per 
nt rge ia g 
s A I ind crowded 
p up Ww iemands f 
> > > 
I is a £z ene! i 
issist itifying tt ompa g ds 
at tt f Springbr < Val N 1 
adam walks ve been laid and gras 
laid ou s tne employes 
pleasar n t factor ¥ iow 
. 7. > 
r I Fisher Club has g 
dq it was neces 
ijoining ding, which has 
pacity There 4 
twer g 1iry rooms, and 
is t | i in size s t 
sh ta it | 
> > > 
I maseba tea 
\ f 
re s t 
s p! sa 
The s . vas opened Sa da \ 
| amond wi H ] 
s Harrist g, was t 
S , < t he } + ) 
> > > 
i) | ff ext 
r s irned m 
at 
. > > 
( H H | tising i 
es 1 it ew i it 4 
whict ‘ i card eaded Sea 
whict s lows 
A s r ti fr t 
grandm neral s ands 
east ‘ s I g st H 
' sert 
is a - 
One M $ W s 
sting g 
> > > 
was for Tl \ S n’s s 
ew id ip ( s S St gra 
> > > 
Gen M £ G. F. Wa has | 
from s gz several f t ~ Ss g 
U1IN . eports ss z d WW I 
zing I pects fla yg 
Jackson, Miss. 
F. R Anderburg, Atlanta district ! rger 
vertising Man for the E tt-Fisher Company, was I 
her . nr in’ hy sin e iple 6 davs the latter [ , 
Alt April 




















Visible Writing. 


any price. 


Polded, for Carrying 











YOU CAN FOLD THIS ONE 





Put it in a suit case if you wish. 
Weighs six pounds instead of thirty. 
Costs $50 instead of $100. 


A Typewriter of regular standard 
size that folds to 5x7}x10 inches. 


: Is a Type bar machine with Standard Key-board. 
Is as perfect in its operation and mechanical construction as any typewriter at 


Traveling men are using it and like it 


Some territory open for exclusive agents. Write now. 


STANDARD FOLDING TYPEWRITER SALES CO. 


309 Broadway, NEW YORK. 


it is the only kind they do like. 





























TENS OR om 

















TYPEWRITER NEWS.—Continued. 
Johnstown, Pa. 

This town is another Remington Gibraltar 
Mr. W. E. Flinn, the energetic representative of 
the Remington Typewriter in Johnstown, has re 
cently completed a thorough typewriter cer 
sus of the city which shows a total of 290 Rem 
ingtons and 74 of all other makes. 

Mr. Flinn is certainly to be congratulated on 
this splendid showing, which also speaks well 
Remington. 

Joplin, Mo. 

W. A. Alexander, local agent for the Oliver 
'vpewriter at Joplin, Missouri, was a recent vis 
tor in Kansas City Mr. Alexander devotes his 
entire time to the sale of the Oliver and his 
success is phenomenal 

Kansas Cty, Mo. 

The Schooley Stationery Company, dealers for 
the Light Touch Monarch typewriter in this 
city, have recently taken on new territory and 
are branching out quite extensively. They have 
established several sub-offices in their outside 
territory at points in Kansas, Oklahoma and 
northern Texas, and are now engaging in a most 
aggressive campaign for new oustness. E. L 
Knott is manager of the typewriter department 
for the Schooley Stationery Company, and he 
has gathered about him a competent force of 


sales people 


for i¢ 


> > . 

The Southwestern Sales Organization of The 
Oliver Typewriter Company met for conference 
on April 10th. The sessions were held at the 
Coates House and presided over by Manager 
Hancock and Assistant Manager Barber. The 
conference closed with a banquet, and plates 
were laid for thirty-three A most enjoyable 
time was had, the Organization promising a new 


reco! r sales in the southwestern territory 
. > > 

R. Cc. Oliver is a new city salesman for The 
Oliver Typewriter Company in Kansas City, and 
if ré s anything in a name Mr. Oliver wil 
mak £ d 

. . . 

R. H. Saunders has been added to the 
sales f of The Oliver Typewriter Compan) 
and is doing a wonderful business considering 
his s xperience typewriter line 


London, England. 





The Monarch Typewriter Company of Londor 
hav St sed a ntract with the great dé 
partment store of Selfridge & Company, for tl 
exclus Light T h Monarch ty} 
writers i this establis ent This is Lond 
lates y " partment store, esta 
lished bj) in American and conducted upor 
American plar Cc. W Earle, manager of the 
London off f The Monarch Typewriter Cor 
pa é is arrival in England, has secured 
A r f large rders for Monarch typ 
writers, but he considers the Selfridge ac 
his Ss worthy a vement. 


Los Angeles, Cal. 

The Los Angeles office of The Smith Premier 

Typewriter Company was recently favored wit! 
it from John H. Barr, manager 


factory. Mr. Barr’s demonstration of the fine 
nts of the new No. 10 Smith Pre 
Jer was y instru and interesting 
He is taking full advantage of his opportunit 
to ef joor lif the orange groves of 
sun? S rn Ca being the guest of 
relatives ¥ permit Mr. Barr to “pick them 
ee he t é raw 
Louisville, Ky. 
4. J. Schwartz. for four years connected wit 
the Louisville branc!l f the Underwood Type 
writer -C is bookkeeper and salesman id fo 
t} ° tw years traveling auditor for tl 
sa me mpan' has resigned his latte positior 
n Mi: 
Lynn, Mass , 
: } tray ! representative of The 
Oliver Tynewriter C nat was in the city re 
j sed an arrangement 
t : the G. W. Lord Company represent 
: MY Lord 1s wen and fav 
ae s heen clos 
: = terests for 
Lyons, Kan. 
. & Ser gents  s ‘ 
‘ Li K e doing a 
< I 
ns wl »} } 
y LS 
Madison is 
oe 3 , Wisconsi 
7 A Milwaukee, lé 
: 9 +} senior las 
} er al law 
0 : +7 1 i rsitvy of V 
ee t was kee 
t Pf 7 neé 
Marshall, Mo 
p Pe agra nd McCov hat 
a lars . ment house it M 
c Missouri, and |! e taken the agenc} 
errit 
Memphis, Tenn. 
Rel t Typewriter Com; 
this place us been made general southert 
ba T} I 
ard . Ker f 
T gr is T 
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The Keystone Formulas 


{re a guarant igainst faded] typewriting and blurred 


rbo1 1 Ve never ange our :methods —never 















Remembet ; isto? idge the 
your ribbor nd ca n paper. You're absolutely safe 
ruaranteei! ! KEYSTONE and carbon 


+ ‘ . ’ + #sctr 
‘ >a Lidl 


rest of your stock 






ribbon 











‘and please. 





one of your mosf 
handling the wrong 
sell the 
ases in sales from the 






ne of mil ns al 1 paper Dealers who 










Keystone 


ia 





IF YOU ARE NOT HANDLING KEYSTONE BRANDS 
NOW LET US SEND YOU SAMPLES. 
TRY THEM AND COMPARE RESULTS 
WITH ANY OTHER LINE. 











Terms Oftered 
Dealers. 


FE. xceptional 


Io Responsible 


THE KEYSTONE CARBON PAPER 
MANUFACTURING COMPANY 


FRANKLIN, PA. 


New York. 







Home Office and Factory - - 
NEW YORK OFFICE. 26 Broadway 









7} 














J. E. THOMAS, President 
THE PIONEERS IN THE BUSINESS 
OF REBUILDING TYPEWRITERS 
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A. K. GOODRICH, Secretary 





Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


Cylinders Recovered 
All Makes 
50c. 


OLESALE 


TYPEWRITER INSPECTION CO. 
317 BROADWAY, NEW YORK. 


ESTABLISHED: ---1892. 











STERLING MACAZINE ERASERS 


are a German Silver Shell containing a thin flat 
Eraser which is fed forward as it becomes worn, 
it ie always sharp and clean, it will not cramp 
the fingers, can be used as a line finder on note 
book or manuscript, and has other desirable 
features. We have a proposition for Stationers 
and Dealers. jet us tel! you about it. 





CREAHAN MPG. COMPANY, Pittsburg, Pa. 











MERIT SELLS THIS ARTICLE 











Stays Just Where It’s Put 


THE DESK 
(TSLLF 









The Meilink is the only swinging stand witha 
ositive lox king le vice 
By a quarter turn of a i: 
stand is positively locked in any position 
It remains rigid. Can be used on eithe 
the desk. Affords the requisite amount of desk 
room for books, card boxes, etc Te ps, ename led 
steel, golden oak or mahogany finish. Size, 14x18 
inches. The rods and hinges are finished in nickel 
oxidize copper or black ename! 


Oxidize Copper Finish . . . $4.00 
Nickel-plated Finish . ... . 4,00 
Enameled, three coats, polished 3.50 


Meilink’s 
Swinging Desk 
Stand 


obviates the trouble dealers usually hav 


if 
arge thumb-screv 









n the loss o all par r atta Z 
k, and the diffi es ack r 
nk ; entirely la and 
a package 14x19 inches and 24 inches 
They are shipped in half-dozen lots crate 
lon eact pac kage tel t I re 
{ lealer has but to put a hea 
paper around the pac kage I tor i 
all the parts are complete in the packags 
Any one can erect the stand w ut diff 
by following the illustrated instruc n . a 
tache 
DEALERS We have a special line f safe 
are sold by the Best Office Supply Dealers at a 
t our complete catalogue 


good profit. Ce 


Meilink Manufacturing Co. 
Toledo, O., U. S. A. 


TYPEWRITER NEWS.—Continued. 





“ROYAL” OFFICE AT MINNEAPOLIS 


Louisiana and Arkansas in the interests of the 
Grady Rebuilt Typewriters 
Milwaukee, Wis. 
The Milwaukee office of the Mona Type 


writer Company is doing a very fine business 
April has been the banner month so far for the 
year 1909 A number of deals have beer losed 
for large numbers of typewriters, and Manage! 
Bothe ays that he has a number of other big 
deals ‘‘up his sleeve.’”’ 
*e e 
The Cream City Business College of Milwau 
kee has just placed a second order for five Mor 
arch typewriters. This is one of the most pro 
gressive and best equipped business schools ir 
the state of Wisconsin. 
>. > . 
The Monarch Typewriter Company of Mil 


waukee are distributing a large quantity of 
blotters bearing a fac simile testimonial letter 
by the Cream City gusiness College This 


school is now installing Monarchs d, that 
the machines are giving satisfaction is r 


clusively proved by the strong testimonial whi 
the college proprietors have issued to The Mor 
arch Typewriter Company 

- © 


Cc. L. Pfeifer, Wisconsin's Elliott-Fisher sale 


agent, spent a week on business in the rthe 
part of the state the latter part of y! 
> > . 
Milwaukee typewriter dealers are interested i 
the fact that the Badger State Business colleg:« 
of the city has increased its capital stock fror 


$100,000 
* * ® 


me of the new taxi-typewriters. the @ime-i: 


( 
the-slot machines for hotels and r publi 
places, was on exhibition recently in one of the 
Milwauke hotels, where it attracted consider 
able attentior Milwaukee dealers believe that 
the new machine will have a successf future 
It seems to be the opinion that fn these days 
when nearly every one who has u for typ 
writing i operate his own machir that t 
new ntion will prove to be mors nvenier 
to iblic than the publi ster ray I 
> > > 

Several agencies of the Monar Typewrite 
Con were established by A. Bot sales 
manag tl company, Milwauk luring hi 
recent trip in the northern wi sit 1 
1 } } 


ro! ountry Promising rar 
d at Hurley Wis Norwa Mic} 


were 
and at Iron Mountain, Mict and ind tions al 
that ellent business will |} 5 ired int 
ne tory. 
> > > 
I M 1ukee offic f M is j 
S¢ 1 the ontract for installing Z 
ber ichines at the Crea ( I Ss 
colleg of the enterprisi io rf 
Milwauke 
* ¢ 
“Business in Milwaukee 1 t 
is better than it has beer " e this 
year said A. Botl sales manager of the Mor 
ar It would not be saying t much if 
s | that ur } 
> 7 > 
‘ L. Sholes, a grandsor f C. Lat 
She the inventor of 1! i t Ww! 
recent died at Janesvill Wis ig 
39 5 Mr. Sholes was a brot Frank I 


Sholes, New York manager for t Monar 


Typewriter comp iG I St 











vrw" 





manager of the Baltimore branch, both of whom 
were in attendance at the funeral, held at 
Janesville Mr. Sholes is also survived by his 
wife and daughter, his mother and several 
brothers and sisters at Janesville. He was a 
former resident of Milwaukee. 

Minneapolis, Minn. 

The Minneapolis office of The Monarch Type- 
writer Company recently enjoyed a visit from 
President S. W. Crandall Mr. Crandall was 
very well impressed with the city of Minneapo- 
lis, this being his first visit here. He was also 
well pleased with the outlook for business in 
this section. 

« . * 

The Monarch Typewriter Company of Minne- 
apolis have recently made a number of addi- 
tions to the working force—salesmen, repairmen 
and stenographers. Additional help was made 
necessary by the increase of business. 

. > . 


J. A. Ingoldsby, after a few weeks’ absence, 
has returned to the Monarch selling force, and 
has come back to his old territory in Minne- 
apolis 

* > . 

Arthur C. Hanson is a new repairman at the 
Monarch office in Minneapolis. Mr. Hanson is 
also devoting a part of his time to work as a 
junior salesman. 

eee 

The Monarch Typewriter Company of Minne 
apolis has removed from its location in Temple 
Court Building to the ground floor store at No 
311 Second Avenue South. This new salesroom 
is nicely decorated and furnished, and Manager 
Cole announces that he expects now to be abl 
to take care of his rapidly increasing business 
without any delay. 

> 7 

Salesman N. R. Downham of the Oliver, has 
been tied up with a sprained ankle at Minot, 
N. D., for some time. However, on two crutches 
he has been picking up a few orders. 

> > a 


Henry T. Myers, assistant manager of the 
Oliver Typewriter Company at Minneapolis, has 
been spending a few days this month in South 
Dakota looking after the Oliver interests in that 
locality He reports a very promising future 

> > om 


H. G. Reynolds, former local agent of the 
Oliver at Grano, N. D., has entered the services 
of the Oliver as traveler out of the Minneapolis 
branch office 

Mobile, Ala. 

W A Ruff represents The Monarch Type- 
writer Company in this city He recently spent 
a week at the main office at New Orleans, 
familiarizing himself with the latest methods 
in the sales and repair departments. 

> > > 


Robert L. Douglas formerly shipping clerk 
of the Birmingham, Ala., office of the Remington 
Typewriter Company, has been transferred to 


Mobile as assistant to the manager of the Rem 
ington office in the latter city. Mr. Douglas 
has been in Mobile only a few weeks, but is 
already showing some indsome results for his 
work in that city 

Montreal, Can. 

M. D. Fletcher, who for some time past has 
been connected with the Montreal office of the 
Elliott-Fisher Limited, left May 1st to take a 
eg in the Elliott-Fisher factory at Harris 
ure 

Muskogee, Okla. 

S. A. Charles who, as a traveling typewriter 
repair man. is known from coast to coast, hav- 
ing been the only man, it is said, in that line 
who carried a full stock of parts for all ma- 


chines, has settled in Muskogee, where he has 
opened an office with a line of typewriters and 
supplies, and a thoroughly equipped shop for 
repairing Mr. Charles has the agency for the 
Fox Visible Machine ind is doing an excellent 
business He bids fair to become a leading fig 


ure in typewriters and supplies in Oklahoma 


and his mar friends wish him success 
Newark, N. ° 

Mr ludd Monare representative has r 
ently 7 1 as order from the Penns 
vania Railroad Compa n Jersey City for fif 
teen of t del No A Monarch typewriters 
Mr. Judd tates that has handled a great 
ma kinds of typew during the past fif 
teen years but that he never has handled 
seen a machine whi sell with the same 
east nd satisfaction as the Monarch. 

New Haven, Conn. 

If y vant to find ed in the wool er 
thu e subject of the Wahl Adding and 
Subtracting Attachment of the Remingtor 
Tynev ¢ ¢ ‘ t c « Fite} t 
manager I Typewriter brar 
in New H 

Mr I beli future of t 
whole t write ind iding machine business 
rests with the Remingeton-Wahl machine. and } 
is pr ing the faith that in him by the way ir 
wi he selling t ombined machine 


the New Haven territonm 
New Orleans, La. 


F. R. Anderburg, | tt-Fisher Atlanta Di 
trict M has ee ere the greater part 
of ’ ming Banke 

> > > 
I ins I Monar ry} 
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Every buyer has troubles 
of his own. Some he has 
to have, some he need not 
have, but has. In some 
lines of goods it is abso 
lutely impossible to guaran- 
tee uniformity and wearing 
quality (ask the buyer of 
patent leather) and it 1s a 
constant source of trouble 


Some typewriter carbon 
paper buyers have ‘“‘uni 
formity’’ troubles, but they 
needn’t. Carbon paper, as 
we make it, runs sufficiently 
uniform to satisfy the most 
particular users — year in, 
year out, it leaves the fac 
tory uniform and if properly 
kept will remain so until it 
lands in the 
basket. 


waste-paper 


Uniform, long wear and 
the right price, those are 
our selling points; yes! and 
another—we are loya! to 


the trade 


A. L. Foster, President 





Manifold Supplies Co. 


188-190 Third Ave., Brooklyn, N. Y. 


John Fred H. Heldberg, European Representative 
Zurich, Switzerland 
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M. S. Quality 210 


Blue Back Carbon is be- 
coming very popular. It 
has been confined to low 
priced goods. If Blue coat- 
ing tissue has some advan- 
tages in low priced goods 
it should have correspond- 
ing advantages when used 
with the best of inks. 


M. S. Quality 210 is a 
Blue back seven pound pa- 
per, vibrated finish, high 
glazed in the black and 
dull in the blue and purple. 


The best of materials 
make 210, not only the best 
Blue Back Carbon on the 
market but the very best 
standard weight carbon. 
Let the samples prove it. 


M. S. Carbon 
Papers 


“The Line That Can’t 
Be Matched” 


O. G. Ditmars, Vice-President 
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| TYPEWRITER NEWS.—Continued. 
| John M. Cooper, secretary and treasurer of 
e | Foote & Davies Company of Atlanta, Ga., the 
' exclusive dealers for the Monarch in Georgia, 
i Mm ex Florida, Alabama and southeastern Tennessee 
. > > 
—_—_—_—_—_—_—_ — _ . . . 
— The billboard advertising of the Remington 
Typewriter in this city is making a great show 
. } ing. The newspaper advertising is also making 
1s the only a great showing And _ incidentall Manager 
Caswell reports that the Remington business is 
breaking all records 
> > . 
AU | OMA IC Mr. Cooper was in New Orleans or isiness 
trip and called at the Monarch office to renew 
acquaintances with Manager Keplinger, and t 
pick up any little new ideas in the typewriter 
business that might be floating around 
> . * 

Sherard Brisbane is a new addition to the 
sales force of the Monarch Typewriter Company 
in New Orleans. Mr. Brisbane is an exceed- 
ingly rapid typist and a splendid demonstrator 
He knows how to show up the good points on 
the Monarch and gives promise to prove a most 
valuable addition to the Monarch forc An- 
other new salesman with the Monarch Company 

is Mr. L. T. Weymuth, formerly located at 
. ‘ Houston, Texas. He is an experienced and 
The envelopes are placed on oa og 
. . 
the feed rack in bunches, then the oe igh ite = 
G N Turner has been appointed special 
machine quickly handles them one traveling re presentative of The Monarch Type- 
writer Company at New Orleans ind is visit 
; . ; a ing some of the resident salesmer throughout 
by one, opening the flaps, moisten ae conuere 
; ; > , The New York Red Circle, the cal Olive 
ing the gum, closing them again organization, is preparing for an outing, to be 
and finally delivering them neatly Rees 2 the letter part of June. The eliects 
? - e e*¢ to make z nos enjoyandl 
stacked and all faced one way on + ee 
: - | Salesman J. Van Raalte of the | il Oliver 
the drying rack, to be removed in | semantmation, secstved Sie fv ' ° 
/ yadge on April i here are a rge num- 
quantities by the operator or al- ber of five-year “badgers in the New York of- 
’ p fice ind the number will be augumented ay 
lowed to run off the end into a | preciably during the current year 
P | . 
mail sack. One operator does the Rn a Eg Fg i 
was or iry duty in trooklyn |! t 
whole job and the machine runs . ee 
ot S W omay nave ¢ isl 
continuously. : Broadwa it is apparent that t N Y 
aging offices of the Oliver Typewriter | 
This 1s what we call an automatic machine. not erned it nt 
terest T ’ write ‘ re 
D h t k Simpiex Electric on ordet the exp g 
0 you happen to know any is name || Mewes aap 
of these firms ? Stand The Oliver forces in New York Ci 
to be numerically increased in the near future 
. District Superintendents Fredricks i | ott 
Marshal! Field & Co. (2) Office Appliance Co Baldwin Loco'tive Wks Calif. Fig Syrup Co have been handing cigars around wit 1 recl 
Montgomery Ward & Co Bank of Montreal! ohn Wanamaker Nat. Rep. and Dem less abandon and smiles bespeaking pride 
Pennsylvania R. R. Co Parker Pen Co ravellers Ins. Co Committees = 
U.S. Govt Depts., The Royal Tailors Chattanooga Brew'g Co U. P.R.R.Co The New York office of tl Remington Type- 
Washington (5) David C. Cook Pub. Cx Jos. Adler & Sons Ridgway & Co writer Company has just received the interest- 
City of New York (6) Larkin Co Southern Machinery American Letter C ing information that the great Britis ittleshiy 
Genera! Electric Co Nat’! Bank of Commerce The Prest-O-Lite Co. J. W. Kidd Co “Dreadnaught” has beer juipped with Reming 
Curtis Pub. Co South Bend Watch Co Marshall-Wells Hdw. Co Armand Frey & Co ton typewriters 
angocds, Inc Colgate & Co Illinois Seed Co (Berlin) * 9.2 
Bell Tel. Cos. of Chicago Phelps Pub. Co Henry Bosch & Co Rex Co. (Austria) The promotions for the month in t Reming- 
St. Louis and Denver Hartford Fire Ins. Co Nat. Life Ins. Co Mosler, Bowen & Co ton R f Honor again illustrate t ze 
Western Electric Co F W. Woolworth & Co System Co (Mexico) and the world-wide extent of the Remington 
Cluett, Peabody & Co Spiegel. May, Stern & Co Albert Dickinson Seed Post Office (Ottowa) organizatior 
R.G. Dunn & Co Iter’l| Textbook Co Company A. L. Zadig (Sweden) 7? 3 
Merganthaler Linotype Cosmo ylitan Magazine Cleveland Trust Co. E. J. Harrison, Those who have entered the 20 ! ! p in- 
Company N. Y. Edison Co Southern Pacific R. R Buenos Aryes) clude Mr. Cesare Verona of Turir for many 
Success Magazine Butterick Pub. Co Company Minard, Blachon & Co | years the representative of t ( I in 
And several hundred more. (France) Italy, and Mr. F. E. Chidester, the veteran man- 
age! f the Minenapolis office of t R stor 
. : . ° _— ° J | > Murpl of Postor has ¢ l 
The machine that can handle their mail satisfactorily should handle yours year group, and Messrs. F. S. Baker of Los An- 
. 7 . i geles, R. von Sothern of Berlin, and L. F. Wor- 
or your customer’s. Let us send you one for trial. den of Washington, have entered the 10-year 
z group Among those included t f ad- 
. . ditions t the 5-vear group re Mes Vv. I 
y . - . ‘ 
The S Beckert of New York, Carl Binder of Municl 
he Simplex Manufacturing Company Beckert of New York. Carl Binder of Municl 
90 West St., New York 315 Dearborn St., Chicago a a ig eae Ry - eB 
of ortlan< ore Gustav ioritz t wv ri 
Factory: Thompsonville, Conn. Gern W. A. Sager of New York, H. M 
Smit M hester, Engl 1 M 
Wend Rerlir 
* > > 
Among the notable school sales 
New York office of the Reming I ite 
, . : Company last month was the sal f 26 Reming 
e can save We develop and manufacture high ton typewriters to the Hebr ‘echnica 
ile mechanical specialties under , School a a 
contfa A J = wartz traveling 
4 ¢ ¢ loaroeat eX Underwood Typewriter Company, ! esigned 
ou some q We hav« he largest establishment his position with that compar iw take 
in the world for this purpose the school business in Louisville, K 
, F 1. i The friend wish him well in his new 
q We have an equipment tor hand- ** * 
money a sete 1 At the “Typewriter Accountant” examination 
q We can help you m ike more rut aft- typewriters there were over 28 ) "hay nite Ts 
‘ ’ tm the one took four davs to examine all of t m, ¢ ex- 
of the business by lessening the < - e amis ition taking 25 minutes. The paper writ 
ri nanufacture Pp M ten upon was 28 inches widé I results f 
egy senor ee Se ee 
q We are particularly interested | All of the applicants are naturally | gz hope- 
fully forward to an early appointm th the 











office apphances ufacturing Co. New Yorl ity ——— . 
That little wonder, the Junior T 


q Correspondence solicited 
Woonsocket, Rhode Island, U. S. A | having a large sale. The company is recei\ ine 











TYPEWRITER NEWS.—Continued. 


more orders than it can execute, and they still 
keep pouring in. There are thousands of people 
in this busy world who have never used a type- 
writer, and the Junior just answers their re- 
quirements. Some fine specimens of work have 
been sent ir 
> > > 
New ‘York. 

The wind not long ago played a prank on the 
Monarch Typewriter Company in New York 
bursting ir ts show window during a recent 

TI npanys management at once put 


gale. The cor 




















WHAT A GALE DID TO THE MONARCH 


WINDOW 

Ip t ompanying 

\ ‘ gs nor ti 

ft g M 

> 

I x i vy is da ine a 
ing New opportunities 
and is direction ar be 
ing i lemand for the E 
liott I idding devices, | 
80 2 K £ ight and 
da 

Miss R L. Fritz the Underwood Type 
writer C ! has ft ran extended trip t 
the ‘ ‘ oe ne eet oO ? S Ang ‘ 
whe x remain about two weeks, visit- 
ing a e schools in that section, and giving 
daily exhibitions at the Company's offices After 
covering the Los Angeles territory, Miss Fritz 


will zg t San Francis for two thre 
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THOROUGHBRED 
CARBON 


We are particularly anxious that every carbon 
paper dealer in the country should test our new 
‘‘Thoroughbred” 7 lb. carbon paper. Its write 
shares the wonderful intensity of our Intense Brand 
and the extreme sharpness, non-smutting features 
and durability of our popular Distinctive Brand. 











Being coated on blue stock the stencilling does 
not show, and as most carbons are discarded be- 
cause they look wornout instead of because they 
are worn out, this sheet has more durability on 
this account than if it were coated on white stock. 


For every-purpose carbon of the highest possi- 
ble grade it will compete successfully with any 
paper on the market. 


This carbon will be packed in wrappers of 
twenty-five sheets each in a particularly attractive 
box and sold under our brand name only. 


We feel that no dealer will regret the cost of 
the stamp necessary to secure liberal samples of 


this new product. 








Neidich Process Company 


BURLINGTON, N. J., U.S. A. 


Address Continental Inquiries to P. CASTELLI, General Agent, 
82 Boulevard Flandr‘n, Paris, France 
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Copier 


Recognized as the best Specialty 
Proposition ever offered the Dealer 

















NO WATER NO CARBON 


























It requires no water, it is always ready for 
use, it is entirely automatic in operation. 


THE COPIER THAT “MAKES GOOD” 


If you are a Specialty Man, 
looking for agencies of the 
RIGHT KIND, write us at 
at once for we are placing 
territory daily. If you area 
hustler, wide awake, alive, 


we can probably do business. 


The FRONES Company 


332 Broadway, New York 
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weeks, and will then visit Portland, Ore., Seat- 

tle, Wash., and Spokane offices, stopping on her 

way east at Denver, Col. 
> > > 

The L: C. Smith & Brothers’ No. 6, 18-inch 
wide carriage machine, has just arrived at the 
New York office, and H. J. Humphrey expects to 
land some large sales with it The carriage 
ulthough so long is very light running, and only 
requires a little tension. It writes a line of 185 
spaces Even when extended to its limit the 
carriage is very rigid Among the many other 
features of advantage which this machine pos- 
sesses are an inbuilt tabulator, a back spacer 
an interchangeable plate and removable roller 
The paper feed of this machine is exceptionally 
fine Of course the machine has the indispens- 
able two-color ribbon, and although the carriage 
is so much longer than the regular size the 
machine has still the same size frame and key 
board Altogether it is a splendid piece of 
mechanism, and should prove a valuable ad- 
junct to the increasing array of L. C. Smith 
machines 

_ > . 

H. C. King, manager of the Smith Premier 
Typewriter Company, reports that the New York 
office has just received a large shipment of the 
new Smith Premier Visible Billing machines, 
and they are putting them out as quickly as 
possible among a long list of waiting purchas- 
” os * . 

Cc. J. Halle of the C. J. Halle Sales Company 
has, we understand, given up the supply busi 
ness and has gone on a trip to Europe. 

* * > 


W. A. Dyer, vice president of the Smith Pre- 
mier Typewriter Company, was in New York 
April 30, and gave an address at the Eastman 
Business College on the occasion of presenting 
a medal to one of the pupils, who won it on the 
Smith Premier lomeentiner for accuracy in type 
writing. 


> . . 

The active demand for Yost new model visible 
typewriters still continues and the factory has 
not yet been able to catch up with the orders 

Oklahoma City, Okla. 

J. W. Densford, the popular representative of 
the L. C. Smith & Bros. Typewriter Company 
was recently quite severely burned about the 
face and neck as a result of the explosion of 
the gasoline tank of his automobile, in which he 
was about to deliver three machines he had just 
sold The burns forunately are not dangerous 

es | @ 


Two new salesmen were added to the force 
of the temington Typewriter Company in Okla- 
homa during the past month; namely J. A. Pike 
and A. E. Chapman Neither of them had ever 
sold typewriters before, yet both of them made 
splendid records in their first month of service 

* . > 


J. H. Brower, the hustling manager of the 
Remington Typewriter office in Oklahoma, is re 
joicing over more record-smashing during the 


past month The Remington office in Okla 
homa is selling over a hundred new Remington 
typewriters a month Such achievements in a 


country which only a few years ago belonged t 
the Indian illustrates the marvelous transfor 
mation of recent years. 

Omaha, Neb. 

B. F. Swanson Company, distributers of L. C. 
Smith & Bros.’ typewriters, have moved from 
1614 Farnam st., Omaha, to more commodious 
quarters at 415 South 15th street 

Osceola, Neb. 

W. O. Johnson, local agent for 
Oliver typewriter at Osceola, Nebraska, reports 
a good sale of machines during the month of 
April 


the sale of the 


Ottawa, Canada. 

J. D. Fletcher of Montreal has ist returned 
home from a ten days’ stay here in the interest 
of the Elliott-Fisher Company 

Ottawa, Kan. 





J. V. Mitchell, local agent for the Oliver type 
writer for the past five years at Ottawa, Kar 
sas, has been doing a wonderful business t 
first few months of this year He is in the 
poultry business and is a very busy man, but 
claims that he is never too busy to go out after 
a prospective typewriter deal 

> > > 

The Royal Typewriter Company ive enters 
into possession of their new offices They are 
not yet quite complete so far as equipment is 
concerned but everything is getting 
into shape When complete ffi 
in every way desirable and convenient The 
salesmen's desks will be in front on the ground 
floor Adjoining these will be the display and 
demonstration rooms and business offices Be 
yond these will be the executive department 
The shipping and storage rooms are in the base 
ment, and the employment and the auditing de 
partments will be on the second floor Mar 
ager Camps has a fine office nt and 
accessibl« He reports business f the mont! 
as very good 

> > . 

Several new firms, including well known type 
writer companies, have joined the McCormack 
Service Systems Co The number f subscrib 


ers are now so many that three additional ns 
I een added to the floor space Mr. Ma 
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TYPEWRITER NEWS.—Continued. 


Cor ick has certainly een working hard, and 
the ncerease shows the results of his labors 
Ottumwa, lia. 
S. G. Haile, formerly with the Lincoln Type 


writer Exchange Lincoln Nebraska, Olives 
igents, has entered the service of the Oliver 
as tr eling 1lesman n the Ottumwa, lowa 


Philadelphia, Pa. 
D. E. Ruggles, District Sales Manager for t)! 


Flliott-Fisher Company) ere, has just returned 
from a tw weeks’ vacatior having visited his 
id home in Cincinnat ind also friends in In 
dianay s 
> > > 

R. B. Jone who for nearly fifteen years was 
onnected as a salesman with the Philadelphia 
offic f ti Smith Premier Typewriter Com 
par ind who resigned in 1905, has now re 
turned to the Smith Premier Typewriter Com 
pany’s Philadelp} office as salesman. In 190 
Mr. Jones a¢ ecepted the management of the L. ¢ 
Smith & B fice at Philadelphia He was 
later promoted to the position of assistant sec 
retary of the L. C. Smith & Bros. Company at 
Syracuse fron which position he resigned t 
again associate himself with the Philadelphia 
office of the Smit Premier Company 

Pittsburg, Pa. 

H. P. W in, former of the Albany office 

of tl Elliott-Fisher Co irrived here May list 
take charge of the Pittsburg sales agency 
office le Ct pany 
Portland, Me 

Will Dunban who is connected with C. O 
Barrows C igents of the Oliver typewrite1 
has been for some weeks, but is now con 


> > + 

Manager Fred E. Mann of the Boston office of 
the Oliver Typewriter Company. was recently a 
visitor at the agency of C. O. Barrows. 

Portiand, Ore. 

The Portland office of the Remington Typs 
writer Company is receiving congratulations on 
the remarkably fine display which recently ap 
peared in their windows and which attracted 
great attention from the public. This window 
display included a number of features appro 
priate to the Remington business. The central 
feature, however, and the one which attracted 
the greatest attention, was a sectional model 
showing the the operation of the Remington 
typewriter type bar mechanism operated by 
electricity, to which was attached one of the 
totalizers of the Wahl adding attachment whic! 
recorded every stroke of the bar. 

These exhibitions of sectional models have 


been conspicuous features recently at many 
Remington offices, but the addition of the Wa 

totalizer is an idea which is original with the 
Remington office in Portland, and for whicl 


Cc. B. Waters of that office should receive the 
credit 
Prescott, Ariz. 

E. B. Moden, formerly local agent for the 
Smith Premier and city clerk of the city of 
Prescott, Arizona, died suddenly from a rup 
tured blood vessel. Mr. Moden was an old time 
resident of Arizona and was prominent in pub 
lic affairs, also was an active member of a num- 
ber of fraternal organizations 

Cc. # der of Prescott has been appointed 
agent for the Smith Premier Typewriter Com 
pany in Mr. Moden’s stead 

Providence, R. I. 

The Eastern Commercial Teachers’ Associa 
tion held their convention here April 7th to 10t! 
ind the Underwood Typewriter Company, Rem 
ington Typewriter Company, Smith Premier 
Company, and Monarch Company demonstrated 
at the headquarters of the association The 
shorthand and typewriting contest was watched 
with great interest by friends of the contestants 
and the typewriter companies Miss Fritz car 





ried away the World Championship Cup and 
Miss Linker the Amateur Championship Cup 
> > >. 

David Rees, who recently connected himself 
with the Underwood Company, is reported to 
have made a fine record in his new position 

~ . > 

I Underwood Company was well represent 
ed at the teachers’ convention by the following 
from New York Cc. V. Oden of the School De 
partment, George Meinecke of the Commercial 
Tea ‘ Emplovment Department, George 
Cr New York City Manager; Mr. Flagler of 
the I neg Machine Department: Miss Rose 
Fritz. M Wilsor Messrs. Blaisdell, Trefger 
ind ¢ f 

xe @ 

M Sar rn demonstrated his ideal stand at 
the te onventior ind reports receiving 
Sé lers 

™ . . > > 

Miss ( ldo if the Employment Department 
at ft R tor iffice of ft T iderwood 1 sorb il 
spent s¢ days att teachers’ convention. 

> > > 
wood Typewriter Company report 
els . ne Mas ‘ Department as having 
broker records in March, and April was I 
hattar 
* *¢ * 
Har H es, the Remington manager, wa 


n . » ote wing made by t 
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TYPEWRITERS TO DEALERS or” 


ALL 





in The Rough to Suit Every Dealer. 


OF 
FIRST-CLASS 


MACHINES 


MAKES 





Orders Promptly Filled. Write To-day. 


B. D. UNDERWOOD TYPEWRITER EXCHANGE 


S2 LaSalle Street 


Chicago, ill., VU. B.A. 














DEALERS, NOTE! 


STATIONERS 
and 
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APPLIANGE 
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$2,500--$10,000 According to Ability 


THE ONLY PROFESSION IN WHICH THE 
DEMAND EXCEEDS THE SUPPLY 


COST ACCOUNTIZG (3 27m for she Meet 


us into teachable form by mail, affording a new 
and highly paid calling for Bookkeeping and Ac- 
countants of every grade. Our Course represents 
the practical experience of 40 years of one of the 
ablest Cost Accountants and Systematizers in the 

world. Youcan take it in spare hours without 
interfering with present occupation or loss of 
income. 


CERTIFIED PUBLIC ACCOUNTANCY 


Is recognized now everywhere as a profession 
same as Medicine and Law. We teach you in 
your spare hours to pass C. P. A. Examination 
fitting you for practice anywhere. Our course of 
Mail Instruction was prepared and is taught 
ractically by Certified Pp ublic ne ig and 
ose: of highest standing in New York 


Cost Accounting, Theory of Accounts, 
Practical Accounting, Auditing, Com- 
mercial Law, also Bookkeeping and 
Business Practice. 


You cannot fail in either Course, being aided by 
instructive individual suggestion and criticism. 
We guarantee their practicability. Write for 
Booklet 13. 


Universal Business Institute, Inc. Dept. 13 
27-29 East 22d St., NEW YORK 




















CHAS. 
ARCHBALD, 





AMERICAN FACTORY; 


Pen-Carbon Manifold Co. Standard Supply Company 


NEW BRUNSWICK, N, J. 


Originators of GENUINE PEN CARBONS 
President Makers of Duplicators, Stencils and Inks. 


“Smirchless” 
—toi-suut——P encil Carbons 


iregz are combinedin our Pencil Carbons. They 





after but are only foundin our “‘Smirchless”’ 


Free Samples on application, 
MADE ONLY BY 
CANADIAN FACTORY: 


MONTREAL, CAN. 
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Remington in the speed 
business as being very good. 
> . . 


in New 
med for 


Manager Knopp spent several days 
York on business and returned well p 
bringing down some large game. 

> > > 


Mr Sellick 
ness has been 
to Providence 


of the Smith Company says busi 

fine with him since he returned 
> > > 

Snellgrove ef the Smith 


busy attending the teacher 
their regular 


Manager 
Company was very 
convention and also looking after 
business, 

& 6.4 

Mr. Brown of the Remington Company " 
signed his position as salesman to go into othe 
lines 

> > > 

Mr. Woods, the new country salesman f 
Remington. Company, is covering his territ 
carefully and says prospects are very good 

. . > 


Thompson & Thompson will hold a bus 
show on a small scale in Providence short! 
exhibit modern office appliances 

> . > 


who recently joined the Und 
made his competitors sit 
way he is taking order 


Harry Lea 
wood forc« has 
and take notice—by the 
away from them 

> > > 
Boston office of the Remingtor 
several days at the teacher 


Kellogg of the 
Company spent 
convention 
Richmond, Va. 

Sales Agent J. M. Mo 

office was in Norfolk during 
month and visited the con 
Harrisburg the end of 


Elliott-Fisher 
the Richmond, Va 
the middle of the 
pany'’s home office at 
month. 

Rochester, N. Y. 
Specialty Salesmen of Rox 


The Office este 
Elliott-Fisher Company's office Sat 


met in the 


urday noon at 12 m at which time the Of 
fice Necessity Salesmen's Club” was f 

The following officers were elected Pre ler 
W E. Phillips, local manage: Flliott-Fis 


Co vice president, 8S. C. Wilson, local manager 


faker-Vawter Co.; treasure! - on wee 
manager of office supply department of Scrar 
ton-Wetmore Co secretary G \ Co} 


Wetmore Co idvert 
local manage! Ar 


salesman Scranton 
manager, F. J. Lync! 
Multigraph Sales C 


After the election of } 


officers members 
club adjcurned to the Powers Hots w re 
luncheon was served Mr. Phillips made a rt 
speech on Good Fellowship Mr Wetn ry” 


The Necessity of Office Specialty Men Oreani: 
ing and Mr Lynch gave a very interesting 
talk yn ‘Advertising rhe members 


ri f 
club have arranged to meet every Saturday af 
ternoon at the Powers Hotel where a in or 
will be served At that time various top vil 
be discussed. Suitable emblems will be f I ed 
to each member All salesman who sé offic 


appliances or supplies are e! 
ship Several committees have beer pm 
to look after various details, and great thing 
are promised by the officers of the club 
Sait Lake City. 
Just as an example of the pace 
Remington Typewriter Company is 


contest He reports 
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fact 
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service 
changed 
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\ new 
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of the 


territory at 
that 
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them closed over fifty 
Remington 


present, we 
two Remingtor 
G. Hodge 


of new 
month 


San Francisco, Cal. 


liott-Fisher 
machine 
city of 
the earthquake 
the earthquake did 
above-mentioned ; 
continued t 
until a few wher 
for a later model 


salesman ko G 
San Fri 


Exchange. 


Wi 


Miss R 
write! 


Mor 
mont 


operator 
a tour of the 


to ma ke 


the | 
Visit 


ittle 
Miss 


nderwood 


& Isenbi 
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Los 


an¢ 


derwood 


Miss 
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lite per 


se Fritz, the world al 
using the Underwoo« 


Pacific Coast 


Angeles, 
Spokane 
Marie 


Phebe 


employm 


T 


local 


Fran 
and fire 


San 


and 
days ago, 
machine 
> > > 
Cowles 
incisco store of 

* * « 


ick, San Fran 


arch typewriter, have bee 
and sa 
ceptibly 


y that the outlook 


. . > 


ypewriter Compar 
San 
and 
who has chargé 
ent department ir 





might 
Saiesmen in 
and F 


transactions in 


sales agem 
from one of 


Francisco, Port 
will be accompanied by 


men- 
C. Rickert 
tvr 


ypewriters 


y recently 


the depart 
isco that 


you 


was 


to t 
t 





I 1dd 
i write 
igents [0 
very is 
brig ‘ 
p p 
] iS ibou 

ffices o 


SCO Fritz will spend som: ie ea 

f the branches, giving demonst: j f the 

venent Of various schools and business men 

r. J. Browne, Pacific Coast sales n ger, is in 

ree f the arrangements ind w ipervise 
tr r the oast 
7 > > 
The San Francisco bran f lerwo¢ 
rypewriter Company eport ‘ g bus 
’ e ’ pening 
> > > 
e Re it Typewriter Compa S 
ve } S 1 present and as I ver 
N n in t epair department 
* ¢ «6 
M Hayte ide man for t ( ( 
inn ¢ par Ss now in Portlar ( l 

WW make i visit imong the n r ies 
M bHornemann states that isine 

é how more willingness t ilk ewrite1 

w than last month, and there is e bus 
ness in signt t in at any time nce ~ 

> > > 
(‘oast Sales Manager Lyr 
s i nth if it Keeps ip as Fg \ 

e the est he has ad yet id 
delivered ibout as man ma i ist 
mont! The business in Los Ange i beer 
growing ipidly, and the ompan irgzec 

e store there, making it one ft st t ‘ 
vrite salesrooms in Southern Ca Fra 
Hat , i well known typew ter 1 ur gone 
ve o tl Royal, and is now ‘ mar 
i e Los Angeles branc! G ire 

ming in from the Fresno brar 

I i fine business is expected 
j ne summet 


KF W 
gency 


in 


\ 


1ugnay;4 
San 


Ww oO as eld 


Francisco for severa 
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pointed sales manager f ¢ = 
Scr branch office He 

rs from Market street 1 g 
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in St Paul w business is these 
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is namely that he cannot get 
£ t f is orders 


Sterling, Ill. 
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mington office 


yuntry territory 


days and see 
only 
machines fast 


has 


one 


R. D. Aldrich, the office outfitter, has added a 
new department to his business and is now the 
head of the Aldrich Typewriter Company 

Syracuse, wm. Vs 

Ss W ( idall, president of the Monar< 
Syscuriter Comnens said when he was in Syra 
cuse April 2d, that p ysperity had returned and 
that the typewriter trade never was as good as 


at the present time 


regular monthly meeting of the managers 


and superintendents of 


different typewrite: 


factories of the Union Typewriter Co., was held 
at the Smith Premier works during the wee} 
of \pI t} 

Cc. W. Seamans, of the Union Typewriter Co 
was aller at the Smit Premier works Apri 


UNDERWOOD TYPEWRITER 








COMPANY'S 
OFFICE AT WASHINGTON, D. C. 


Mr St 
( en)}« ng 
S f ti Mon ur 
S selling the M 
i! is resig? 
né ed th ft 
. 
\ ter factories it I 
di during \ 
ng 
Se the Re 
. r W I n was r 
ng ti Lin t type 
! 1 shipped 1 
nz April 3d 
= | rY r ew 
er | annual ball it 
\ It was ad 
S ft r ere I 
1 J. Henne 








OFFICE APPLIANCES 


79 





IMPORTANT! 


highly important that YOU, Mr. 
Dealer, should handle a line of ribbons 
and carbons, that will give absolute satis- 
faction to your trade. Business men de- 


mand a standard of typewrit- 
ing and carbon copies, now, 

only attainable by the 
] use of a high grade 


Our — 


line, such 

: as the 
writer rib- 

bons and carbon N 





papers meet every 
requirement of the particular 
trade; have been tested by 
years of experience and hard service. We 
guarantee every ribbon for coloring, clear 
impressions, strength of texture. Our car- 
bon papers give the results demanded by 
the big concerns—neat copies, which don’t 
rub off, and free from streaky lines and 
blurs—a chemical secret ensures their 
durability for all time. Our 


SUMMIT, APEX and CYCLO 


brands are unsurpassed as tradewinners. 





We want vou to tn sample order of Union 
goods. Put them in competition with any .ine 
you are row han Note results. You'll be 


with us permanently after that. 
YES, THE PRICES ARE RIGHT, TOO; 
WRITE TO US; WE’LL CON- 
VINCE YOU. 


Union Ribbon & Carbon Co. 


9th and Thompson Streets 
PHILADELPHIA, PA. 


Chicago Office: 
324 DEARBORN STREET 





































Ribbon with Color Strength 


_ 
IT TAKES A LONG TIME TO 


POUND THE COLOR 


OUT OF A 
« 


















Self- Renewing Ribbon 


Because it renews its 
strength of color and 
restores its brilliancy 
over night. 

A ribbon that appeals 
to every typewriter 
user on account of 
the clean beautiful 
work that it continues 
to do, without losing 
its strength of color 


A Dealer Wanted 
in every city where we 
are not represented for 


Backs Ribbons andcarbon Papers 


Write af once jor further particulars 


THE BUCKEYE 
RIBBON AND CARBON CO. 


MANUFACTURERS 
326-328 Frankfort Ave. 


CLEVELAND, OHIO, VU. S.A. 
Saies Department, Auburn, N. Y. 








NUMBERING MACHINES 

AND DATING STAMPS 

——— Of Every Description—— 
ACCURATE— RELIABLE— DURABLE— EFFICIENT 


TWO LEADERS 


Sold by The Stationery and Hand Stamp Dealers 


NUMBERER $3.00 


6 WHEELS 


12345 


AUTOMATIC 
CONE CUTIVE ---DUPLICATING 
AND REPEAT 


DIAL ETTING 
ENGRAVED WHEEL 
ELF INKING 


NO SOFT 
METAL OR RUBBER 
IN ITS CONSTRUCTION 


THE “UTILITY” 
DATE R 92.900 
AUTOMATIC 
NOV 26 1908 
STYLE 
GOOD FOR 7 YEARS 
SELF-INKING 
PRINTS CLEARLY AND LEGIBLY 
N@ RUBBER 


WM. A. FORCE & CO., inc. 
$9 Beekman St., New York and a | 
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secretary, Joseph Shy; treasurer, John Lynk. 
The reception committee was in charge of em- 
ployes from the L. C. Smith Typewriter Com- 
pany and the Monarch Typewriter Works. 

. > . 

S. B. Hall, special representative of the Mon- 
arch, returned to Syracuse during the first week 
in April after a very successful trip in the 
West. 

o > . 


To those who are contemplating a trip East 
this summer, it will be well for them to remem- 
ber that through the efforts of the Syracuse 
Chamber of Commerce stop-over privileges have 
been granted on through tickets on the New 
York Central. Railroad. This will no doubt give 
any typewriter men an opportunity to visit the 
typewriter factory they represent 


Toronto, Ont. 

The Elliott-Fisher Co., of Toronto, who have 
transferred their office from 129 Bay street to a 
suite in the Stair building at 123 Bay street, are 
now settled down in their new quarters. 

> . > 

The lead of the Elliott-Fisher Company in 
leaving what had been the office specialty dis- 
trict of Toronto for many years and establish- 
ing themselves on Bay street, seems to be cre- 
ating a new office specialty district in that city. 
Already including the Remington Company and 
Burroughs Adding Machine Company, three oth- 
er office specialty companies have located them- 
selves on Bay street and others are negotiating 
for premises there. 

. . 

W. M. Marsh, Elliott-Fisher Canadian district 
manager, spent a week in the early part of the 
month in the branch office in Toronto. The sun 
of prosperity seems to be shining very brightly 
at 123 Bay street. 

. > . 

‘W. W. Dunlop and R. W. Shannon are recent 
additions to the Monarch selling force in To- 
ronto. 

Tulsa, Okla. 

Dalton Lain & Co. have secured the agency 
for the Fox typewriter and are doing well. Mr. 
Lain is a practical man and gets the orders. 
The company also handles a full line of supplies. 

Vinita, Okla. 

Sam Frazee, local representative of the Oliver 
typewriter in Vinita, Oklahoma, is a cyclone 
when it comes to getting orders in his territory. 

Wakita, Okla, 

S. P. Shelburne, local agent for the Oliver 
typewriter at Wakita, Oklahoma, is always in 
evidence when it comes to supplying the busi- 
ness fraternity of his city with Oliver type- 
writers. 

Waltham, Mass. 

Edward R. Lincoln of this city has taken a 
position in the sales organization of the Oliver 
Typewriter Company, and has left to take up his 
duties in Boston. 

Warren, R. 1. 

E. I. Phillips, who has for some time been lo- 
cal agent of the Oliver typewriter in this city, 
has been promoted to the position of traveling 
representative of the Oliver Typewriter Com- 
pany. He will travel in eastern Maine, report- 
ing to the Boston office. and his friends are 
confident that he will give a good acount of 
himself. 

Washington, D. C. 

An arrangement has just been completed for 
the sale of fifty light touch Monarch typewrit- 
ers to Strayer’s Business College for use in 
their schools at Baltimore, Philadelphia and 


Washington. 
. > . 


R. H. Tucker is a new salesman for the Ham- 
mond Typewriter Company at Washington, D 
Cc. Mr. Tucker was formerly with the Norfolk 
branch of the Underwood and will be assigned 
to Southern territory. 

. . . 

E. C. Bowersock, traveling for the Hammond 
Typewriter Company’s Washington office, re- 
ports increased business from his territory in 
southwestern Virginia. 

* . > 


The Hammond Typewriter Company of Wash- 
ington, D. C., had a representative at the Balti- 
more conference of the M. E. church just ended 
Many clergymen viewed the No. 12 Hammond 
visible, which was on exhibition, and several 
orders have since been placed with the Wash- 
ington office for new Hammonds 

> > > 


The Washington branch, of the Hammond 
Typewriter Company. has just sold a new Ham- 
mond to the Volta Bureau of Washington, an 
institution for the education of the deaf and 
blind, of which Alexander Graham Bell, inven- 
tor of the telephone, is the head. Mr. Bell also 
uses a Hammond in his winter quarters at Nova 
Scotia, near Baddeck, where he is at present 
experimenting with his new airships. 








All things come to those who wait, but you 
time by going out to meet them 


en serene 64 


might save 











ELECTRIC TYPEWRITER CARRIAGE 


applied to typewriters since their invention 


Can be Attached to All Stand- 
ard Typewriting Machines 


With this attachment the Operator has 
complete control of the Typewriter carriage 
without removing the hands from the key- 
board, which insures greater capacity with 


less 


In writing for further information al 
state make, model and serial number of 
typewriter for which attachment is desired 


and 


alternating current and voltage of same 


DuBelle Company 


Williamsport, Pa., 


WHY NOT 


Equip Your Typewriter with the 


DUBELLE 


REVERSER AND AUTOMATIC 
PLATEN SPACER 


‘The greatest time and labor saving device 


expense 


ways 


whether itis to be used with direct or 


Write Today for Circular 


U. S. A. 











machines using steel typ 
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@ We make type for all 
the STANDARD 
and most of the other 
TYPEWRITERS 


now on the market. 


@ In our experience of 20 Years 
we have accumulated a large amount 
of Master Tools for Every Style 
of regular and Thousands of special 
type 

@ Our output for Twenty Years 
has been and now is 


The Largest—The Best— 
The Cheapest 





New York Stencil Works © 
Stencils, Steel Dies, Stamps, #. 
Diesinking and Engraving 3 

100 Nassau St., New Yerk, U.S. A. : 
Established 1868 Incorporated 1882 Fi 
Telephone Call, 2262 Beekman # 


Cable Address, “*Proplastic New York ; 
Pte PRE EE AS voll 


= 








; 
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REAL GOOD AD. TALK. 

A man succeeds not because he ad- 
vertises his business but because he 
lives it; because he eats it, sleeps it, 
dreams it, builds air castles about it. 

The man who never builds air cas- 
tles never builds castles of any kind. 

The great motive power of any busi- 
ness is the strenuous personal faith of 
the man back of it. 

Put your name to the front; your 
own personality. This is a tremendous 
force in advertising. People like to 
know individuals. They like to feel 
that they are being served by men; not 
simply getting their goods out of the 
hopper of a treadmill. And if people 
have any kicking to do—and the Amer- 
ican people enjoy kicking—they pre- 
fer to kick individuals. It is mighty un- 
satisfactory, for instance, to kick an 
Express Company or a railroad, or 
Brown, Smith & Company. One can’t 
hit the bull’s-eye. 

Breathe the breath of life into your 
advertisements. It is safe to say that 
nine out of every ten advertisements 
which we see are as dead as Egyptian 
mummies. They are beautifully decor- 
ated; twined around with fine linen; 
draped and boxed for burial. They 
have eyes and nose and mouth, but 
they neither see nor speak. They don't 
even smell. Their faces are either made 
of putty or are chisled out of beauti- 
ful marble. There is no throbbing 
pulse. 

Advertising isn’t grammar; it isn’t 
pictures; it isn’t type; it isn’t top of 


page position. It is something far 
more real than these things. These are 
merely accessories \dvertising is 


making the proper telepathic connec- 
tion between you and the customer. 
It is the art of making the type speak 
—Seymour Eaton, in Printer’s Ink. 


QUALITY. 

The hardest thing in selling is to 
show a customer that first cost is not 
last cost; to make him understand that 
while the price of some goods may be 
much lower in the beginning, they are 
almost invariably dearer in the end; to 
show him that almost always an article 
is worth just about what it costs; in 
short, to impress him with the mean- 
ing of “quality.” 

No word in the vocabulary of busi 
ness is more pregnant with signifi- 
cance than that one word “quality.” 
You may apply it to goods, to service, 
to ability; this one truth is universally 
+1 
present advantage, no false logic of 
economy, can long make headway 
against downright merit in merchan 
dise or men 

The great salesman sells his com- 
modity at his own price; the “medium 
1’ man sells his at the customers’ 


price—Macey’s Monthly. 


the same—no extravagant assertion of | 
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a—"Princess” 


Papers for Catalogues and 


STAR Manifold LINEN 


Add quality and distinction to printed matter. 


We also make Paper for Carbon Manifolding 
in all its branches. 


Cc. H. DEXTER @ SONS 


Windsor Locks, Conn. 
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Rebuilts We can furnish absolutely anything 


you want in 


oad Eyelets, Escutcheons, Washers, Etc. 
No. 3 Ol vers Highest | LET US QUOTE YOU 
Numbers - - 350 THE BARRETT BINDERY COMPANY 


No. 2 L. C. Smiths 18! Monroe Street, : ° 


| Any Number $40 | 
FOREST CITY 


Typewriter Platens = = 50c 
SECTIONAL 


1BOOK CASES 


: Are fitted with our “Can't make 
| bind equalizer.” Mak- 
sections air 












We use only the highest grade 
Air-Cured rubber in recovering 


platens and guarantee best work 


St. Louis 


. , ery “4 
Typewriter Exchange araiatsnce we oe | 
FOREST CITY Lat asits 
Rockford, Illinois 


























Chronograph 


An Automatic Calculating Time Stamp 
for computing time on jobs in factories, 
etc 

Write us for Bulletin 257 


Baird Employes Recorders 


For timing employes and their jobs. 
Write us for Bulletin 270 


Baird Desk and Pocket Counters 


For counting people or things. Can be set back to zero quickly. 
Write us for Bulletin 265 


BAIRD MPG. CO., 1576 N. Halsted St., Chicago 
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~~ AreThey Economical 


We import the fabric and colors to make Du-Ra-Bul ribbons good enough 
to guarantee longer wear than the best of other makes. Du-Ra-Bulribbons 
make the best kind of business correspondence with less ribbon cost 
per year, all of which, in the long run, helps the dealer, because when once 
sold a Du-Ra-Bul ribbon takes care of itself and brings repeat orders 
PROGRESSIVE DEALERS appreciate the terms of our introductory trial offer 
which is promptly sent on request 


Che Dodge Company 


INKED RIBBONS — CARBON PAPERS 


FACTORY AND GENERAL OFFICE 
SYRACUSE, N. Y., U. S. A. 





















Price, including Line Indicator 
$2.50 


“RIGHT-IN-SIGHT” 
COPY HOLDER 


SUCCESS 


s measured by repeat orders—and 


SATISFACTION 
by repeat orders from Users—and it’s 


MERIT 


lies in Correct Design and 
Workmanlike Structure 


Solidity insures against vibration and 
NN ¢ consequent eye strain. 
i Adjustability brings the copy to just the 
: right place 
The Line Indicator avoids confusion 
in transcnbing 
I he Prine iple provides healthful poise 


of operator. 


BIG PROFITS FOR DEALERS 


Write for Discounts 

















SOLE MANUFACTURING AND DISTRIBUTING AGENTS 


MOSSBERG WRENCH CO. 
CENTRAL FALLS : : : : : : RHODE ISLAND 

















AN IMPROVED ROTARY LINEO- 
GRAPH. 


Some Important Modifications Added 
to Well Known Duplicating 
Machine. 

N () machine ever reaches a perfec- 
tion so ideal as to be susceptible 
of no further improvement. 

Rotary duplicating machines are no 

exceptions to this rule and the trade 

will therefore be interested in certain 
new features which have been added 
to the Rotary Lineograph. The new 
model now stands as an example of 
what the Lineograph Company be- 
lieves to be the best value yet attained 
in the construction of their machine. 
The general features of the machine 
may be outlined as follows: The drum 
is a complete cylinder, offering a large 

printing surface for the stencil with a 

minimum of actual space taken up. 

The ends of the printing cylinder are 

open, giving accessibility to any part 

of the stencil for re-inking, which is 


accomplished by the use of a brush 





NEW ROTARY LINEOGRAPH 


The printing cylinder can be re 
moved without the aid of tools and a 
substitute cylinder for a change of 
color or any other purpose can be 
mounted in its place. One of the feat- 
ures of the machine is the adjustable 
pressure which can be graduated ac- 
cording to requirements, permitting 
work to proceed uniformly for a large 
number of copies from one _ inking. 
One turn of the handle makes a copy 
The printed sheets are automatically 


discharged and do not adhere to the 


drum 

The regular size has a printing sur 
face of 84x15 inches. The point of 
“pick-up,” or register of the print, is 
adjustable The manner of ding 
the ink cloth to the cylinder is simple 
and effective. The cloth can be put in 


positi in. likewise the stencil sheet DY 


the pressure of a finger and is held 


firmly in place. 
The new model Rotary Lineograph, 
- } «4 th, 


while ot entirely new, 

good points of the old machine wit 

the addition of several new r 

ments \mong these improvements 1s 
the manner in which the ink 
stencil are held in position bv 1 ins 
of a toothed ratchet device, obviating 
wrinkles and permitting the operator 
to keep clean hands. Another 1m- 
provement is a process for exact regis 
tration, enabling the operator t ret 





the top line of the copy where he wants 
it on the sheet. New springs support 
the roller and prevent the paper from 
wrinkling, turning out clean, even 
copies. 

The machine is sold outright and the 
purchaser may buy his supplies any- 
where he sees fit. The company states 
it has still some good agency proposi- 
tions open and invites correspondence 
from dealers. 


BRITISH MANUFACTURERS OR- 
GANIZE. 

The manufacturers of Great Britain 
have formed an Association called The 
Manufacturers’ Association of Great 
Britain. They recently sent a special 
trade commissioner to report on the 
trade and industry of Australasia. In 
his report he writes: “The time has 
come when the manufacturer must find 
out for himself what he can make to 
bes Competition iS 
too severe to permit him to trust to 
the knowledge that might filter 
through the merchant’s office, and af 
ter all it must be remembered, that un- 
der our present Free Trade system, our 
home merchants can purchase as read 
ilv in Continental or American mar 
kets, those goods which more closely 


t ut each market 


Su 


meet the requirements of their cus 
omers than do the English goods for 
the time being; and when we consider 
that the merchants can often make a 
larger profit out of the foreign manu 
than the British manufacturer, 
there is the temptation to let the latter 
This has always 
been the danger of relying entirely on 
the merchant without personally be 
coming acquainted with overseas mar 


facture 


7° 14 
nimseil 


CHANGES IN EUROPEAN PAT- 
ENT LAWS. 

The London Financial Times makes 
the following announcement in regard 
to the patent laws of Austria and the 

ted Kingdom: 

By an enactment December last a 
aw will come into force in June next 
in Austria containing a section some 


what similar to section 27 of the Brit 
ish patents act of 1907, by which pat 
ents in Austria will be revocable at 
he expiration of ee years from the 
date of publication, without any no 

e if the patente: neglects to work 
he patent in Austria to an adequate 


nent is on foot té 


eanw ea 
S e a more rig nforcement of tl 
4 s] VW | Oo; | TO foreign pat 


ents. With a view to the better protec 
tion of British lustries by joint ac 

against foreign patentees who may 
e thought to have come within the 
terms of section 27 a “British Manufac 
urers’ Protection S ciety” has beer 
formed and has already secured warm 
1s quarters 


1 
} 
i 


port from numerot 
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No. 2 Folding Machine as operated by Motor 
Hand Attachment when desired) 


No. | Folding Machine as operated by hand 
Motor Attachment 


Automatic Circular Letter Folders 


Here is an opportun‘ty for you to secure the agency for an office 
device for which there is a growing demand; does exactly what is 
claimed for it, has stood the severest tests in work and wear, makes 
more actual money for the user in saving of cost than any other office 


device, and is a money-maker for the dealer, as successful dealers can 


testify. 


est re intended strictly for office use. Are a 
ger t Star ewriter. They are handsomely 
fect Ni furniture is required. They 


to any stand, table or desk. They save 
time and mon [hey eliminate practically all of the 


troubles and inconveniences of hand folding. The sheets are 
fed auto t I from five to ten times faster 
than « Xperts can |! 1 bi and The cost of folding is about 
ne-tenth that « 1 fe A machine can save its original 
ost in tv t ess hey can be operated by hand or 


We offer two styles of machines which cover the greatest possible de- 
mand for office use to fold circulars and office forms. 


irculars and office forms in sizes from 


ul: 
{ 5 in. t 0 16 ymmodating all office standard sizes 
idopted. and t make the commonly used folds—one, two, three, 
1 ( folds. They fold equally well papers 


You want the Agency. 


Write today for proposition. 








Exclusive Manufacturers 


A. B. DICK COMPANY 


Chicago New York 
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A new factory building, duplicating 
the present plant, will be erected dur- 
ing the next four months by the Ly- 
man C. Smith & Brothers Typewriting 
Company in East Washington street, 
Syracuse, N. Y., at a cost, including 
equipment, of between $200,000 and 
$250,000. Plans for this building have 
been completed and the specifications 
will be ready for contractors’ figures 
in a short time. 

The’ new building will be erected on 
property owned by the company on 
the east side of Almond street between 
Washington and East Water streets 
and will join the present factory on 
the south. The new building, when 
completed, will give the Lyman C. 
Smith & Brothers Typewriter Com 
pany a factory with a continuous street 
frontage of 465 feet, solidly built, eight 
stories high. Occupying a corner site 
and extending on the west cross one 
entire city block, the plant of the Smith 
Brothers will make one of the notable 
manufacturing establishments of the 
city in appearance as well as in fact. 

Duplicate of South Wing. 

The new west wing of the Smith 
Brothers’ factory will be uniform in 
style with the south wing. It will be 
of mill construction type, with exterior 
walls of red brick and cement block 


PANTAGERE 
SRTTEEL 
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L. C. Smith & Bros. Typewriter Com- 
pany Compelled to Add to Pres- 
ent Plant by Reason of 
Growing Trade. 
trimmings, as in the present building. 
The architects’ plans for the wing call 
for a building 198 feet long, fifty-five 
feet wide, eight stories high and laid 
out in a way to secure greatest econ- 
omy of operation. Except at the point 
where they join, both buildings will 
be amply lighted by large exterior win- 

dows on all sides. 

A secondary power plant, duplicating 
the original steam turbine equipment, 
has already been installed and ar- 
rangements have been made for the 
addition of further units of power as 
conditions connected with the enlarge- 
ment of the business may require. As 
in the present factory, all machinery 
will be electrically driven by overhead 
motors, and light and heat will be fur- 
nished from the central power plant. 
The accompanying illustration shows 
the factory as it will appear when the 
west wing is completed. 

Business Becomes Greater. 

Forced by a sale of their product 
which has already brought the com- 
pany nearly to the limit of their pres- 
ent factory capacity. and faced by a 
demand of great magnitude as their 
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Big Typewriter Company Duplicates Plant 


recent plan of expansion is executed, 
the company found it necessary to du- 
plicate its plant in size and equipment. 
This action indicates a prosperous 
state of affairs in the typewriter trade 
with this Syracuse industry. The plan 
of the proposed new structure is, ex- 
cept for slight improvements, a part 
of the original factory plan adopted in 
1903, when the company’s present 
building in East Washington street, 
known as the south wing, was erected. 
Although only one wing was built at 
that time, the company purchased the 
entire Almond street frontage and 135 
feet in Water street to provide for the 
anticipated expansion. 
Reach Limit of Production. 

Officers of the company said recent 
ly that the necessity for the new build 
ing was becoming daily more apparent. 
They said further that the factory out- 
put had been largely increased since 
last fall and that it required no very 
keen vision to see when the limit of 
production in the present factory must 
be reached. 

L. C. Smith said that the proposed 
step is being taken with due delibera- 
tion, after carefully considering mar- 
keting conditions and the present de- 
mand for typewriters in the domestic 
and foreign fields. 

























NEW BUILDING OF THE L. C. SMITH & BROS. TYPEWRITER COMPANY, SYRACUSE,N. Y. 








AMERICAN INDUSTRIAL EXHI- 
BITION IN LONDON. 

The idea of holding an American In- 
dustrial Exhibition in London next 
year is an excellent one. The sugges- 
tion is, no doubt, the outcome of the 
success which attended the holding of 
the Franco-British Exhibition last 
summer and which resulted not only 
fairly satisfactorily from a financial 
point of view, but in the cementing of 
the already existing connections and 
the opening up number of new, 
commercial connections between 
France and England. While the com 
mercial relations between the United 
States and Great Britain are of great 
magnitude as they exist, there can be 

that they are capable of 
still further development, and _ the 
holding of such an exhibition as that 
proposed must inevitably reach a satis 
ictory end. Everything, of 
lepends upon the manner in which the 
exhibition is conducted. 

Provided the American Industrial 
Exhibition is properly advertised, well 


Ia 


no question 


course, 


organized, and the political relations 
between the two countries remain upon 
the same excellent footing as they are 
to-day, there can be nothing but the 


most brilliant financial industrial re 
sults for the undertaking. The time is 
undoubtedly ripe for such an enter 


prise.—American Industries. 
REMARKABLE SHORTHAND RE- 
PORTING. 

\ll records of shorthand reporting 
in the House of Representatives were 
shattered by the work imposed on the 
shorthand Thursday, Febru- 
ary 25th six members of 


report rs 


There are 


the force, and in turn each one takes 
half a page of The Congressional Rec 
ord. 

Prior this date the reporters had 


never taken more than 


17 turns apiece 
ithout rec 


at one session W ess or re 
lief of some sort. The record of 17 
apiece was the day when the fifty-first 
Congress censured Representative By- 
un Indiana, for his assault upon 
Representative Payne. Then there 
vere but five reporters, and the total 
heir takes was 85,000 words 1n 
und 1 imbers. 
Without an intermission or roll 
n this date, the house was in session 
7 hours and 20 minutes. Each of the 
epo had 23 turns, and the total 
lum their transcribed notes was 
tely 150,000 words. Alto 
gether ith reports and other papers 
nserted in the proceedings, The Rec 
ibs late contains 175 
oted to the house report 
I 2 linutes f he house took 
cess 2:20 O+ the last pag 
simn se job was on its way tot 
rove p fice The S 


OFFICE APPLIANCES 








_ Typewriter Ribbons 


1c¢ 


such as railroads, 
tions and big business houses 
STERLING RIBBON are as bright 


big users, 


hen writter 


Dealers! 


you can get the business 


Get the right ribbon 


the STERLING—and 
Write us for terms—now! 





National ( Chemical Co., 


cK ( 





The Work 


of a stenographer requires 
LERTNESS 
TTENTION 
PPLICATION 








and it lesirable to sit in an erect position. It is im 
possible to maintain all the re quirements ] 
McCloud Adjustable Spring Back Typev 
60 styles, especially made to meet the 
requirement 
———— 











PONIES 


LOOK FOR THE 
THE DAVIS CHAIR CO., Dept. 2, Marysville, 0. 








41Westlléth Street 


NEW YORK CITY 
London, E. C. 


198 Upper Thames St., 





The Noiseless Automatic Typewriter Cab- 
Attaching System and Cushion, as 
arranged for the Underwood Typewriter. 


inet 





Note the rear feet of machine in rear cups 
of the system; and front of machine raised. 
As the machine moves down to writing level, 
Slight 
INWARD pressure on the clutch tops permits 
the INSTANT removal of machine. 


it is automatically locked in place. 


THIS IS TYPEWRITER ECONOMY 


Spring cushions are enclosed within the 
but effective in the im- 
proved touch and sound of machine. 


TYPEWRITER ECONOMY CO. 


MANUFACTURERS 


feet-cups. Invisible, 


Tribune Building, New York 
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a Additions to Schermack Mailing Devices 


by the multitude and not the 

least of these are the machines 
intended to stamp letters. Not until 
recently have inventors perfected appa- 
ratus intended to do this class of work 
to such an extent as to produce some- 
thing of practical value, but the prob- 
lem has already been solved and one 
desiring a stamping machine is given 
quite a variety of choice, according to 
the amount of mail he wishes to han 
dle. 

Illustrated on this page are three of 
the products of the Schermack Mailing 
Machine Company of Detroit. The 
first cut is a representation of the now 
well known Schermack Sealing Ma 
chine, a device which has assumed an 
important position upon the market, al- 
though it is comparatively young. This 
machine is driven by a motor and will 
seal an average of ten thousand to 
twelve thousand letters an hour, at the 
same time feeding, counting and stack 


T HERE are time saving devices 

















SCHERMACK ENVELOPE SEALER. 


ing them. The operations of this ma- 
chine are entirely automatic. 

But the company has recently gone 
several steps farther in the line of of- 
fice utilities by perfecting two con- 
venient little desk machines to stamp 
envelopes and other mail matter with- 
out the necessity for “licking” the 
stamps or soiling the fingers with a 
sponge or other inconvenient contriv 
ance. 

“Junior” Stamping Machine. 

The larger of the two later machines 
is known as the “Junior.” It is a desk 
machine, occupies little space and may 
be handled as conveniently as an ordi- 
nary self-inking dating stamp. The 
stamps employed may be obtained on 
request by arrangement with the post- 
office authorities, the machine employ- 
ing perforated stamps in rolls of 1,000 


Successful Inventions of Detroit Com- 
pany Described; Also Two New 
and Interesting Stamp Affx- 
ing Devices. 


each. When the machine is loaded 
with a roll of stamps it is locked and 
is then ready for use. A registering 
device on the inside of the machine au- 
tomatically records each stamp used. 
If, when the manager leaves the of- 
fice in the evening his machine shows 





SCHERMACK “JUNIOR” STAMP MACHINE 


that he has used 256 stamps, and on his 
return the following morning the reg- 
ister shows a record of 310 stamps, he 
knows immediately that some one has 
been making away with his postage. 
With regard to the “Junior” machine 
the manufacturers point out that no 
stamp is moistened until it is cut from 
the roll by the machine and is actually 
in readiness to be affixed to the enve 
lope The machine cuts the stamp 
from the roll at the perforation, passes 
it over a moistener and then affixes it 
to the envelope, leaving all the remain 
ing stamps dry. Thus there is never 
any danger of the stamps sticking in 
the machine. \fter the machine is 
properly loaded it is necessary only to 
place it in position upon the envelope 
or package at the point where the 
stamp is to be applied and press firmly 
upon the handle, as if one were im- 
pressing a rubber stamp, whereupon 
the machine cuts the stamp at the per 
roration, passes it Over a moistening 


device and affixes it to the envelopes, at 
the same time registering the proper 
number upon the recording dial. 

This machine is so constructed that 
it feeds by means of the perforations 
between the stamps, this method, the 
manufacturers state, eliminating all 








“SCHERMACK “MIDGET” STAMP MACHINE 


chance of cutting the stamps anywhere 
except at the perforations. They state 
that these machines will permit the 
accurate affixing of stamps at the rate 
of 100 a minute 

The company is perfecting arrange 
ments to turn out “Junior” machines 
in large quantities within the next six- 
ty days and is desirous of getting into 
communication with dealers and 
agents, to whom an attractive offer wil! 
be made 


The “Midget” Machine. 


The smaller of the two stamping 
machines illustrated herewith is known 
as the “Midget” stamp affixer. Twi 
cuts are shown, illustrating the opera 
tion of this device. The machine is 
held in the right hand, the stamp be 
ing drawn out by the left \s the 
stamp is withdrawn it passes over a 
moistening device and may be easily 
affixed with the thumb and first finger 
of the left hand. Like the “Junior,” 
the “Midget” is loaded with a reel of 
perforated stamps. Its operation is 
quick and cleanly and it is a great im 
provement over the old way of moist 
ening the stamps and affixing them 
to mail matter. It will be on the mar 





USING THE MIDGET STAMP MACHINE 


ket in about thirty days and will re 
tail for $1.50. The Schermack Com 
pany is ready to entertain offers from 
dealers and agents. 


The man with a tender heart does 
not need to demonstrate it by the s 
ness of his head. 



















Get Our 
“20E” Catalog 
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Stationers and Office 
Outfitters 


Will find a money maker in a line 


of our Desks. Keep them on your 
floor and the result will be a revela- 
tion in the number of people who 
will make purchases. 











DORNETTE DESKS 


ARE THE STANDARO OF EXCELLENCE 


We make all Kinds of Desks and 


Uur Santiar . tave attrac ted th ultentto1 


Office Tables in Standard and Sanitary Designs. Get our Special Typewriter Desks. They sell at signt. 


vperts in the prevention of tuberculosis, who recommend them as the best in construction 


revent the sf t white plague 


The J. Dornette & Bro. Company, Cincinnati, Ohio 
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ANTAE AOOING MACHINE COMPANT 
ern s, CO, US & 


WEIGHS 10 POUNDS 








Adding Machine 
Price, $65.00 


Adds— Subtracts— Multiplies— Divides 


Capacity, 999,999,999 


nd Error Key—Light Action 
t Stoke—Simple and Strong Construction. 





Lightest and Fastest Adding Machine in the world 





and the only non-listing machine that does not register 
the wrong number when you strike the right key 


Mercantile Adding Machine Company 
NORWALK, CONN. 
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Immense Growth of Ribbon and Carbon Industry 


Fair in Chicago, in the sixteen 

years intervening between 1893 
and the present time, there is hardly 
any field of industry which has shown 
more marked and startling growth and 
development than the manufacture and 
sale of typewriter ribbons and carbons. 
Sixteen years ago there were in Chi- 
cago, aside from the offices of the type- 
writer companies, only about four firms 
which made ribbons and carbons the 
leading item of their business and no 
firm at that time was able to make a 
living from the sale of such goods 
alone, except, of course, the manufac- 
turers who drew upon the whole coun- 
try. 

One of these pioneers was Miller & 
Carter, now Carter & Allen. The orig- 
inal firm was composed of John J. Car- 
ter and S. E. Miller. This company 
dissolved in 1898 and was succeeded 
by Carter & Allen, the junior member 
of the firm, B. A. Allen, having asso- 
ciated himself with the previous firm 
two years before. Mr. Carter died 
about eight years ago, since which 
time the affairs of the firm have been 
conducted by Mr. Allen alone. The 
original firm and its successor have 
always represented Mittag & Volger, 
Ine., of Park Ridge, N. J., for whose 
goods they have established an enor- 
mous demand in this market. Carter 
& Allen handle the ribbons and car- 
bons of Mittag & Volger exclusively, 
without any side lines or other sup- 
plies whatever, taking full advantage 
of the tremendous growth in the de- 
mand for such goods during the last 
decade and a half. 

B. A. Allen, the surviving member 
of the company, is an interesting per- 
sonality. He is an Illinois product, 
born at Shabbona Grove, near Aurora, 
somewhat less than forty years ago, 
the writer should judge. Allen is typi- 
cal of Chicago. He is a big man—and 
yet, until one analyses him, he doesn’t 
seem noticeably so. This is the effect 
of good physical proportions, a good 
tailor and the culture and polish in- 
parted by good heredity, education and 
business experience. He bears the 
stamp of the energetic, prosperous, 
orderly, unhurried man of affairs 
Touch him anywhere with a question 
and he usually has an answer ready. 
Ask him anything about the ribbon and 
carbon business in Chicago and the in- 
formation comes, “R-right off th’ bat,” 
as Mr. Dooley used to say. Talk ten 
minutes with Allen and an observing 
interviewer will understand why he is 
one of the best salesmen in the West. 
When he starts out to get an order he 
has covered all the objections and pos- 


S air the year of the World’s 


Some Interesting Facts Regarding a 
Pioneer Firm and the Business 
With Which They Are Allied. 


sibilities. He is thorough. He can 
drive a four horse team through every 
objection the customer can bring up— 
yet there is no haste about it, no loud 
conversation, just easy, quiet informa- 
tion, history, argument, quality—the 
smoothest Juggernaut that ever 
crushed an opposition. 


A Few Historical Points. 


“When this firm began business,” 
said Mr. Allen the other day, “it was 
one of four companies which were 
making a bid for the ribbon and car- 
bon business in this field. But none of 





B. A. ALLEN. 


us then would have been able to make 
a living on ribbons and carbons alone. 
We all handled side lines. Two of 
these four firms are out of existence, 
and two are left, this company having 
thrown out the side lines and the other 
having added to the side lines until 
ribbons and carbons are really subsi- 
diary to other elements of the business. 

“The typewriter agencies sixteen 
years ago, as now, of course, handled 
supplies for their machines and did a 
local business in ribbons and carbons 
among their customers. At that time 
there were only a few machines which 
made much of a splash in the pool 
here. The leaders were the Reming- 
tgn, Smith Premier and the Caligraph, 
and there were also agencies for the 
Yost, Densmore and Hammond, and 
perhaps others I don't recall. You can 
see what immense strides the type- 


writer industry has made in the last 
sixteen years. 

“It is due partly to the growth in 
the typewriter industry and partly to 
the advancement in all business that 
the increase in the ribbon and carbon 
business has come about. I don’t hesi 
tate to say that there is today a hun 
dred times more carbon paper sok 
than was sold sixteen years ago. 


“When we began business in 1893 
we carried one grade of typewriter rib- 
bon, one grade only of typewriter car- 
bon and two grades of pencil carbon 
Today we handle fifteen grades of 
typewriter carbon paper and forty 
seven different grades of pencil carbon 
And we have four different grades of 
typewriter ribbons. 

Big Business Then and Now. 

“Back in the ‘90s an order for fifty 
boxes or 5,000 sheets of carbon paper 
was a big order. Very few firms 
bought more than one box of carbon 
paper at a time and hardly anyone 
bought except for immediate needs. 
People were conducting a good deal of 
their correspondence with pen, and 
consuming large quantities of copying 
inks, tissue books and presses instead 
of using the typewriter and the con- 
venient carbon copies of their corre- 
spondence. Even the railroads, then 
as now the largest users of carbon 
papers, used but little in comparison 
to the immense quantities consumed 
today. At that time there was some 
typewriter carbon used by the roads, 
but the most of it was pencil carbon, 
of which there were only a few grades 
The nature of railroad work makes it 
necessary to employ large quantities of 
pencil carbons in different sizes to ac- 
commodate the different order forms 
and blanks, and these forms have mul- 
tiplied with the increasing activities of 
the roads and the addition of numer 
ous branch roads into new territories 
during the last twenty years. 

“When a man brought in an order 
for 100 boxes of carbon fifteen years 
ago it was an event to be talked about 
for days—just think of it! A hundred 
boxes—ten thousand sheets! What 
an immense business that man must 
do to need so much carbon! But now 
we take orders right along for a thou 
sand boxes each and think nothing 
it. A bid for a million, five hund 
thousand sheets of carbon of assorted 
sizes from one of the big roads not 
long ago hardly excited comment. And 
that was to be delivered, not piecemeal 
as needed, but in one lump, becaus« 
the road required that much carbon 
to supply its thousands of branch off 
ces and stations with sufficient carl 
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to work with safety without danger of 
running short and having to buy in 
small lots within a comparatively 
short time. 

‘There are some big men in the car- 
bon paper business—some fine chem- 
ists. In the last twenty years there is 
hardly any branch of business to whicl 
closer study has been given than to 
the perfection of durable, non-fading, 
non-smutting typewriter ribbons and 
carbons. There are three men who are 
probably best known as experts in the 
chemistry of these subjects, although, 
of course, there are a number of other 
fine chemists engaged in the work who 
are not so well known by the public 
But among the men best known who 
are pioneers and experts in the busi- 
ness and in the scientific production of 
these goods are F. O. Mittag of Mittag 
& Volger and A. P. Little. The names 
of these gentlemen are known all over 
the country and their judgment as ex- 
perts in this line is well-nigh infalli 
ble.” 


NOISELESS AUTOMATICS. 

Che Typewriter Economy Company 
of New York is distributing a compre- 
hensive little booklet under the above 
title, describing the merits of “Noise- 
less Automatics,” an automatic system 
for instantly attaching a typewriter to 
the cabinet, and at will, instantly re 
moving it. The cabinet system is made 
up of four metal cups nicely finished in 
black enamel, like the machine, attach- 
able to the base board of the cabinet at 
points where the rubber feet of the ma- 
chine are to stand; four composite 
cushions within the cups, two auto- 
matic clutches and, in all but a few 
machines, a set of new and special rub- 
ber feet are supplied; these, together 
with the diagram for showing how to 
apply the system to cabinet make up 
the noiseless Automatic Typewriter 
Cabinet Attaching System and 
Cushion 

The booklet gives a complete de- 
scription of the advantages of the 
Noiseless Automatics, and contains 
some strong arguments. This device 
has become a big seller with dealers, 
and is daily becoming more _ popular. 
The Chicago representative of the 
Company is J. R. Honing, 413 Fort 
Dearborn building, Chicago, who will 
be glad to answer all inquiries and to 
demonstrate the device to those inter- 
ested, in this territory. 


HAVE MOVED TO NEW QUAR- 
TERS. 
The Chicago city sales department of 
the Addressograph Company, formerly 
at 33 Dearborn street, have been move 


to the company’s factory at 232-240 


West Van Buren street, where orders 
all times be promptly atter 


] 
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The quality of materials, 
character of construction 
and symmetry of design 
combine to make the 


DEARBORN 
TYPEWRITER DESK 


The peer of any desk at any price. 
The most modern machinery for rapid 
production and the ability of expert 
cabinet makers permit of its sale ata 


REMARKABLY LOW PRICE 


We manufacture flat and roll top desks, standing desks, typewriter 
tables, office and typewriter chairs, porch swings and chairs (mission.) 





Dearborn desks mean more profit for dealers. 
Write today. 


Dearborn Desk Mfg. Co., Marion, Ind., U.S.A. 











Engraved Cards Business 
Business 
Our new trade price list showing 78 different styles is ready for the trade. 


The American Embossing Co., Buffalo, N. Y. 
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THE MAGAZINE OF OFFICE EQUIPMENT 
THREE MONTHS’ TRIAL SUBSCRIPTION 25 CENTS 
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“THE PERPETUAL BUSINESS SHOW” 


INTERNATIONAL 
OFFICE EQUIPMENT 
SOURSE 


Following are af f tl f business essentials which are represented 
Bourse—repr te trong progressive business specialty concerns 
nsumer and who find an up-to-date 


nsumer 


Auditing Service Billing Machines and Systems 
Manifold Forms and Systems Meta! Cabinets and Furniture 
Loose Leaf Ledgers and Binders Typewriters with Add Attachments 
Adding Machines Ribbons and Carbons 

Addressing Machines Card Index Systems 

Duplicating Machines Fac Simile Letters 

Vertical Filing systems Lithographing and Printing 


Agents and dealers wanted for the Unit-Steel Filing Cabinets. @ 


Our show rooms contain the exhibits of the 
Leading Officc Equipment Manufacturers. 


I t rticle of business equipment investigate 
the Bourse. If you are a user of the 
Information Coupons.” 


xs. Ss. McCORMACK, Managing Director 
261 BROADWAY, NEW YORK, N. Y., U.S. A. Phone, 6308 Barclay. Cable; incebourse. 
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O HIM who knows a little and 
wishes to know more of the re- 
building of a typewriter, the 

name of J. E. Grady, president of the 
Rebuilt Typewriter Co. and pioneer in 
the rebuilding business, immediately 
recurs. Such a man not long ago got out 
his pocket guide for how to get where 
one wants to go and discovered that 
the new Grady factory is but little 
more than a stone’s throw from the 
Ann street station of the Lake street 
elevated road. A quick trip and a short 
walk brought him to Mr. Grady’s hand- 
some offices in the factory at 80-82-84- 
86 North May street, whence he took 
a “little journey” through the work 
shops of the “Grady Rebuilt.” This in 
teresting feature accomplished and be- 
ing seated in the private office for a 
final review, Mr. Grady suddenly 
asked: “Did you ever break a lens in 
your glasses?” “Why, yes.” “What did 
you do?” “Had a new lens put in,” re 
sponded the Man from Missouri, fall 
ing into the trap. “You didn’t throw 
away the frames, bows and other lens 
because one lens was broken, did you?” 
pursued the questioner. “By no 
means,” replied the Man from Mis- 
souri, catching the drift. 

“There you have the ‘reason why’ of 
the rebuilt typewriter,” continued Mr 
Grady. 

“This is the main idea in rebuilding 
typewriters—the conservation of that 
which is of value in the machine by the 
rebuilding, re-enameling, re-nickeling 
and cleaning of the typewriter and the 
substitution of new parts for those 
which are broken, missing or worn 
When a machine is properly rebuilt, as 
it is by the processes you have seen to 
day in this factory, it comes out a fin 
ished product, as good as it was the day 
it left the original factory in which it 
was made. That is my claim for Grady 
Rebuilt typewriters and if any man can 
show me that the contrary is the case 
I will give him a dozen of the best ma 
chines in this establishment. No re 
builder, of course, claims to be able to 
take an old model and turn it out the 
same as later models—we are not argu 
ing ehsurdities; but we can take any 
macrmes, rebuild them and put them 
in yuur office as good as they ever 
were And we are doing this every day, 
wit +« the machines we are turning 
out.’ 

Factory Processes Thorough. 

it 1s not generally known, perhaps, 
by the trade at large and by users of 
rebuilt machines that such typewriters, 





Rebuilding the 
Typewriter 


Showing that Rebuilt Machines are 
Such in Fact as Well as in Name. 
Processes Described. 


By The Man From Missouri. 
when the work is properly done, are 
literally stripped to the bare frames— 
as devoid of “gear” or superimposed 
parts as the newly launched hull of a 
ship, before the masts, machinery and 
rigging are put in. 

In the Grady factory this is the first 
step in the rebuilding process after 
the machines are received and listed 
by the receiving clerk. A force of men 
is constantly employed in one depart 
ment, dismantling old machines and 
putting the parts in correspondingly 
numbered boxes, according to the size 
of the parts, each machine having per 
haps three or more boxes, all numbered 





alike Parts which are broken and ob 
slv of no use are thrown into a 
ox to be destroved, while the rest ot 
the machine goes to the’ finishing 
rooms to the buffing and _ cleaning 
woms, where all the parts are butted 
ind polished, soaked in acids or boule 
according to their condition In the 
boiling reom alone there are six larg 
tanks, all of which are kept constantly 


busy removing the oil and accumulated 


dust from the parts; strata which can 
not be removed in the borlin: 
inevitably yield to the acids, so that, 
with the buffing wheel, the boiling tank 
and the acid bath, all parts come out 
bright and clean. But this is not all 
for from the cleaning rooms the parts 
eo to the nickeling and enameling de 


, 
oO si tions, 

















partments. All nickeled parts are given 
a new nickel plating on a base of cop- 
per plate, while the frames and other 
enameled parts of the machines are 
enameled, decorated and then baked in 
four big ovens, making the enamel as 
hard and resistant as the metal itself. 

After having been thoroughly 
cleaned, nickel plated and enameled, 
the parts go back in their respective 
boxes and are sent to the stock room, 
where the lists of parts for each ma- 
chine are again checked over, each part 
inspected by an expert, and those which 
do not come up to the proper stand- 
ard are rejected—thrown into the 
waste box to be broken up—and new 
parts substituted. 

The machine then goes to the assem- 
blers. A separate staff of men, each 
under a foreman who is a factory ex 
pert, takes each different make of ma 
chine as it comes from the stock clerk 
and put it together, each man perform 
ing a certain operation and passing the 
work along to the next man to do the 
next step, until the final man puts on 
the finished touches and the machine 
goes to the inspector. If it passes in- 
spection, it is ticketed and sent to the 
shipping clerk’s department, where it 
is crated and sent to its destination. 

If it does not pass this inspection, 
back it goes to the proper department 
for correction of any defect which may 
appear. Every machine must be as per 
fect in every detail—appearance and 
action—as on the day it first left the 
parent factory 

A careful record is kept of all time 
employed and parts supplied for every 
machine that goes through the 
so that Mr. Grady can tell almost in a 
moment how much any given machine 
‘ost to rebuild. He has the factory 
system and the factory cost systen 
worked out to the last detail—indee 


factory, 


the system and organization of this 
f the most interesting f{ 


establishment 


1 


plant is one 
tures of the 


iccount even of the parts which are re 


jected and every Saturday these part 
are broken up into small scraps 
finally sold for old iron 


The plant gives constant em 
ment to more than 100 people and has 
a capacity of 172 rebuilt machines a 
day. These machines come fron I] 
sources manv being sent in t 
built bv dealers throughout the coun 
try. Their product is shipped to all 
parts of the world, the company enjoy 
ing a very extensive foreign business 
The factory and offices occupy 22,500 
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feet of floor space, with splendid light 
on three sides. The company has its 
own dynamos and electric lighting 
plant. Its commodious offices are fin 
ished in the mission style, with every- 
thing in keeping with the busy, pros 
perous enterprise it represents. 
WHY MEN FAILED IN 1908. 
Many years of experience have 
shown that eight leading causes are 
subjective and attributable to thos: 
who fail, while three others exert their 
influence from circumstances superior 
to the individuals themselves. Thess 
causes are grouped as follows: 
A.—Due to Faults of Those Failing. 
Incompetence (irrespective of other 
causes). 
Inexperience (without other incom 
petence). 
Lack of capital 
Unwise granting of credits. 


Speculation (outside regular busi 
ness). 
Neglect of business (due to doubtful 


habits). 
Personal extravagance. 

Fraudulent disposition of property 
B.—Not Due to Faults of Those 
Failing. 

Specific conditions (disaster, etc.) 
Failure of others (of apparently sol 

ent debtors 

Competition. 

In 1908 the eight factors first men 
tioned caused 77.5 per cent. of all the 
failures, as against 81.1 per cent. in 
1907 and 79.7 per cent. in 1906. The 
three influences beyond individual con 
trol accounted for 22.5 per cent. of 
all the failures, as against 18.9 per cent 
in 1907 and 20.3 per cent. in 1906 
These percentages on their face indi- 
cate that the causes outside of the in 
dividuals themselves were more fatal 
last vear than in the panic year; but in 
this connection it needs to be borne in 
mind that the panic did not becom 
acute until the last quarter of 1907, 
leaving the fullest effects of the dis 
turbance, as regards the number of 
casualties, to be exerted in the year 
just closed. As regards the liabilities 
it is found that 62 per cent. were due to 
the individual, as against 44.6 per 
cent. in 1907 and 72.9 per cent. in 1906, 
while 38 per cent. were from causes 
beyond control, as against 55.4 pet 


cent. in 1907 and 27.1 per cent. in 1906 


/ 
It will be recalled that very large sus 
pensions in the last quarter of 1907 
swelled the aggregate of failure dam 
ag Vv iarge In 1893 73.0 pert 
cent. of the failures and 43.7 per cent 
f the liabilities were due to the faults 
f those failing, while 26.4 per cent 
the fr umber and -6.2 per cent = 
liab es were attributed to outside 11 
fly ences 


It is sometimes better to stay where 
uu are than to jump at conclusions 








WHAT ABOUT REORDERS? 


The dealer’s profit is a large item in helping him deter- 
mine what goods to carry. Poor brands may allow him 
more profit on their first sale, but it’s reorders that 


count, and its satisfaction that brings reorders and 


CARTER’S IDEAL 


Typewriter Ribbons and Carbon Papers 


lete satisfaction. Put up attractively to 





ny} 

@ Different ribbons and carbons for different uses. Be sure 

ustomer has the kinds suited to his needg¢. 

Write for New Booklet, “CARBON POINTS,” 
¢ g helpful hints on the uses of different kinds of ‘‘Carter’s 
Ideal Typewriter Ribbons and Carbon Papers 
’"S INK CO 

THE CARTER’S I ; 
BOSTON NEW YORK CHICAGO 











ERFECTION LINE 


WE OFFER 
TO THE TRADE ONLY 


acomplete line of modern 


Directors’ and 
Office Tables 


Made in correct designs from 
which banking rooms and pub- 
lic buildings can be furnished. 
TABLES IN sTOCK 
Tables of all grades for any of- 
fice—Special tables made to 
order. Designs furnished for 
special work. 


Our line eve a hand- 
some profit tothe dealer. 
Write for office table catalog. 


Blue prints sent upon applica- 
tion. 



































No. 720 


Oak and Mahog- 
any ; Top 30x 48 inches. 
Selected quartered white oak 
or figured mahogany. Heavy 
built up, 5-ply top, 1} inch thick. 
Every exposed surface and edge shows 
figured wood. One drawer, one side fram- 
ed in. Special dull brass trimmings. Yale 
ock. Dull Golden Oak or Mahogany finish. 


STOW & DAVIS FURNITURE COMPANY 


Department 0, GRAND RAPIDS, MICHIGAN 


























PROMINENT INVENTOR DEAD. fornia in 1849, to seek their fortune, 
ag \ir. Hall was among the first to try his 

luck at the fortune-digging game. 
One of Mr. Hall’s inventions reduced 
. nae , : i the cost of manufacturing thermom- 
Pt NTL Worl oe Atel on of nnen. eters from $4 to 32 cents. He accumu- 
; ) , lated a large fortune from the royalties 
he received when he invented a folding 


lohn Dennim Hall, said to be 


Ir. Ha 5 DOr Sas table for seamstresses, but subsequent- 

unt y, N. = (5, [©26. — ly lost it in land speculation. .The fold- 

ntry s aucatior ing table is now’ universally used 

BE on = Loleg throughout the country and in foreign 
he was graduated in 1854. At Jands. 

ie Mr. Hall drew more than twenty- 

te of Umion College five patents. The Hall bar coupler and 

\fter he was gradu ( typewriter which he built for a blind 

Hall tool sper < brother, now dead, who attended the 

ring tain Institute for the Blind in Philadelphia, 


and civil engineering. were among the more prominent inven- 
or ruc! tions which his mechanical brain had 
thousands flocked to Cali thought out. 
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ADDING MACHINE 





(By Special Correspondence.) 


Atlanta, Ga. 


J. W. Adams has become attached to the 


selling force of the Burroughs Adding Ma 
chine Company for the Atlanta office, unde 
the direction of Sales Managers Gilbert and 
Walker. 

Baltimore, Md. 

Edw. L. Haklesley has been appointed of 
fice manager of the Baltimore agency of the 
Burroughs Adding . Machine 
working under F. FE. Woodward, sales man 
ager. 

Frank H. Tait has also recently become 


connected with that office as a salesman 


Birmingham, Ala. 

H. S. Haslett, working under Sales Man 
ager H. W. Spalding of the Burroughs Add 
ing Machine Company at Birmingham, has 
changed his headquarters to Montgomery, 
Ala 

Buffalo, N. Y. 

Miss Mabel Welch, who has been con 
nected with the office of General Manager 
Macauley of the Burroughs Adding Ma- 
chine Company, has been appointed office 
manager of the Buffalo agency, under Sales 
Manager Byron J. Erb. 


Des Moines, Iowa. 

W. O. McLean is a new member of the 
Burroughs Adding Machine Company sell- 
ing force and is attached to the Des Moines 
office, under August Pohl, sales manager 

* * * 

August Pohl, sales manager of the Des 
Moines agency of the Burroughs Adding 
Machine Company, sailed for Europe March 
31 on a little vacation. Des Moines office 
obtained its quota of sales about the middle 
of March, therefore Mr. Pohl left with a 
light heart and a serene mind. 

* * * 

Felt & Tarrant Manufacturing Company 
has opened an office in the Utica building, 
with C. F,. Schermerhorn in charge, for the 
sale of the comptometer. 

. * * 

The employment departments of the dif- 
ferent companies are working overtime try- 
ing to place the operators left out of em 
ployment by the close of the legis!ative 
session. 


* * * 


Erie, Pa. 
G. J. Ste. Marie has become a salesman 
for this office of the Burroughs Adding Ma- 
chine Company, under F. A. Duncombe, 


sales manager 


Grand Rapids, Mich. 
L. S. Sanborn has joined the Burroughs 
Adding Machine Company selling force in 
this city. 


Company, 
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Jackson, Miss. 

C. B. Ward, sales manager of this agency 
for the Burroughs Adding Machine Com 
pany, recently demonstrated the Burroughs 
adding machine work at great speed and 
full capacity, counting votes in a subscrip- 
tion contest held by the Jackson Evening 
News. The demonstration aroused consid 
erable interest among the business men, 
and as a result a number of inquiries came 
in as to the ability of the Burroughs to per- 
form other classes of work. 

Kansas City, Mo. 

M. W. Vestal, formerly conected wit! 
the Philadelphia agency of the Burroughs 
\dding Machine Company as salesman, is 
now connected with the Kansas City office 

Little Rock, Ark. 

H. C. Snitzmier has recently become a 
salesman for the Burroughs Adding Ma- 
chine Company, having his headquarters 
Fort Smith, Ark., working the territory un 
der the direction of the Little Rock agency 

Memphis, Tenn. 

M. W. Boys, who has been connected with 
the Jackson, Miss., office of the Burroughs 
Adding Machine Company as salesman, has 
been changed to the Memphis office, under 
Sales Manager E. M Wymore. 

Milwaukee, Wis. 


“The spring business in the adding ma 
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chine field is showing plenty of life,” said 


Ek. D. Haven, sales manager of the Bur 
roughs Adding Machine Company for Mil 
waukee. “Business for the month of March 
was more than satisfactory, and indications 
are that the month of April will show a de- 
cided increase.” 

. * * 


- 


“Some very good orders have been r 
ceived,” said E. C. Morse, manager of the 
\dder Machine Company, 1212 Majestic 
building. “Prospects are bright, and we are 
expecting a good business this year.’ 

. . * 


E. D. Haven, Milwaukee sales manager 
of the Burroughs, is among the former 
riders of high wheels in Milwaukee who 
are planning a reunion and banquet of the 
Milwaukee Wheelmen’s Club, to be held on 
April 24 

* * 7. 

An electrically operated Burroughs add 
ing machine has been installed in the First 
National Bank at Wausau, Wis., and is giv- 
ing unlimited satisfaction. A Comptograph 
adding machine has been placed on trial in 
the office of County Treasurer Herman 
Vetter at Wausau. 

* * * 

The Milwaukee office of the Burroughs 
has just closed a contract for supplying six 
Burroughs of the larger type in the state 
of Wisconsin, the machines to be installed 
in the various departments at the state cap 

M. Fich 
ten, representative from the Milwaukee of- 
fice at Madison. Mr. Fichten made the rec- 
ord during the month of March of selling 


I 


itol. The order was secured by F 


thirteen Burroughs in his territory 
Montreal, Canada. 
W. H. Sutton recently became a member 


of the Canadian force of the Burroughs 








Adding Machine Company, working for the 
Montreal office, which is directed by Sales 
Manager R. N. Ahern. 

Nashville, Tenn. 

A. B. Anderson has become a member 
of the selling force of the Burroughs Add- 
ing Machine Company, working under the 
direction of L. J. Trousdale, sales manag 


of the Nashville agency, and has his head 


eT 


quarters at Knoxville 


salesman ot the 


W. Bradford is now 


Burroughs Adding Machin Company, ' 
working from the Nashville office. 
* 7 * 
C. H. Buck has joined the sales force of 


the Burroughs Adding Machine Company, 

working under the Nashville office, but hay 

ing his headquarters at Chattanooga ' 
New York, N. Y. 

B. F. Prudden, who has been representing ' 
the Burroughs Adding Machine Company 
Poughkeepsie, N. Y., for some time, is n 
working in New York City, still selling 
Burroughs adding machines 

Parkersburg, W. Va. 

J. C. Russel, sales manager of the Bur 
roughs Adding Machine Company at this 
point, has appointed H. G. Duff as salesman 
in his organization 

Philadelphia, Pa. 

C. C. Nott has joined the Burroughs Add 
ing Machine selling force under Sales Man- 
Berk of the Philadelphia agency 

Pittsburg, Pa. 

E. R. Goodwin has become a member of 
the Burroughs Adding Machine Company 
selling organization, working at the Pitts 


ager I. L 


burg offic: 
New York City, N. Y. 
The Comptograph Company has moved 
from its old address to 200 Broadway, wher« 


it has a fine suite of offices on the fourtl 


floor. J. H. Wyeth, the local manager, is 
to be congratulated on the change. 
x * * 


4 


N. G. Sexton, formerly connected with 
t Bal { 
t, and 


the Burroughs adding machine office a 
timore, has joined the New York staf 
now has a New York territory. 

* * * 

W. H. Riggs has, we understand, give: 
up the agency of the National Adding Ma 
chine Company and has opened an uptow1 
office for the sale of the Signotype. 

Providence, R. I. 

G. W. Hawkins, formerly of the New 
York office of the Pike Adding Machine 
Company, and more recently in charge of 
the Eastern New York territory, has beer 
appointed manager of the district includ: 
in Connecticut, Rhode Island and a part 
Massachusetts for the same company. His 
il] Banigan building. M 


office will be at 637 


Hawkins has a fine record for selling Pikes 


and there is little doubt but that he will 
make good in his new field 
Sacramento, Cal. 
The Menarde Stationery Company, sub 
igents for the Burroughs Adding Machin 
Company at Reno, Nev., has been re 


ganized and t 


the White Company 
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San Francisco, Cal. 


WwW. W 
roughs Adding Machins 


Cooley, manager for the Bur 
Company in San 
joying his usual good 
health, and is back at work harder than 
ever The local omece booked a good 
month’s business up to the 20th, and is go 


Francisco, is again er 


ing right ahead after more The company 


has just delivered to the First National 


3ank of San Francisco the first duplex add- 
ing machine to reach this city. It is 
equipped with special characters to meet 
the peculiar requirements of this bank, and 
it is believed that this machine will revolu 
tionize the Clearing House work 

The Comptograph Company reports 


steadily growing business on the coast. The 


salesman stationed at Fresno, Cal., is send 
orders every month, and ma 


ing in several 


chines have been pl with some of the 
largest commercial houses in San Fran 
cisco [The greatest demand is for the ele 


tric machines, whicl ot be supplied fast 


enough 

Miss May Barclay ho has for the last 
year had charge of the adding machin 
school of the Southern Pacific Railroad 
San Francisco, has been sent by the com 
pany to open a similar school at Tucso1 
Ariz. Her work in this city has been em 

ently sf increased ef 
ficiency machine operators 
has enabled the ac inting departments 
the railroad to make great saving. 
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STRONG ENDORSEMENTS FOR THE 
OFFICE EQUIPMENT BOURSE. 
The Office Equipment Bourse idea con- 
tinues to grow in popularity. H. S. Me- 
Cormack, the managing director reports a 
constant increase in business and the pros- 
pects for a great future for the bourse were 
never better. As a common center of ex- 
change and information and as an enter- 
prise offering splendid facilities for the rep- 
resentation and sale of office appliances, 
devices, etc., the bourse is apparently des- 
tined to become a mecca for the dealer and 
jobber in the future, as its present rapidly 

agency increasing business indicates. 

Mr. McCormack, its enterprising manag- 
ing director has recently published a num- 
ber of reprints of articles in daily papers 
and the trade press, commending the idea, 
and expressing the utmost confidence in 
— H the future of the enterprise. To any one 
ia ants interested in the bourse, this circular as 

Toledo. Ohio. well as other information will be gladly 
F mailed. The address is 261 Broadway, New 
rank B | emineg, rormer4?i York. 


H. D. Bolton, 
Company, 


formerly with the Glass & 


Prudhomme coast representa 
tives of the Elliott-Fisher Company at Los 
Angeles, is now connected with the Sat 
office 


Seattle, Wash. 


[The Dalton Adding Typewriter Company 
has opened territory in the state of Was! 


Francisco 


ington with V. O. Boone as sales manager 
Seattle, Wash 

Scranton, Pa. 
F. N. Brumbaugh has joined the Bur 
ughs Adding Machine Company selling 


. or 
804 Third avenue, 


working from t Scrant 


St. Louis, Mo. 
W. H. Long, salesman for t 
Adding Machine Company, formerly « 
cted with the Fort Worth oft has be 


nsferred to the St. Louis ager 


th the business systems departn 


Jurroughs Adding Machine Company at t : . . 
Burroug — tie The other-people’s-business man persist- 


ed in trying to extract information from a 
prosperous-looking elderly man next him in 
the Pullman smoker. 

“How many people work in your office?” 


me office, has become a member of the 
for of that company in this 
Sales Manager L. A. Hennick 


Vancouver, B. C. 


I. D. Lin Sa new me I asked 
ghs Adding Machine ( g “Oh,” said the elderly man, getting up 
ce Canad: He is at and throwing away his cigar, “I should say, 
Vancouver office under W. K. Tasker at a rough guess, about two-thirds of 
ger them 








DIETZ DESKS—Sold to Dealers Only 





Write for Catalogue today —\: 


JF. DIETZ & CO., 309-319 W. Third Street, CINCINNATI, OHIO, U.S.A. 


The qualities that make the Dietz line 
of Desks distinctive are 


Variety of Styles 


Thoroughness of Construction 
Modern Interior Arrangement 
Strong Materials--Durability 


Handsome Finish and 
Appearance. 


The Dietz line includes roll 
tops, flat tops, book-keepers’ 
desks, typewriter desks made 
in hundreds of designs of 
different materials at attract- 
ive prices. 


tf experience 
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Toledo Looming Up Big 


OLEDOANS are nothing if not lib 

eral. Already plans are nearly com- 

pleted to give the visiting delegates 
and their families the time of their lives at 
the fifth annual meeting of the National 
Association of Stationers and Manufactur 
ers which will be held at Toledo on the 
nineteenth, twentieth, twenty-first, twenty- 
second and twenty-third of next July 
Famous throughout the Buckeye state as a 
resort and a show town, the city of Toledo 
lacks nothing in those solid characteristics 
necessary to give it interest to the business 
man. It is all things for all men. Those 
who come to Toledo to be entertained, to 
be charmed with the scenery and the natural 
environments of the city, enhanced by the 
hands of men, will find themselves well re 
paid for their trip, while those who come 
wishing to examine into business matters, 
ro get a line on the growth of the city and, 
perhaps, to profit by the business methods 
of its citizens, will not be disappointed. To 
each and all, Toledo will give according 
to the measure of the need. Awake, alive 
and progressive, the citizens of Toledo are 
doing all they can to arouse proper interest 
in the next convention of stationers. Events 
of such importance to so many people in the 
United States are not to be taken lightly 
Important issues hang upon the decisions 
of this convention. The committee in 
charge of the Toledo end of the convention 
is working night and day in order that 
nothing shall be left undone that will make 
the way smooth for the correct and proper 
solution of all matters the convention will 
take up. The local committee is determined 
that, so far as it is possible for them to 
provide, there shall not be a jarring note to 
disarrange the meeting; everyone must be 
properly taken care of, properly housed, fed 
and entertained in such a way that nothing 
but pleasant recollections of the city will 
remain in the minds of the visitors to the 
convention. 


Special Entertainment for the Women. 


Toledo is a beautiful city and the ladies’ 
committee are planning many trips and 
other entertainments for the especial bene 
fit of the ladies who will attend the conven- 
tion. Boat trips, auto rides, trips up the 
Maumee valley, besides other entertain- 
ments, will be among the features. There 
will not be room for a dull moment for any 
woman who attends the convention. Every 
one will find herself taken in charge and 


What Will be Done For the Guests at the 
Next Annual Meeting of the Assccia- 
tion of Stationers and Manufac- 
turers at Toledo. 


duly taken care of in a way that will keep 
her entertained and interested from the 
time she steps off the train 

In addition to the special features which 
the Stationers’ Club of Toledo have planned, 
under the suggestion of the ladies’ com 
mittee for the entertainment of the fem 
inine contingent, the regular entertainment 
committee has gotten up many teatures 
that will be of interest to both sexes. And 
likewise, some features which will interest 
the men, such as smokers, etc But per 
haps the chief entertainment feature in 
point of general interest and educative value 
will be the trip by specially chartered 
steamer from Toledo to Put-in-Bay and 
island resorts This trip will be taken in 
the new steel steamer, Britannia, which has 
a carrying capacity of 2,800 people and is 
one of the most elegantly appointed ex- 
cursion boats on the lakes. Visitors and 
their wives and daughters are invited to take 
this trip. The steamer will leave Toledo for 
Put-in-Bay about nine o'clock on Friday 
morning and will reach there about noon. 
Special electric cars will take the party 
from the pier across the jsland to the 
famous Hotel Victory, where a_ planked 
whitefish dinner will be served in the mam- 
moth hotel dining room amid the cool 
breezes of the lake 

\fter a special program for the afternoon, 
base ball, bathing. boating, dancing, etc 


and a concert by the famous Hotel Victory 


band, the steamer will leave about six 
o'clock for Toledo, arriving three hours 


later 


How to Get to Toledo. 

Eastern stationers wishing to reach 
Toledo will find it delightful to buy a 
through ticket to Toledo by the way of 
Buffalo, checking baggage to Toledo by 
rail. A special party will leave Buffalo on 
Saturday evening, July 17, at six o'clock 
on one of the splendid steamers of the D 
& B. Line Railroad tickets will be ac 
cepted on this steamer. The Empire State 
Express, which leaves New York City in 
the morning will connect with this steamer 

Arriving at Detroit on Sunday morning 
at eight o'clock, the party will be met by 
representatives from Detroit and Toledo 
and the day will be spent in seeing Detroit 


\t four o'clock the party will leave 
fine steel steamer, City of Alpena, arriving 


it Toledo at eight o’clock after a daylight 
ride down the Detroit river and across Lak: 
Erie. 

Stationers from the West expecting to 


ittend the convention will find Chicag 
their most convenient objective point. Fron 


1 


here they have a liberal choice of lake 
rail transportation For those who hav: 
t ind desire to make the trip 
hrough the straits of Mackinac and 
Toledo by that route, nothing could be 
htful It is possible, however 
time being considered, that most of thos 
who attend from the West will prefer tl 
rail route, which, from Chicago, is 


paratively short and convenient 


GIVE SALESMEN A CHANCE. 


Does it ever strike those stationers whose 
main object, when a salesman comes i 
their store is to get him out quick as pos- 
sible, that they are losing money by follow 
ing such a policy? 

Let’s figure it out 

\ firm putting a man out on the road 
must of necessity have a certain amount 
confidence in their line or they wouldn’t 
attempt to market it. There would | 
nothing in it for them if the stuff didn’t pos 
sess some feature whereby a stationer could 


Ee 


handle it successfully 
Che salesman in turn, before he becam: 
salesman for his house, appreciated just 
how a dealer could make money on his 
firm’s offerings or he wouldn’t try to s: 
it Follow? 


j 


There must be a market for the goods 


x 


manufacturer wouldn’t attempt to 
or a salesman sell them. 

his doesn’t necessarily mean that all y 
have to do is to put goods in stock and hand 
them over the counter as fast as you can 
break away from the cash register. May 
local conditions are such that you wouldn 
sell one in a y¢ but you don’t know this 
until after you have investigated. A sales 
man should never be allowed to leave 
store until some responsible person has ex 
mined his goods and found out his proposi 
tion in its entirety.—National Stationer 





It is well to know what you are, even 
it doesn’t give you anvthing to brag about 
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Continuous Inventory and Storeroom Account 


for Manufactory, Metal, Etc. 


From Loose Leaf Books and Systems for 














ment O. K.’s the freight bill, when received 





HE sing of in charge a General Business. : 
I uses ndise stock books th goods and sends delivery man to cashier 
an aS as assistants a stock clerk ir Copyrighted in the United States and Eng- his charges. 
the office rekee 1e factory, with as land. All Rights Reserved. [he purchase department clerk having, from 
sistat keepers assembling and is purchase order previously entered on his 
e f ichine plating department, By F. W. Risque. stock ledger (Plate VII and VIII) the date 
tool r floor, eté Ar and quantity purchased, now turns to the page 
The 1 hasing ag stockkeeper and sthetion The of seier ie set apart for this commodity (say, sheet brass) 
kee] tock ledger (See plates VII and 2 ri Plate VII), and enters the quantity received. 
VIII). He has calculated with the advice and torekeeper 6 [hus to his balance of stock on hand at start- 
iid of the general manager or superintendent ing, he adds the new receipts of goods, which 
of the factory the minimum quantity of raw show the quantity on hand, provided none has 
material to be in stock and when the stock been withdrawn. 
drops to tl point advises the proper office His purchase record shows the quantity 
la ictions. When stock runs low sught, price and from whom bought and is 
or new rial is led a requisition or or simply a record of purchases and prices. The 
der to buy 1s handed the purchasing agent. He storekeeper has under his charge all material 
gets ind kK ut a purchase or in stock, all receipts and the issuance of the 
der on son tor uler in duplicate, He same. He keeps no books, his notification of 
ils tl iginal | e order, if a freight goods to arrive (XXXV) advises him of ex- 
hi with full shi g and other dir pected receipts. His requisition for goods 
t ller goods and holds the needed by any one department is the authority 
he receives the invoice at for delivery of goods. The notification slips 
Upon receipt of documents from th XXXV), as we have seen are returned to the 
I term delivery, surchase department, the requisition blanks 
g rchase order hich he has honored or filed are sent to the 
s store keepe: ck clerk, and the storekeeper is not ham- 
Plate 35) to lool t for these goods ered by having books of account to keep. 
I ] t rt express or m [he storekeeper has two or more clerks, 
for invoice but for each floor, who remain in the several 
ti ( by form XXXV k rooms arranging and caring for the stock 
hank: out tox Wht 9 s. The storekeeper ept when delivering goods needed on jobs. 
g k pon the arrival Every shop or manufacturing order goes to 
1 me with the not the superintendent of the proper department 
ati se department ) is supplied with a stock of requisition 
veig d at once not nks (Form 8). The superintendent looks 
ase det t of arrival re ex the job or manufacturing order, deter- 
g XXX\ filled out that ines how much material he needs and pen- 
purchasing agent " ils the amount or quantity and class of arti- 
etc., and if O. K rt les on the requisition blank (Form 8) and 
g shelve nds it with the manufacturing order to the 
ARTI ES 
SIZ DES* I ION 
I} D INI » J ORDERED MADE OR IN WORK. 
rM \ tit Date Job or Mfg. No Quantity. 


MANUFACTURERS 





MERCHANDISE STOCK BOOK. 
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workman who is to do the work. The work- 
man takes the requisition (Form 8) to the 
store room clerk of his floor, places the pay 
roll number on the requisition, signs it and 
hands it to his clerk in return for material 
If preferred the superintendent could send the 
requisitions direct to the store room clerk, 
whereupon this clerk gets out the material 
and takes or sends the material together with 
the requisition to proper bench, press or table, 





Date of Bill Date Received 
Received of 


The following goods 


Ibs 


Which is according to 
Sample 
Specifications 

Inspected by 


Receiving Clerk 





Form 7. 








and has the workman to whom he delivers 
sign the requisition for receipt of goods. The 
storeroom clerk places requisitions in file slip 
or on hook at the close of the day hands them 
all in to the stock department. 

The stock clerk sorts out these filled re- 
quisition blanks according to class, kind, etc., 
and enters them on his stock ledger daily 
When more material has been issued on any 
one job than is used a credit ticket is returned 





Form VIII. 
REQUISITION. 


Store Kpr Date No 
Deliver to bearer 
Goods as below 


Charge as used at 
or for 


Position 
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from stock for that day. Should any used ma- 
terial be returned he enters that as receipts 
from the ticket (17). These columns of his 
stock ledger are kept footed or added in pen- 
cil and he can report at any time quantity 
bought, quantity received and quantity issued. 
He will know how much on hand, how much 
bought and yet to be received at any time. As 
the pages of each kind of goods have the 
heading “minimum capacity” to be in stock at 
all times, he can plainly keep advised as to 
being in line or not, and as the minimum is 
reached he orders anew or reports for instruc- 
tions. 

Should an inventory be needed at any time it 
is a simple matter to make the list of goods on 
hand from his stock ledger (VII), place the 
ruling value or quotation of that date opposite 
each article and calculate the value in dollars 
and cents. The requisition blanks, (Form 8), 
after being entered in the stock ledger are 
handed the cost clerk who enters on duplicate 
job ticket or manufacturing order the material 
used so that he has a record of that matter 
promptly. The storekeeper also reports re- 
ceipt and issuance of all finished or partly fin- 
ished parts treating each class and condition 
as he would raw material. The stockkeeper 
keeps account on his ledger of these parts dis 
tinct in kind and class. 


When a lot of parts for one size of article 
are made in the rough they are handed the 
storekeeper with the job ticket or order re- 
ceipted for by workman and this job or manu 
facturing order handed the stockkeeper for 
entry in his ledger. When unfinished parts 
are to be withdrawn from stock to be finished 
or plated a requisition (Form 8) just like one 
for raw material is made out by the superin- 
tendent or his clerk and on this requisition is 
issued these parts which, with the job ticket or 
order go to some assembling, finishing or plat- 
ing room. When these parts are finished or 
plated they go back in stock through store- 
keeper and the ticket is handed the stockkeep- 





er, who enters same in his stock ledger 
(VIII). 

The stockkeeper hands the cost department 
all job or manufacturing orders coming from 
storekeeper as promptly as possible after en- 
tering same in his stock ledger. The stock 
ledger (VII, VIII) should show quantity of 
goods on hand or bought and not yet received 

One page being used for one kind of mate 
rial or size avoids confusion. Should new 
classes or kinds of material or additional] parts 
be added to the list these pages can be added 
and interleaved in proper places in the loose 





Returned Material 
on Requisition No.. 
Date 190.. Mfg. No 
Received from Workman No. 


Quantity MATERIAL OR ARTICLES 


Issued on but not used for 
Requisition above 
Form XXII 


Store Keey er 











leaf system and still preserve the order of 


class, alphabet or other sequence as may be 
desired. 

Periodical count is made of each bin, pile 
or box of material, parts, etc., say, once every 
two or three months to check the stock as 
shown at the time by the stock ledger 

These counts are arranged so that only one 
or two lots need be counted on any one day 
Frequently when any one lot is low the verifi- 
cation may be quickly made and in time the 
store room clerks will need no reminder to do 
so but having a just pride in their work will 
be anxious to keep the stock accurately and in 


good check 














with the surplus of material, with number of 
job, etc., to storekeeper who receives the ma 
terial and turns in this credit material ticket 
(form 17) to stock keeper for entry on his 
ledger just as if it had been purchased. He 
in turn hands credit ticket to cost clerk for 
entry on the duplicate job ticket 

If more than one requisition has been filed 
for one class or kind of material he enters in 
his stock ledger in short or in the column 
headed “quantity issued” with date and job 
order number. He carries total quantity of 


these tickets daily to column headed “total is 
sued” which shows total quantity withdrawn 


PLATE XXXV. 


Return this to office promptly 


ACME MANUFACTURING COMPANY 


Order No 
To Receiving Clerk—Memo of goods to arrive Shipped 190. .Inv. No 
By From Via 
Case No GOODS SIZE Ind. Wt. Our Wt Remark: 
( Mail, ) 
Date Received . LOO Via - Express or» $ Dr'vage$ 
: \ 
‘ROR. Frt 
Receiving Clerk 
Fillin space on arrival of goods. Note conditi n remarks if broken, badly packe I € Check 
juantity if correct, otherwise ring the figures, putting correct figures above Note freight paid by 








NOTICE TO RECEIVING CLERK OF GOODS TO ARRIVE 


























INTERESTING COURSE IN RETAIL 
SALESMANSHIP. 

The Thorp & Martin Company of Boston 
Institutes Series of Lectures for 
Benefit of Sales Force. 

HATEVER 


benefits the salesman 


as 
a salesman. This 
applies to any The better 
and more capable the man, the more dig 


and capacity as 


employment. 
usefulness he lends to his posi- 


nity and 


tion 
In appreciation of these facts the Thorp 


& Martin Company, commercial stationers 


of Boston, has formed a class among the 
members of its sales force and instituted 
course of lectures. 


Concerning this new departure, Frank 


W. Bailey of the Thorp & Martin Com 
pany writes to Office Appliances as fol 
OWS 

“We have formed a class among our 
sales forces and we meet every two weeks 
in our store at 6:15 for a lecture. The 
course comprises fifteen lectures, some of 
which given by Mr. Sholar, who was 
formerly connected with the Sheldon 
School, and others given by Dr. Black- 

rd, wil has mad scientific study 

iracter reading 

“We have had two lectures so far from 
Dr. Blackford, and in those two lectures 
we have had outlined for us ideas which 
should give us ability to tell from the gen 
eral make-up of a person when he enters 
the store what his temperament is and how 
we can best handle him 

“Mr. Sholar’s lectures are along the line 
of character building and perfect salesman 
ship He is a man enormous personal 
magnetism and thoroughly equipped with 


his subject and the power to impart it. 


[The course also includes fifteen lessons, 


ind for each lesson we have to answer 
five questions which pertain to the lecture 

“We can safely say that we are finding 
the course instructive, as well as highly 
enjoyable; we are learning some new 
things We notice that on the morning 
ifter the lecture there is a good deal of 
ymparing notes among the salesmen on 
the floor, which shows that the matters 
presented to us are taking some hold. It 
1as been recently remarked by an expert 
salesman vw travels all over the coun 
try th r sales shows education 
nd training 

“The expense of t course is defrayed 

| by the Thorp & Martin Co. and 
If by e members the class. 

The ig ist of a few of th 
ibject lectur Man as Merchant 
[The Customer; The Tactics of Selling; 
The S Hin \ Man’s Dynamo; 
S e Money Making Qualities; Habits 
Master r Mastered Rad Health; TI 

, 1] £ 

\ man is never too old to learn, but 
sometimes he is too young to realize it 


; 
' 


a man strengthens his position | 
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Extensive Magazine Publicity is Daily Increasing 
the Sale of this Justly Popular Line 


The YW Swinging 


Attachable Desk Stand 


Sells 
locks the 


compact in corrugated box 


sight Special 


on 


room. 


storage 


A 


(Patent : iddre 
Applied For he fact 


AS 


MONROE MICH USA 


stand at any angle 
Easily Assembled. 
enameled, 


nic kel-plated. 


mahogany. 


The ftv 


Popularized the small card 


letters 


the deale1 


MMUnTCAILOP 









Popular 
Sellers 














locking device 
Shipped K. D., 
Occupies a minimum of 
Metal parts black 
copper 


oxidized or 


Tops, golden oak or 





“Midgets” 





index outfits. Made in 14#x3, 
24x4, 3x5, 4x6 and 5x8 sizes, 
with cover or open. Golden oak, natural beech or 


birch mahogany. 


of fel Solid Oak Letter Files 


Finished Golden or Weathered Oak 
file holding 20,000 
Net 


handsome, substantial 


Roller-bearing, dust-proof drawers. 
a liberal profit. 


Write NOW for our complete catalog. 


The “# Manufacturing Co. 


MONROE MICHIGAN 
NEW YORK OFFICE 
108 Futton Sr. 
A. H. Denny, Mgr. 
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The’ Germless” Glass Telephone Mouthpiece 


UNIVERSAL ATTACHMENT — FITS 
THIS DEVICE made of clear crystal GLASS is intended to replace 


posi 





135 Adams Street, - 


he black rub 
serms an ideal breeding place. 

It has received the cnthaaleniin endorsement of Doctors. Bacteriolo- 
gist 30oards of Health and Telephone users wherever introduced, 
and IS APPROVED BY ALL OPERATING TELEPHONE COM- 
PANIES. The glass part can be instantly removed for cleaning. 

It less liable to breakage than the hard rubber mouth piece and 


tively gives better telephone transmission. 
There is indisy 

most 
This is a brand new article. 


supply hi 
n the 


them. 


The Commercial Appliance Co. 


ANY PHONE. 


er mouthpiece in common use, which furnishes all sorts of 


sputable proof of the presence of dangerous germs in al- 
every telephone mouthpiece 


All the first-class stati and office 
ises in Chicago sell them. Every dealer in every city and town 
U.S. will want to sell them when they know how easily they 
and the big profit they can make. All telephone users want 
Sample and terms 25¢ postpaid. Write for the Agency. 


> = Chicago, Hl. 
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Advertising For Stationers. 


T IS a fact that of all the retail busi 

nesses, the stationer does less adver 

tising than any other. While the news- 
papers are filled with large displays of the 
department store, the millinery house, and 
the grocer, there is very seldom anything in 
the way of stationery advertising. A num- 
ber of stationers when asked about this 
said, “What is the use of advertising. We 
all carry about the same make of pens, the 
same kind of blotters, and the same kind of 
ink, ledgers, etc., and everybody knows 
that, and so what is the use saying, 

‘Go to Jones’ for Blakely Pens,’ 
when Smith carries the very same brand 
Everybody knows that at a stationers you 
can get pens, etc., without having their at 
tention called to it.’ 

Now we believe there is as much reason 
for advertising stationery as any other busi 
ness. The things these people say about 
advertising may be said about any other 
business, but these other businesses adver 
tise, and the more successtiul a business thx 
‘more money it spends on printer’s ink 
ps An analysis of the advertisements of th 
most successful busiféesses, we believe will 
«show that those businesses whose adver 
tisements are the most unusual or different, 
are the most successful, and we think also 
that the reason why the stationer has not 
followed the example of the department 
store and the others in doing more adver 
tising, is because the advertising of the sta 
tioners as a rule has been so constructed 
that the results have been disappointing 

We want, therefore, to consider the ques 
tion of advertising for stationers, more 
from the mechanical standpoint in its re- 
lation to copy, general layout, etc., rather 
than with regard to the question as to what 
mediums is the best to exploit the sta 
tioners’ wares. 

The question of the advantages of news 
paper advertising over circulars or billboard 
has already been thrashed out. There have 
been so many arguments for and against 
each of these mediums in the press and in 
advertising meetings with so little progress 
made toward convincing any one of their 
particular advantages, that we do not feel 
like burdening our readers here with any 
thing pertaining to the relative merits of 
these mediums. 

Sufficient to be said, that a good adver 
tisement is productive any place where your 
prospectives will look 

We believe, there is not so much money 
wasted in selecting the wrong medium as 
in using the wrong kind of advertisement, 
and that the reason why the stationer has 
not found his advertisements more produc 
tive is that he has used the wrong kind of 
advertisement. 

It is true that an advertisement simply 
Stating the fact, that so and so, has this or 
that kind of stationery, and placing the 
prices opposite serves the purpose intended 
if a person is looking for just that sort of 


Valuable Suggestions Regarding Practical 
Publicity. 

By J. J. Patterson, of the Patterson-Gibbs 
Company. 


thing. For thos* persons who are looking 
for just these gooas at just those prices, it 
may do to a certain extent, 1f kept up per 
But this number compared to the 


number of readers who might be stimulated 


sistently 


by a good layout to read the advertisement, 
and send in the inquiry, is, we believe, very 
small,—so small that the advertising sta 
tioner runs his ad spasmodically, then be 
ymes disgusted and stops 

Good Advertising a Creative Force. 
The thing is to take advantage of the 





J. J. PATTERSON. 


space for which you are paying a good pric 
by using it to the best advantage 

An advertiser may claim that if a person 
is looking for a thing he will find it, but 


this is not printed salesmanship 
The good ad, like the good salesman, cr 


ites by good appearance, and good argu 


ments a desire for the product. A mere 
rder taker is not a salesman. You must 
not only show the advantages of your 


ticle or articles, but they must be shown 
1 manner sufficiently strong to at least in 
duce the prospective to inquire, and that is 


i big point won (An ad is like the first ap 


proach of a salesman His main object, 


usually is first to interest the prospective 
sufficiently to investigate the goods. It is 
the same with an ad. If it is presented in 
such a fashion that it stimulates enough in 
terest to get the inquiry or investigation of 


the prospective, it has served its purpose 


There is so much printed in the 


1 


papers and magazines to-day, so much 


tends to distract, that we realize that 


not any easy thing to get the attentior 


the reader to an advertisement 


\dvertisers themselves, in order to bring ' 
their ads into prominence vie with each 
other in getting out something more wu! 
usual than their fellows. Competition 
the eye is indeed very keen and it is only 


vantage of the unusual, which can hope 
find favor by getting the attention o 


reader 


And it is for the guidance of those 
wish to get up advertisements which 
it least share to some extent the rea 


attention that we are giving here a 


simple rules that have been used by 
f the most successful advertisers 


country 


Some Suggestions as to Advertising Copy. 


those advertisements which possess the 


r tne 





In the first place, in your ad it is neces 


sary to attract the reader’s attention J 
is done by b proper display lin 
a good picture And it is this featu 
picture advertising on which w 
to dwell particularly 
\ good pict ‘tleing up vi 
text tells the story at a glance, an 
sti the argument Anybody can under- 


stand a picture and on this subject 


; 


advantage of pictures we would quote 


Mr. Arthur Brisbane, of Chicago Ameri 


editorial fame, who wrote as follows 


member, in preparing your advertise1 


+ 


that you must find a way into the 


man, as a burglar finds his way to t 
side of a hous You must go thri 
open avenues otf entrance; there ts 
if trying to go through a brick wa 

contused, pretentious, long-drawn 
erary style simply means an effort o1 


part to torce your way intO a mans 


through a brick wall. Try first for his eye. 


Any thought presented to the ey: 


taken in readily Hence the maker 
ture books for children—children 

our minds well In political wart 
striking cartoon 1s worth a thous 


umns of solemn editorial.” 


Che picture is usually the first 

a reader | of your ad, and first 
sions are always the strongest. The 
then, in order to interest the read 
catch tl 1 attract tent t 
eading But it is not ) 
sary to cat e eye \ favorab 
sion must be created. For exampl 


in illustration advertising a fine s 


showing wwn about to strike 


with the phrase, “Do it now N 
catches the eye, but it isn’t go 

ing, because while you remember the 
you don’t remember the article adve 


It is simply a pun, and when us: 
vertising fine soap, or stationery, s 


d is in bad taste 


ort 




















Avoid joking except on rare occasions 


Unpleasant pictures also should be avoided, 


excepting in showing contrast, for example: 


results of using a poor pen and one using 


a good pen. Although before and after 
pictures have been used over and over, they 
are always good, because they tell the story 
at a glance without the use of many words, 
and right there is a big advantage, of the 
use of pictures 

If you were sending a telegram you would 
convey the meaning in as few words as pos- 
sible. So, in the information contained in 
y raph it, not literally of course, 
but don’t use any more words than are 
necessary to convey the idea effectively 
The right picture will do this better than 
anything else 

Pictures showing bad conditions on ac- 


count of using some other article are always 


good. Simplicity in pictures is very im- 
portant. All curves, ornaments or heavy 
borders, or anything else which tends to 
detract from the main idea, desired brought 
out, should be avoided These tend to ad 
vertise tl rtist’s skill but not the product 
The picture then, should be one calculated 
to attract, to impress the reader favorably, 
and to make strong the argument. It 
should al tell as much of the story 
possible People to-day haven't time to 
wade tl 2 lot ted matter, and 
probably for this reason that pictures 


are used now more than ever, for pictures 
‘talk” better than words 

In the reading matter a good many of the 
the illustration are ap 
plicable to the type matter. Above all the 


element of simplicity is necessary as in the 


illustration All ornaments, fancy letters, 
rules, except on rare occasions, should be 
cut out [ype displays are usually very 
poor, and a great many advertisers imagine 
that a good display depends on the use of 
i iny different styles and sizes of type 
is possibl [This all tends to complicate 


and confuse the mind, weakens the argu- 
ment, and makes reading the ad difficult 


Everything should be done to make the ad 
simple and easy to mprehend. For this 
purpose spacing between thoughts is al 
ways g 

Lower se letters are better for displays 
than all capitals; inasmuch as most of our 
reading is done in lower, our eye is accord 
ingly trained to that kind of type rather 
than all capitals. It is of course permissibl 
to the type 1s ill capi 
tal y 

In conclusion, we would say that thes 

eaned from 
methods pursued hy come of the largest 
idvertisers in the country. The men were 
without exception, practical business met 
nd abov ll salesmer Good advertisin 
iship, and 
f the stationer follows to a certain extent 
the same methods he uses in getting tl 
ct terested | should, with his 
kt ture, be a good ad 
like 
, USI y 
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If You Care 


what it costs you to impress 
your correspondents favor- 
ably—to have a paper in 
your letterhead that gives 
dignity and force to your 
message — if you care what 


it costs 





Twenty-five Specimen Letterheads 


showing the new Linen Finish, the Medium Finish and 
the High Plate Finish in white and the six rich colors of 


CONSTRUCTION 


Best at the Price 





BOND 


This is the business correspondence paper that makes 


Impressive Stationery at a Usable Price 


Construction Bond, you know, is sold direct to responsible 
printers, lithographers and engravers, never through jobbers, and 
only in case lots of 500 pounds. This cutting out the jobber’s 
profit, saving the expense of handling small lots, and steadfastly 
maintaining the quality has made Construction Bond the 
Standard of Value in Business Correspondence Papers. 


Your printer, lithographer or engraver can supply Construction Bond if he 
wants to give you best value. If he refuses, write us on your business letter- 
head for the names of some in your locality, who will supply you. Better write 
anyway for the Portfolio of Specimens — engraved, embossed, lithographed and 
printed by producers of high-grade stationery who recommend Construction Bond 
as the best money’s worth they canoffer. Write today on your business letterhead. 


W. E. WROE & CO., 300 Michigan Boulevard, Chicago 











@ The above advertisement is one of a series we are running in 
leading business and general magazines as an aid to dealers who 
handle our lines. 

@ All inquiries are referred to the dealers in the territory from 
which they come. 

@ The number of ‘‘Construction Bond’ users is increasing every month. 
q Stationers, Printers and Lithographers who are not acquainted 


with our “‘case lot’ plan should WRITE TODAY. 





‘W.E. WROE & CO. CHICAGO 
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Pencil Tariff Policy Discussed. 


ECENTLY the Boston Stationers’ 

Association issued a letter to various 

associations embraced in the Na- 
tional Association of Stationers and Manu- 
facturers, requesting that they sign and 
send to their respective senators and rep- 
resentatives an enclosed request that “the 
rate in the tariff bill at present under con- 
sideration be 45 cents per gross specific, and 
that the ad valorem rate of 25 per cent be 
dropped.” 

This request was received by the Chi- 
cago Stationer’s Association in due course 
and a special meeting was called on April 
26 to consider it. After full discussion it 
was agreed that it is now too late to send 
any such request to Washington, nor would 
such action be advisable in the absence of 
full and specific information as to why the 
change in the pending bill is demanded. The 
association therefore instructed President 
Gobbs to forward a letter to the Boston as- 
sociation, embodying the views of the Chi- 
cago organization. 

The Boston Letter. 

“The stationers of the United States have 
found that the recent changes in prices 
made by the lead pencil manufacturers make 
it very difficult to realize a living on their 
sales. 

“Within a few years, it is well known, 
that the low-priced pencils have been ad- 
vanced in price, in one case from 60 to 90 
cents per gfoss; in another from 55 to 85 
cents per gross, and the medium priced 
pencils (which were formerly retailed at 25 
cents per dozen, or $2.50 per gross), from 
$1.30 to $1.80 per gross. 

“This large advance in price is not justi- 
fied by the increased cost of production, but 
on account of the unity of action on the 
part of the American manufacturers and the 
nearly prohibitive tariff on the medium- 
priced pencils, the commercial stationer 
finds himself helpless. 

“The tariff bill now under consideration 
increases the specific duty from 45 to 50 
cents per gross, and leaves the ad valorem 
rate at 25 per cent, as in the present law. 
We feel that material reduction should be 
made in the new tariff bill on the duty of 
lead pencils, and invite you, if you approve, 
to join with us in sending to your repre- 
sentative and senators a letter similar to the 
enclosed.” 

Chicago’s Reply. 
April 26, 1909. 
The Boston Stationers’ Association, 
Mr. Geo. E. Damon, Secretary, 

Dear Sir: Your letter of April 16 request- 
ing this association to join with you in a 
movement to influence a reduction in the 
alleged excessive import duties on lead 
pencils came duly to hand. 

A special meeting of the executive mem- 
bers of the Chicago Stationers’ Association 
was held this day at noon, at which this 
matter was exhaustively discussed. 

By unanimous action of the meeting I 
am directed to send the following reply to 


Boston Stationers Request Action by Chi- 
cago Association, but Suggestion is 
Declined as Inexpedient at the 
Present Time. 


your communication and to submit copies 
of it to the trade press: 

You inform us that the tariff bill which 
was framed by the House of Representa- 
tives and is now under consideration by 
the Senate, provides for a duty on lead 
pencils amounting to 50 cents per gross 
specific and 25 per cent ad valorem. 

Your letter in its opening statement in- 
fers that the stationers of the United 
States have neglected to take their profit on 
the increased cost of ‘the domestic goods 
and for that reason—and apparently for 
that reason only—we are asked to use our 
influence with our representatives at Wash- 
ington to induce them to favor a very radi- 
cal reduction in the import tariff on the 
foreign goods. 

In the first place, we are inclined to think 
that the statement that the stationers in 
the United States have failed to realize a 
living profit on their sales of the domestic 
goods cannot be substantiated, nor do we 
think that any reduction in the tariff will 
have the effect of inducing dealers who 
have failed to take a profit on their sales 
to make any change in their policy. 

While we are to an extent in sympathy 
with the foreign manufacturer who is find- 
ing it difficult with the heavy import duty 
to introduce his goods in this country in 
competition with the domestic manufac- 
turers, we do not think that the plan sug- 
gested is the proper one to effect the de- 
sired remedy, nor do we think that the time 
selected is the right one. 

This movement should have been started 
a year ago instead of being taken up at the 
eleventh hour upon the ex-parte testimony 
of a foreign manufacturer by a local asso- 
ciation which is an integral part of our na- 
tional organization. Such action—while un- 
doubtedly not intended—unfortunately has 
the appearance of an attack by one section 
of our national organization upon another. 
Had the movement been started a year ago, 
the national organization could have ap- 
pointed a committee to investigate and ob- 
tain facts upon which the members of the 
organization could have intelligently acted. 

We must not overlook the fact that the 
present tariff bill which is now being con- 
sidered by Congress has been before the 
Ways and Means Committee of the House 
of Representatives in the process of framing 
for a long period, during which both do- 
mestic and foreign manufacturers have 
been given ample opportunities to fully pre- 
sent their cases. In addition to this, the 
Government has had its agents at work 
gathering information both in this country 
and abroad. The entire matter has been 
carefully considered from both the view- 
point of protection to the domestic manu- 


facturer and income to the Government, 
and the action finally arrived at determined 
upon the facts submitted. 

It therefore seems to us presumptuous at 
this late date without any substantiated 
testimony to guide us, to request our sen- 
ators and representatives to use their in- 
fluence to change a duty arrived at by the 
careful process described, for the only rea- 
son which we are able to advance, namely, 
a neglect on our part to take a profit which 
we should have asked. 

In other words, this whole question ap- 
pears to us to be an issue between the 
manufacturers of the goods, and as both 
the domestic and foreign manufacturers are 
members of our National Association we 
should hesitate to recommend any action 
that is to help one class to the injury of 
the other, especially when the grounds for 
such action appear to be so totally inade- 
quate 

Aside from any question of equity in our 
consideration of the matter which may be 
due to the manufacturers mostly inter- 
ested, we must not forget that the Ameri- 
can protective tariff which has been in 
force for so many years has brought about 
a very radical change in industrial condi- 
tions. 

It has occasioned an advance in the costs 
of all classes of goods, both imported and 
domestic, embracing the entire alphabet 
from A to Z, which has wrought a de- 
cided sympathetic effect upon the item of 
labor. 

The laborer has to pay more for the cost 
of his living and is consequently drawing 
higher wages than before the adoption of 
our policy of protection. The consequence 
is that our manufacturers are paying more 
today for their labor and raw materials 
than at the time when the advanced costs 
of their goods were adjusted and there is 
reason for grave doubt as to whether the 
profit of any manufacturer on _ to-day’s 
prices is any larger than it was in the old 
schedule before the adoption of the pres- 
ent protective tariff. It can readily be seen, 
therefore, that a reduction of the tariff on 
any one line of manufactured goods with- 
out similar reductions on all the raw ma- 
terials entering into their construction, 
would be a matter of serious import and 
one which might disastrously affect the in- 
terests of every dealer handling the gods 
as well as the manufacturer making them 

This phase of the matter has been given 
careful consideration by the committee 
having this bill in charge, and for us to 
jump hastily at the requested conclusion 
without the opportunity of giving careful 
study to the relative points in the case 
would be a very foolish action on our part. 

We therefore regret that we cannot see 
our way clear to joining with you in the 
suggested movement. 

Yours very truly, 
(Signed) Fletcher B. Gibbs, 
President Chicago Stationers’ Association 
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Without s and t system is incomplete. Without S & T Loose-Leaf Books, 
any office system is incomplete. You supply your customers with the cogs in 
their office systems---don’t forget this important cog. 

Let S & T Loose-Leaf Books take first place among the books you now 
sell, whether they be bound or loose-leaf books, and you will discover that 
nothing can ever take the place of 


S@T 
Loose- Leaf Books 


Their loose-leaf feature is:-but one of the many features that make them in- 
dispensable to the perfectly systematized office. This is a fine talking point-- 
explain that the mechanical adroitness, ease of operation and perfect accuracy 
of action, yet simplicity of construction of the loose-leaf device is in itself a 
big feature. The quality of material and workmanship entering into the con- 


struction of all parts of the 8 & T LOOSE-LEAF BOOKS distinguishes 
them from ordinary loose-leaf books. 

Even the well planned and executed printing of the leaves puts the finishing 
touch to a truly perfect set of bookkeeping tools. 

If you would complete your selling sy=-em, add S & T. 


Send for our Catalogue of Loose-Leaf Books. It is FREE. 
And let us send you, too, our prices to dealers and special 
profit making offers. 


SIEBER & TRUSSELL MFG. CO., 4001 Laclede Ave., St. Louis, Mo. 
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‘Room for 


O better opportunity was ever of 

fered the American office appliance 

dealer and stationer to make sure of 
a profitable business now and for the fu- 
ture than by securing a good agency for a 
standard line of office appliances, typewri 
ters or office furniture. The office appli 
ance business, the office furniture business 
and even the typewriter business, compara 
tively speaking, are in their infancy in 
America, and golden opportunities are now 
being offered to enterprising men, which 
will be hard to obtain after the lapse of a 
few years. 

Throughout the United States, in every 
small city, village and hamlet, wide-awake 
dealers are beginning to realize the im 
mense value of having their names associ 
ated as representatives with some stand 
ard line of typewriters, adding machines 
or duplicating devices, or as local agents 
of a well known line of office desks, or 
furniture Dealers everywhere are awa- 
kening to the fact that if they are to com 
bat the mail-order business their best wea 
pon is to be able to be on the spot with a 
better typewriter, a better duplicating ma 
chine or a better desk than that shown in 
the seductive catalogue, and by being able 
to demonstrate the merits of the article 
they represent convincingly to the prospect 
ive buyer. 

At the present time there is not one deal 
er in a hundred who is doing all the busi 
ness he could do were he to secure the 
representation of additional lines, which 
could be handled just as easily or, by sell 
ing by sample only, more easily than many 
of the goods with which his shelves and 
store rooms are now stocked With the 
advent of the rebuilt typewriter the field of 
the office appliance dealer and stationer in 
the smaller city has been immeasurably en 
larged As a rule, reasonable commission 
terms can be made with representative mat 
tacturers, enabling the responsible dealer 
to display a variety of typewriters new and 
old, at various prices, an adding machine 
and a duplicating device, while a standard 
office desk in his office will not only greatly 
add to its appearance but will enable him 
to sell other desks of the same kind by 
properly proclaiming the advantages and 
merits of the one he is using 

How a Locksmith Succeeded. 


f what can be done 


As an illustration « 

by the enterprising hustler in the offic 
ippliance field, the writer has in mind tl 

example of a locksmith in one of the smal! 
er Indiana cities who has succeeded in 
building up a handsome business by taking 
the agency for a standard line of safes. Ten 
years ago nearly every safe in the little 
town and in the surrounding territory for a 
radius of fifty miles was sold by traveling 


agents of the safe companies who visited 
the town at distant intervals, made a few 
inquiries and, figuratively speaking, barely 
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Good Agents and Agencies 


Dealers Should Secure Good Agencies Now. 
It Means Big Future Profits. A Good 
Field for the Hustler Who Can 
Sell Typewriters, Office De- 
vices, and Office Fur- 
niture. 


By C. A. Bergman. 


scratched the surface ore under which were 
such golden returns only waiting to be 
brought forth. The locksmith had but a 
little two-by-four shop, and not enough 
business to keep him at work. His capital 
consisted only of a reputation for honesty, 
plenty of pluck and enterprise, and a cer- 
tain inborn quality of being able to ferret 
out opportunities for the sale of safes 
Whenever 2 new _ business was _ start 
ed in that city or a firm enlarged, J—— was 
on hand to talk safes, and he usually talked 
to good effect. A born trader, he was able 
to make terms with the most obstinat: 
merchant for the exchange of his old safe 
for a new one where this was necessary to 
close a deal, and he seldom lost a customer 
In the course of a few years, although most 
of the business men hardly even knew the 
surname of J . before his embarkation in 
the safe business, they had learned to as 
sociate his name with that of the big east 
ern safe manufacturer whom he represent 


ed, and whenever any repairs were to be 


made, combinations changed or similar 
work to be done, J was on the spot 
for he had mastered the intricacies of safe 
mechanism and was “dependable.” In fiv: 
years from the time when the agency had 


been given him he had secured a big store 


m on one of the principal streets, had 
been entrusted with a full sample line « 
safes, large and small, and had 1 


necessary to employ a salesman or two t 


issist him in his business He had mere] 


grasped an opportunity, and realizing tl 
possibilities, he had worked for success an 
uined it He not only sells safes in tl 
little town where he started, at the present 
in but covers a territory extending overt 
radius of fifty miles from it also. He hi 
business which will continue to grow witl 
very day, for 1 better line of safes is 


manufactured than the one he represent 


This is but an example of what can b 
done by any enterprising dealer at the pres 
ent time The great thing is to be awa 
f the opportunities for the sale of moder 

ce appliances, which are occurring dail 

vervwhere Nowadays it 1s not alone f) 


bie business man who uses 


nd the other omece devices V} ere 1s? 
ountry merchant who would not pride hit 
elf on being able to send out a neat type 
written letter from his store t ustomers 
and to the firms from whom buys. Wher 
he has been shown that a good duplicating 


device enables him to get out market ri 
ports, price quotations and trade announce: 


‘ 


ments to his customers at a fraction of tl 


cost of the old method, he is certain to put 
in the duplicating device. When the mod 
ern office desk, with its convenient ar 
rangements and handsome finish, has been 


seen in the office of his friend the doctor 


icross the street, a sale is as good as made 
by the enterprising desk representative. The 
trade papers, the daily newspaper and the 
catalogues from different manufacturers 
have taught him to look for quality instead 
of cheapness, and with a sample before his 
eyes, he is almost sure to give the enter 
prising agent an order when such an article 
is needed. 

Nor should the dealer become discour 
aged because some big firm in his town 
has apparently monopolized the sal 
office appliances, accessories, typewriters or 
office desks There is always room for 
another line, and competition is the life of 
trade. The little city does not require tl 


the agent should have a big store, carry 


f 


big stock or give his entire attention to th: 
sale of office appliances. A stationer wl 

has but a little store room and a small 
stock can carry samples of enough lines of 
office appliances, carbon papers, typewritet 


ribbons, typewriters, etc., to return him 


handsome line of profits if he keeps his 
eyes open for opportunities. This is sin 
plified where the dealer is a good mixer, and 
is everybody knows everybody else in tl 
small town, such knowledge is easy to a 
quire. The dealer who has permitted th 


mail-order houses to monopolize this line 


+ 


of business in his own town has no one 


} 


blame but himself 


PROGRESS IN ENVELOPE MAKING. 


[he first envelopes to be cut and folded 





machines were in England in 1844 In 1848 
Dr. Russell L. Hawes, of Worcester, Ma 
invented tl first successful enveloy foldin 
machine in the United States 
[his t great extent was 
riginal Engl design. These machines w 
ynsidered wonders of their tim It g 
they had a capacity for turning out 
thousand folded envelopes 1n a day 
In 1854 \ n named Puff 
hin passed all t 
l id " folding, but g g 
12.000 ¢ ¢ { single dav 
‘ side nit \ 
Al f these machines ar¢ 
g x t Worcest M 
El xh i ind wh« 
t ' f the | S 
I Cl \ i \ 
f 75,000 a folded « 
iTg \ le t 
xamp yon ful { g 
) ve g 1 
Id 
ged g 
ny I mes grows to ‘ 
t { g t another deluge 
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A Man Who Has the Agency 


tor the Globe-Wernicke Line 
Has an Asset Worth Banking on 


If his customer wishes Steel Office Equipment, , 
If he prefers Wood, 
If he asks for Upright Sections, 


If he demands Horizontal Sections, 


igen st variety made by any concern im 


If he is particular about Stationery and Cabinet 
Supplies, 
went knows tha ympany will satisfy him. 

If he is an irregular buyer, 


ve-Wernicke / i p his steady patronage. 


If he demands ; guarantees on | future shipments, 


1tch are the largest in the wi wid, 
rest given by Dun or Bradstreet— 
pments 


If you 1 do not enjoy the service yer security that 
will take care of your future as well as present 
business, get in touch with 


The Globe“Wernicke Co. 


CINCINNATI 
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Ribbons and Carbons 


have created a spec ial de 
mand for Indeliba quality 
in every locality where 
typewriters and carbon 
paper are used. 


INDELIBA 


Hard finish varieties of 








carbon paper appeal to 
the particular trade 
Hundreds of dealers have 
built up a paying business 
with our carbon papers 
alone. The favorite car 
bon paper with the mer 
chant, banker and busi 
ness man generally 


INDELIBA 


Bichrome and Trichrome 
ribbons are made in a 
variety which ensures the 
dealers’ order being filled 
every time. We are never 
“out” of any ~t Rib- 
bons for any machine. 
Our specific formula guar 
antees colors and durabil 
ity seldom equaled 


Better get our prices to 
day. It will mean a big 
increase in prosperity for 
your ribbon and carbon 


department. 
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Indeliba Mfg. Co. 


ROCHESTER,.N.Y. 


_——— hi enietialil 
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(By Special Correspondente. ) 


Altoona, Pa. 


fhe new stationery and art stor ir W 
H. Bartle, at 1500 Eleventh avenue, was 
ypened to the public recently, and those 

had the privilege of entering beheld 
of the prettiest stores in the city lt 

Idition to the improvements to the inte 
rior, the show cases and fixtures which hav 
been installed are of the latest model 

Bordentown, N. Y. 

\rticles of incorporation have been gr 
ed by the Secretary of State to the Colum 
bia Envelope Company, of Bordentown. TI 
company has an authorized capital stock of 
$25,000. It will manufacture envelopes, pa 
pet b: gs, general paper goods, etc The 1 


orporators are William H. Rife, John Her 
lerson and George W. Swift, Jr 
Hattiesburg, Miss. 


Hattiesburg Stationery Company, Hatties 


~ 


burg, Forrest county, capitalized at $10,000 
J. S. Lea, L. I. Cherry and othe 
Milwaukee, Wis. 
(On the charge of having burelarti 
tationery store of Henry Rate wicz, 10 
Wright street, Milwaukee, three times with 
in one week, Stanley ac was arrested in 
Chicago recently by Milwaukee det: 
Pat rS\ has contesed to the police 
Milwaukee stationery dealet 
interested in the movement in the Comn 
Council for the repeal of the city ordi 
llowing a three-foot leeway f . 
ther obstructions Several dealers wer 
rced to tear down their large signs about 
year ago when the first sign crusade 
struck the city Smaller signs were tl 


rected and indications are now that evet 
these will have to come down, resulting 
little expense. The Milwaukee City At 
rney 1s conducting a th 
gainst all street obstructions, and the de 
ision has been rendered that 
toot leeway ordinance is illegal 
. 
Jabez M. Smith, one of the oldest stati 
ry and news dealers in Wisconsin, recent 
celebrated his seventieth birthday 
home in Milwaukee Mr. Smith is a native 


New York state and came to Milwauk 
1852. only seventeen years alte! t] tin 
vhen Milwaukee was an Indian villag 
ntier trading post 
Hoeschler Bros., well-known druggist 


|} and stationery dealers of La Crosse, Wis 
| have sold their stationery and book depart 
ment to E. J. Evans, who will conduct 
business as a department of the City Book 
| ind Drug Store, at the corner of Main and 


Fifth streets The change was made in o1 


der that Hoeschler Bros. might d: 
time to their drug interests 
North Adams, Mass. 

Frank Tilton-Martin, Inc., North Adams 
general stationers; capital, $5,000 Pr 
dent, Edson M. Hodge, North Adams 
urer and clerk, Frank T. Martin, 419 Chu 
street; attorney, Enoch H. Beer, } 


Plattsmouth, Neb. 
W. C. Irwin has sold his stationer 
to J. W. Larkin, of York 
San Francisco, Cal. 
Milton Bradley & Co., large deal 


school supplies, have moved from Groy 


street, near Van Ness avenue, to 575 Market 
street 
The Schwabacher-Frey Company is figut 


ing on a number of large contracts for offi 
supplies and stationery 
x * 
Isaac Upham & Co. have added a numb 
of salesmen to their force this month, 





expect to put on several more as soor 


possible 


Suffolk, Mass. 
Suffolk Printing and Stationery Comp 
Inc., Suffolk. L. P. Jordan, president 





G. Brothers, secretary; J. B. Pinner 
urer—all of Suffolk. Capital: Maxi: 
$15,000; minimum, $1,000. Objects: Print 
ing business 
BIG COMPANY ESTABLISHING 
AGENCIES. 
The John C. Moore Corporation 
Rochester, N : manufacturers 
“Moore’s Modern Methods” and loose 
binders, are meeting with much success 1 
establishing new agencies for their prod 
ucts. Th rrangement with agencies 
iberal They state that they have 
exchange proposition, including the 
change of any stock goods, at any timé 
ong as the agency requirements 
served 
The company is now establishing ager 
in the smaller towns, some with popu! 
s low as 600 
The company makes exclusive ag 
nly one in ¢ city or town. In the « 
f changing an agency at any time the ] 
©. Moore Corporation buys back 
stock carried by the agency. This feat 
embodied in their contract. The 
pany says that a desirable featur 
“ls, among other things, is that they ar 


patented nd purchasers must 
Moore sheets in order to get 


Before the Moore Corporation madi 
ttempt to establish dealerships they 
up a big demand for their goods 
now ready to turn this demand over 


1ade to their dealers. They stat: 
new agencies are now being establis! 
the rate of four a day, and invite 


write them for terms 




















A MECHANICAL MEMORY. 





The § Valker Company, of Mus 

2 | re t ome very 

‘ ] hey Ca J 2° 
ver S \ by the 
] | x Oo be st jt é 
i W ik golden set 
vl i as 

I 1 not try t 
member what he’s to do at some futur 
| Jogge 

| port ! ahead In 
Jogger instead of trying to remember them, 





al lp but prevent a poor memory 

from ch ng the best of us out of a good 

deal—a deal which should have had atten 
bu forg 

I ry supplies trad: 


el] ot ot these outht 


MORE BAER FACTS. 
Another breezy littl 


circular from the 


Baer printery at Canton, Ohio, has just 
mk I volume three, and 
full matter and pertinent sugges 

tions the B past masters in 

gettin One of the pertinent par 
gi the “Thaw out, 
stretch yourself, perk up, rub out the writ 
kl t sunshine, reve 
in g vt put some gingere 
ly vi 
W I Baers 
pacity tor handling business, 
for t the n 
pa } k ice 

tr) nen d 

prin 

unsury | 
® t ndl 

; nr 5 
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For Forty Years Discriminating Buyers Have 
Voiced Judgment in Favor of Weston’s Linen 
Ledger and Record Papers. 

A book made of ‘‘Westons’’ for use on your 
desk, or for sale on your counter, will enlist you 
in ‘‘Weston”’ majority. £ 

From the selection of the stock in the rag 
room, through duster, beater, fourdrinier, calender 
and cutter—throughout the entire complex proc- 
ess of manufacture to its preparation for ship- ‘§ 
Weston product shows the influence of our 


> s S 


ment 


40 years experience. 
Through their use the perpetuity of the records 
of the nation—state—county—municipality and 4 
. - . . \ 
business of every kind, is assured. 1, 
By common consent of users and makers of 
account and record books—both the ‘‘old-line’”’ 
and record and ledger papers are 


divided into two classes 


Weston’s and the Others 





‘‘loose-leaf,’’ 











| Byron Weston Co. 


Dalton, Mass. 
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Where the Tariff Bill Hits Office Supplies 


O DOUBT the trade will be inter 

ested in those sections of the 

Senate’s amended tariff bill which 
apply to duties upon articles sold or likely 
to be sold by dealers throughout the coun 
try. We have clipped out most of these 
sections from a copy of the bill sent us by 
Senator Francis E. Warren of Wyoming, to 
whom the editor tenders his thanks. The 
schedules mentioned below include type 
writers, cash registers, pens and pencils, 
playing cards, novelties, transfers, books, 
blank books and a variety of other articles 
This grouping of the sections pertinent to 
the interests of this trade is intended for 
the convenience of readers desiring informa 
tion in more concise form than the complete 
bill affords 

“184. Pens, metallic, except gold pens, 
twelve cents per gross; with nib and barrel 
in one piece, fifteen cents per gross 
“185. Penhelder tips, penholders and parts 

thereof, twenty-five cents per gross and 
twenty-five per centum ad \ ilorem; gold 
pens, twenty-five per centum ad valorem 
fountain pens, stylographic pens, thirty pet 
centum ad valorem; combination penhold 
ers, comprising penholder, pencil, rubber 
eraser, automatic stamp, or other attach 


ment, forty-five per centum ad valorem 


Provided, That pens and penholders shall 
be assessed for duty separately 

“194. Cash registers, linotyp« ind 
typesetting machines, machine tools, print 
ing presses, sewing machines, typewriters, 
and all steam engines, thirty per centum ad 
valorem 

“195. Articles or wares not specially pr 
vided for in this section, composed wholly 
or in part of iron, steel, lead, copper, nickel 
pewter, zinc, gold, silver, platinum, alum) 
num, or other metal, and whether partly ot 
wholly manufactured, forty-five per centun 
ad valorem 


“199. Sawed boards, planks, deals, id al 
forms of sawed cedar, lignum-vite, lance 
wood, ebony, box, granadilla, mahogany, 


rosewood, satinwood, and all other cabine 
woods not further manufactured than 
sawed, fifteen per centum ad valorem; \ 
neers of wood, and wood unmanufact 
not specially provided for in this sectior 
twenty per centum ad valoren 

“211. House or cabinet furniture w \ 
wr in chief value of wood, wholly or part 
finished, and manufactures of wood or bark 
or of which wood or bark is the component 
material of chief value, not specially pro 
vided for in this section thirty-five p 
centum ad valorem 

“212. Any wood or articles or forn 
wood, except those provided for in para 
graphs two hundred and six to two hundred 
and eleven, inclusive, of this section, shall, 
if subject to duty, pay five per centum ad 
valorem in addition to such duty, and shall, 
if otherwise free of duty, pay a duty of five 
per centum ad valorem, whenever any such 
wood or articles or forms of wood ar 


' 


painted, polished, grained, stained, printed, 


Pertinent Sections of Payne Bill Quoted, 
as Amended by Senate Finance 
Committee. 


1 creosoted, or prepared or treated for 


lire-proofing or waterproofing. 


“408. Pictures, calendars, cards, Ilibels, 


Haps, cigat bands, placards, and otne! 


rticles, composed wholly or in chief valu 
f paper lithographically printed in whole 
, 


lt part iron stone, metal, Or matef§gi 


other than gelatin (except boxes, or musi 
ind illustrations when torming part 
periodical or newspaper, or of bound 
unbound books, accompanying the same, 


not specially provided tor in this section), 


shall pay duty at the following rates: Labels 
nd flaps, printed in less than eight colors 
(bronze printing to be counted as thre 
lors), but not printed in whole or in part 
metal leaf, twenty-five cents per pound 


bands of the same number of colors 


nd printings, thirty cents per pound; label 


nd flaps printed in eight or more colors 
but not printed in whole or in part in metal 
f, thirty cents per pound gar bands 
t! same number of colors and. print 


ys, thirty-five cent’ per pound; labels and 


ips, printed in whole or in part in met 
hitvy cents per pound; cigar bands 
ori ted 7 whole orf mM part im meta 
ity cents per pound; booklets, s 
ents pet pound: books of papet wr other 
t | tor children’s use, not exceeding 
le + } 
; venty 1 mnces ( SIX 
p vETITIT , 1 v ne 
ils, printed in w Ie ) b 
| rocess, or decorated by 
g ; if D mound b rokle ie 
‘ part by hand by ‘s] \ 
‘ fteen cents | pound De 
7T) min r t rie ] 
bh ed wit ! i SIXT) 
' d ‘ ( ( 1! 
' ied — \ , 
| 
in be specifically pr ide 
. v pl x < ling gl t 
ndtl f one n thickness 
v cents | pound; es g eg 
‘ t . din tw t S dd 
Cr =s > 
| yr twe \ S 
; ’ ] 
i ' ‘ => _ . 
i ’ | 
Ss : 
; ot d ty be 1 
hy ‘ + ; wr ef yY ‘ 
' }, t purposes . 
ys 
4 { 1 l An 20 [ t , 
‘ p st upor paper I 
‘ ‘ shall he th . 
kness of the lithograph and th 
vl it is mounted or pasted 
: , 


409. Writing, letter, note, handmas 


nd paper commercially known as hand 


ide paper and machine handmade pap 
japan paper and imitation japan paper by 
vhatever name known, and bond, record 


iblet, typewriter, manifold, and onionskit 


yt 


ni 


al 


embossed, printed 


per every one hun 


hief value of pap 


skin papers calet 
weighing six and neé 
ver per ream, thr 


pound and fifteen {| 


but if any such pap 
; 
manner, other than by 
it shall pay te 


1 in addition to the 
vided, That in computi 


d square inches shall be 


yes not specially 
‘tion, folded or flat 


centum ad valor 


printed, tinted, 
irty-five per ntu 
kinds, bound o1 

} ] let 


nk books, sla 


ravings, photographs 


irts, music in books 


matter, all tl 


| ? 


ided for in this s 


um ad valoren 


iutograph, scrap 


imp albums, wl 


t 


P ty-five p 
A\as ! I 

mponent ma 
d with surf 
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PERSISTENT ADVERTISING. \nother sends pretty (¢ : pres sive to reach the dealer direct through 
rtain manufacturers were told that ent to his big customer and s that “ad trade magazine. A_ successful retailer 
anufacturers pay three, four, rtising.” ws the wants of the public to which he 

isand rs a for \dvertising is very different t is som ters, and can decide quickly as to wheth- 
nt in one magazine tor on thing deeper, stronger, more powerful. Ad- t would be profitable for him to order 
month tl probably wouldn't believe it rtising means going to your public wit! ertain line. The live retailer is looking 
Yet there are firms foolish enough to pay message of what you can do for then r those goods which will please his trade 
< lling your story in the mann 1 make a profit for him and he depends 
et pon the advertising and reading columns 
ind, strange to say, they don't rely on that that it may requir Sooner f his favorite trade journal to a great ex- 
isement, either, but insert adver pending on what you have to say t tent to help him in making selections. He 


tisements the same month in fifteen ot vay vou sav it. vou will wit ( ub ads the general magazines for entertain- 
twenty ther magazines And stranger t That dvertising 1ent, if he reads them at all, and it is a 
say, Si r isider sucl is is the view of an aut tv that : juestion how much time he devotes to the 


expenditurt bit foolisl but continu een paid millions and milli f dollar dvertisements. The retailer reads _ his 
mont] fter month and year after year t lvertising Those w have spent trade magazine for hints, suggestions and 
make the same payment to the same maga hundred dollars and tired fro dvice that will be of service to him in the 


} 
zines, and the most astounding feature of t ld disappointed ought t tudy tl upbuilding of his business. The difference 
the whole thing is that they claim that it methods of the successful advertiser. 7 between the dealer’s attitude toward the 


iys them to spend so much money for place their advertising, and despite t veneral magazine and the trade publication 
dvertisi \fter all, it must pay them o1 normous waste circulation t persist s evident and it is easy for manufacturers 
hey would not do it Yet the first tin until it pays in returns. In trade mag t appreciate what the difference means 
hey inserted their $6,000 advertisement I there 1s 1 wast irculat Ey vhen it comes to advertising to secure a 


ey guaran ! e magazine reader is possible buyer a1 vhen t dealer’s orders——Decorative Furnisher. 
that ¢} returns would bring ten dollar , les re dealers. né , , f. es 
One of the magazines which carry this kind rent more than pay for vear’s ad THE VACATION IDEA. 
lvertising spends large appropriatio1 rtising Manufacturers nflues Fond Mother—Bobby, dear, you’ve for- 
ert g its own merits, and in or rs to buy their product the 1 gotten your toothbrush. 


its recent announcement it said r will thet lvertise o1 vn Bobby—But I thought I was going on a 
\ merchant runs rd” in his 1] int 7 rder t dispose t 2 ication Circle. 


1 . t a . ‘ tis! 1g ‘ tly met ; ‘ ’ ee 
\ rer t s ne-tin igh n y in advertising t reat \ sensitive conscience is a good possession 
ga ‘ calls t es the di to put i nless it is limited to dealing with the sins of 

re g lt is 1 . thers 









SOONER OR LATER 


You will show it in your stock. The other enter- 


prising daeaiers are. 








Slotted, with a simple locking device on an 
4 ij entire new principle. 












Hy r. .estior y the simplest, neatest, easiest working, most secure locking 






| 

| 

1 HH This locking device consists of t rdened steel ballst,or rollers so held in 
e that a movement or the button slide 
iroy the steel carrier plate, thus forming a 
“bal itcl the 1 t ire and reliable clutch known. 

rse 1 ement the tantly releases the clutch and at the same 
withdrawn without the necessity of 









ind leather corners. 
ted and highly polished. making a 










x, with green label. 







Special sizes to order 
IRVING-PITT MFG. CO. 


Kansas City, Mo. 
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Many carbon papers are 
good, but what about 
their uniformity ? 


If you put in a certain 
line and it takes with 
your trade, they want to 
buy it right along. If 
they find that the qual- 
ity is variable, they are 
likely to have their sus- 
picions. 


Peerless Carbon is uni- 


form. The first essen- 
tial to uniformity is ex- 
perience on the part of 
the makers. 


We have been at it for 
along time. We know 
just how long to grind 
the colors. We know 
exactly what should be 
the weight and density 
of the stearine. We 
know to a fraction of a 
degree what must be the 
temperature of the fin- 
ishing rolls to make any 
one of the Peerless 
papers. 


The other essential of 
uniformity is excellence 
of the raw material. We 
could buy colors for 40c 
a pound. We prefer to 
pay $4 to get the best 

to make sure of uni- 
formity. 


Peerless Carbon is as 
good as we can make it 

as uniform as we can 
make it. We manufac- 
ture carbon paper in a 
large way, but only for 
dealers. 


The price is a minor con- 
sideration but you will 
find it right.Let us quote 
you on ream lots, f. o. b. 
Buffalo. Do you want a 
complete set of samples, 
free? 


Peerless 


Carbon & Ribbon 


Mfg. Co., Ltd. 


Richmond St. West 
TORONTO, CAN. 


Pearl St., Buffalo,U.S.A. 


Trade mark 
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LOOSE LEAF*3 





(By Special Correspondence.) 


Cincinnati, Ohio. 

Che Twinlock Co. is making preparations 
to remove to a large building on Sycamore 
street, near Ninth, formerly occupied by 
Bettman-Johnson Company, distillers. The 
growth of the Twinlock Company has been 
The business was started 


bout eight years ago and in the new build 


very remarkable. 


ing just leased they will have 55,000 square 
feet oft floor space. 
Little Rock, Ark. 


The Robertson Patent Index Ledger 
Company of Rector filed articles of incor- 
poration with the Secretary of State yester- 
day The company is capitalized at $1,000, 
all of which has been subscribed. The in 
corporators are Robert Liddell, J R. Haf 
ford, W. E. Lynch, J. W. Dollison, George 


McNeil, T. James. C. L. Sides and W. H 


Milwaukee, Wis. 


The entire plant of the Heinn Company, 
17-21 Erie street, Milwaukee, manufacturers 
of loose leaf devices, was wiped out by fire 


on April & The fire, one of the most disas 
trous which had visited Milwaukee in sev 
ral weeks, resulted in a loss to the 
Company’s stock and equipment amounting 


é Heinn 
to more than $53,000. This was par‘ly cov 
ered by an insurance of $45,000, aichough 
there will be no salvage The damage to 
the building, four-story brick structure, 
owned by Mrs. Ellen B. Norris, is estimated 


$15,000 liow the fire started is not 
known It was discovered at about 8 o'clock 
in the evening and although at the time the 


iularm was turned in the blaze was confined 
] 
i¢ 


to th basement, by the time that the « 
partment had arrived the entire structure 


was ablaze. The Hein Company will now 
move in a part of the plant of the Linde- 
mann & Hoverson Company, on Florida 


street, and will resume operations as soon 
as possible, probably in about a month 


\bout seventy girls, employed by the com 


pany, are thrown out of work temporarily 


* > * 

The West-Williams Company of Milwau 
kee, manufacturers of card indexes, blank 
books, loose leaf ledgers and office station 
ery, has issued a handsome booklet in com- 
memoration of the fiftieth anniversary of 
The book, il 


and printed in the most modern 


the founding of the company 
lustrated 
manner, gives a brief history of the com 
pany, its present organization and outlines 
the wide field covered Excellent views 
from the extensive plant of the company 
ire a leading and interesting feature of the 
publication 
* * . 

The H. C 

manufacturers of blank books, has secured 


Miller Company, Milwaukee, 


i government contract for furnishing a con 


x 


siderable amount of stock to the 
ment for use at Panama 
New Haven, Conn. 
A certificate has been filed by tl 
bury Blank Book Mamufacturing ( 





e Water 


“ompany 


changing its name to the Mattuck Press 


Inc., and increasing its capital st 
$30,000 to $100,000 
Poughkeepsie, N. Y. 

G. M. Dickerson, secretary and 
of the Trussell Company, makers 
ledgers, was in town a few days 
ing preliminary 
ing a factory in this city. They ha 


portion of the Smith, Davis & C 


building on Cherry street and \ 
pen for business. The company 1 
se up their present plant on 


street, New York, moving all the m 


to this city However, they will 
office in the metropolis. The comy 


has another large factory in the we 


manufacture what is called “the 


Loose Leaf Devices” and will empl 


ak 


1 
OCK 


tre 
it 


ro mak 


arrangements for establis! 


ve rented 
tact 
vill 
ntends 
Fult 
1 
ichiner 
icave 
any 
st Che 
nlt Edge 
"y about 


( mos \ 


S 


t} 


fifty hands The employes will b 
women. TI ompany will employ Poug! 
ke epsians as fat Ss possible, but al 
to bring a number of families with 


San Francisco, Cal. 
Isaac Uphan w ( state that w 


demand for blat 


1k book 


begins to fall off early in the spring 


by this time is very quiet, this 
rade has kept right on increasin 
nt of some lines 
books 1s still going on 


Chicago, IIl. 


The Chicag Binder & File C 


announce their latest 
“Queen” loose leaf ledger, whos¢ 
ittractive and novel features ar: 


1 neat 8-page booklet just issued 


HANDSOME CROCKER CATALOGUE. 


productio 


| 


If the quality of Crocker goods 
measured by the style and elegance th 
H. S. Crocker Company’s latest cat gu 
they must be fine beyond comparison. V 


III, No. 4, of the booklet “Crocker Quality,” 


is at hand and is one of the fine 
mens of the printers’ art we have 

long time. The cover is printe 
ind gold [here are twenty-fot 


within, filled with breezy text a 


st spe 
seen for 
1 in blue 
ir pages 


nd illus 


trated with half tone cuts of various goods 


for which the company is distri 
San Francisco and vicinity. 
SAND FOR BLOTTING. 


[he use of iotting paper is comy 


butor in 


recent, and erore it was used various n 


were employed to dry the ink on pay 


ethod which the Senate ad din 
days was to sprinkle the written pag 
sand. Oddly enough, this custom ha 
gone out of use in the Senate TI 
very Senator has sand duster, wl 
ecurely in a hole in the top of the de 
like an inkwell. One of these duster 
bles a pepper box. Several of the ol 


tors employ the sand in preference to | 


Wil 
n 
adesk 
h ¢ ‘ 
uecn s 
' 
SK, 
Ss res 


ler Ser 
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Thousand Dollar Bottie- 


Actual Size 














Corner,” 


EXPENSIVE BOTTLE. 


headquar- 
in Co., one will 
bottles, as il 
Investigation, 
thousands of 
vn here is actual 
is valued at 
that the Wa- 


rgest ] 


and 


ined 


most 
il in the coun 


and various 


by fusing iridium 

rade than that 
yproval of the Wa 
idered satisfactory 


the best gold pens 


é 
of known met: 

d upon by acids 
nant in 1804, and 
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SCRIPTOL INK CO., 
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Wwe Manufacture EVERYTHING in the SHIPPING 

TAG and LABEL Line, in any ; 
the lowest considering quality. Our goods have been on the 
market for 20 years and are no experiment 


quantity at prices 


Just pliable enough 
without being soft— 
Just stiff enough 
without being brittle— 
the perfect flexibility— 


That’s what makes 


Counting House 
Paper Fasteners 


different from the other kind. 

and flat heads in 9 numbers 1 to 4 inches. 

Nos. 1 to 4 packed in round brass boxes of 100 each, 

ten voxes to a carton. Full size—actual count. 
Dealers should get our catalog, which shows 


the complete line of THOMAS Specialties. 
Liberal Trade Discount. 


Thomas Stationery Mfg. Co. 
Springfield, Ohio 
New York Office: 537 Pearl Street 
Chicago Office: 
515 Baltimore Bidg. 


Made with round 


S1Zes, 





Here’s a **Sure Seller’’ 


~SCRIPTO 


FOUNTAIN PEN 


Trade Mark 


CARTRIDGE 


n Pen Ink that just slips into a Fountain Pen— 


fingers—fits any pen—when empty, throw it 
e that appeals at once to every Fountain Pen 
a fill five for a nickel gents wanted. 

Prices ar 

i! a ture > ru 


1 copying inks for every business use. Our 


180 Fulton St., New York 
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Does Your 
Inkstand 
Lose You 
Money? 


@ Dozens of inkstands claim to 
save you soiled fingers, blotted 
papers, ru'Hed temper T 
FITZ AUTOMATIC INK- 
STAND actually does so. It i 


improvement in 


the greatest 


inkstands ever 


mace its use 1s 


a constant delight 


You Can’t Spill It. 
@ Even if 


ups t an automat 


principle prevents the ink from 
escaping. You can't soil yout 
pen-staff, fingers or pap th 


prevents it Your 
kept clean and 


stand, IS dust proot 


dip funnel 
ink is 
fluid for the 


saved 


and non-evaporating. Its hand 
some appearance fits it tor home 
as well as office use 


$1.50 postpaid 


No. 20 2) inch cut glass 
- 2.00 


No. 403 “ , 


Order direct o1 through youl 


Satisfaction g 


dealer uaranteed 


or money returned within two 
weeks. It’s distinctive merits 


make the FITZ AUTOMATIC 
INKSTAND a sure seller 








American 
Business Supplies 
Company 


147 East Congress Street. 
BOSTON 
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DUPLICATING 





(By 


Special 
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Correspondence ) 


Chicago, IIl. 


National 


Suppietory ( 


ling t 
+ erat us 
Duplicat vhic tl 
é scienti 
lity t n 
The N 
making duplicates 1 g 
d t! ipying ks. The comp 
t 0 lon pir vy be I 
me gative in five minutes 
Cincinnati, Ohio. 
( nati othce of The American 
> ( | vale tl ire 
\I or Norman Selby 
I VieCoy grown their 
Carew building and 
rger quarters the Bel 
lav Ist \nother§ evide 
prosperity 
Selby nage t th 
An ph S 
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laughte f Pr 
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| ’ »} 
Detroit, Mich. 
Van R. WU ~ e 
\1 \! ~ { 
\ 
Louisville, Ky. 
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| \\ v 
wa 
}?) 
Multigraph Sales ( 
St. Louis, Mo. 
_ | ’ | s <1) ) ( 
0 ~~ 
Multigraph Sales ¢ 
S o 9 Ty 
\ 
Oakland, Cal. 
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s | it} } (Jal 
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NEW SWINGING OFFICE STAND. | 


snc auases the wawnan «be || "T here’s Good Business in This For 








Mfg. Company, of Rochester, N. Y., have 
just mad valuable improvement in the M D | 
mstructior f their w known swinging : - » > = _ = — You, r. e er 
fice stan The imy ed stand is fitted = | | x im | 
t r, by which the stand may ; 
| ly Don't let the agency for 
‘ 2 Berger’s Mod 
rhis lit ergers Modern, 


Expansible, STEEL 
Filing Equipment 


get away from you. 





The outlook for STEEL Filing Equip- 
ment certainly justifies the dealer in 
sitting up and taking notice of this im- 
portant line. Don't delay investigating 

act NOW. 


Vertical Units: Steel-Sect 
Sections. Finishes to suit: 
Oak, Mahogany, Etc. 





Write today for Catalog H-47 — and 
Dealer Proposition. 


Je lever holds the stand so sigitly that only | THE BERGER MANUFACTURING COMPANY 
by releasing it can the stand b> shifted one New York Philadelphia CANTON, OHIO St. Louis Minneapolis 


vav or tl thes The ac mpanying illus- Boston Atlanta San Francisco 


NEW Y. & E. DESK ATTACHMENT. 











uction in detail 





Che y nd E” Mfc. ¢ are just issuing 
older, illus 


tt ite t] dvantages ol this new stand, N 2? BI 
vhich they say is better than anything of Oo. 
its kind ever put on the market. The folder i 
) ds A Popular Binder at a Popular Price 
Like all ACME machines, it is made right and works right 


NOW SELLING THROUGH DEALERS. 





et at ther instance t the advantage Ol Meets Holds 
i fice suppl through dealers 1s ° 
nged policy of the All Fifty 
Diamond Ribbon and Carbon Com 
| orme rly this con- Demands Staples 
1 t by mail almost ex Al 
Ww 
ing ot the year, For “oF 
made, and they are In 
vey hacia Position 
to note con Average 
g ing the vital s To 
f their selling Office Use 
The B k Diamond Ribbon and ¢ 
comparativel) 
rapid strides it Drives a broad, flat staple. Holds the thinnest and penetrates 
ess. In spit : ' . “4: . . 
EE TTT "ee Ee aa Se the thickest paper. Very convenient for filing letters, binding 
1908, they report 100 per cent increase uj vouchers. fastening pay re |] envelopes, packing statements, legal 
+} } Thy in if \f rurs 9 
” documents, et 
( . TI¢ cf Dp ‘ 
eonne ler the new is 
apes é Leading Jobbers Sell the ACME BINDERS. 


: . . | 7 poe and ¢ on x Illustrated List Furnished Dealers on Request. 
in thelr tine exe Savio 4 ‘write | ACME STAPLE CO., Ltd., 5008. 12th st. Philadelphia, Pa. 


EUROPEAN AGENTS: Progress Typewriter Supply Co., Ltd., 85 Golden Lane and Hatfield Str., LONDON E. C. 
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Se 


VERY business is the product ot 
a central idea; every successful 


house reflects personality. In 


office appliance lines, almost without 
exception, the successful manufacture! 
is the discoverer of some new inven 


whereby are 


or sts 


tion or 
cheapened, labor lessened, quality im 
proved or time hese 
principles apply with The 
Dodge Company, manufacturers of the 
Du-Ra-Bul line of inked ribbons 
This company has recently taken pos 
factory building at 


pre CeSS 


economized 


force to 


session of a new 
Svracuse, N. Y., where the offices and 
installed. The 
well 
the 


factory have _ been 
product of this company is so 
known to the dealers throughout 
country that something with regard to 
the history and personnel of the com 
pany will undoubtedly be of interest 

W. H. Dodge, a chemist of consider 
able note, developed the formule for 
the Dodge ribbons, and after many 
comparative tests with the best mb 
on the market, his experiments 
pronounced important by ex 

He interested W. I. Dodge, 
Van H. Dodge and Dr. Charles FE 
Dodge, the latter having for 
eighteen years a practicing physician 
in New England. Dr. Dodge was suc- 
cessful in his chosen calling, and en 
joyed his work, but the study of chem 
istry always appealed to him, and he 
kept up his reading and experiments 
after he left college and plunged into 
the activities of the busy practitioner 
Dr. Dodge, however, had the business 
instinct usually rare among physi 
cians, and at the request of the direct 
ors, decided to devote al time to 
the affairs of the company. Much as 
he regretted leaving his medical work, 
Dr. Dodge could not shut his eves to 
the fact that his own future and that 
of his family lay not in the work ot 
the family physician with its compat 
atively modest rewards and_ large 
drains upon his vitality, but in a 
broader field of business, and he ther: 
fore relinquished his practice as soon 
as he could find a and has 
since devoted all to the 
interests of The mpan\ 
whose success even in a u 
cessful manufactories has been phx 
nomenal. 

The first ribbons 
the new process to accommodate t 
then new rapid roller method of copy 
ing letters, but the scope of the work 
has broadened to include all kinds of 
typewriter and other inked ribbons, 
the entire product being made under 
the new process, with the quality 


bons 
were 
perts. 


been 


‘ 
1 his 


Successor, 
his energies 
Dodge { 


ot su 


city 


were mad 
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Dodge Company Mowes Into New Factory 


Growth of Popularity of Du-Ra-Bul " 


: pany is 1 cated tor shippi 
Ribbons and Carbons Demands a, ois Pang a 
° eqe.e has ( * ‘nient access to the a ’ 
Expansion of Facilities. ee 
ing at 318 Pearl street, Svracuse, 1 
: the railway rminals and_ but 
principle always uppermost as the first : * wn 
eh . ;' minutes’ wa from the postoft 
onsideration. 7 : 
. i fiere fine Offices have he el al ’ 
Formation of the Company. , ae See 
“4 arge and pertfectiv appointed ship] 
the Dodge Company, as originally se AERP EE oie PP ; ors 
. rs oom, and ;% rratory with 
formed, remains, with a few excep er he sie 
. 1 ; “slate < torr ‘ _— nte< 1 
tions, the same today as it was in the os 8 grate 
beginning. The first officers were: re carried mstantly as a sepi 
Wm. H. Dodge, president; Wm. F. department he factory, and in 
Dodg vice-president ; Levy \W. the entire building, is as light wit 
Dodge, secretary and treasurer, and as windows can make it. for. as w | 
is directors, \ H. Dodge, Van HT noted in the llustration of the bi 
Dodge and Charles E. Dodge, t! ing, the walls are made up very larg 
. EES al ile ‘ y ‘ < ~ 
present manager and president. ©n : 
: > I " . ot window surfa¢ c, there being 
lanuary 23, 1904, the capital of the hI \ 
. ‘ enough brick to furnis requis 
company was increased from $5,000 Br. sia ae pe weg 
to $20,000 ' strength and solidity to the structurs 
- 4h | ; | 
. marhinery oa aa getline -eleidea a 
On July 25, 1904, Chas. 1 Dodge . os mat “ ir 2 ( t thi plan wa 
, . ru y a wodage . \ mé 
was elected president and _ general = cmpeny & 
manager, and has held that position onstructed r — . ” different — 
ver ance On February 1 of the fol- hHinists, fo. tin podge process 1s their 
lowing vear, because of the death of own, and th actual manutacturing 
vork "ry111 tc q7Tre ae) ‘tec ry 
Levy W. Dodge, Dr. E. E. Keeler was WO'* formulae, etc., are protected by 
lected secretary and treasurer +] members of the company and 
( ( -. 2 < ‘ cas re OT rive ‘ . - 
‘ a truste ‘Mmplovees . “oO 1 
ompany, and 1s now mn othe: In : 1 ted hy: Ip! J ¢ Phe ( mpe 
. ce ial S t tne XKCIUSI . INnKIT 
1« 7 the capital or the corporation was ; "7 tha oe CXCIUSIVE i may : 
4 = ‘ : rs "ic «6 OuUuAarantees ( cor 4% oT nad cle; 
Increased Tron 320,000 To 940,000 | e por i gua . 7 ms —— — os 
last annual meetin f The Dod vriting, and insists that all raw 1 
as ‘ Thiel Lilé LITig’ ‘) ( Cnmpor 
s s ponte. f: 5 og eS ae a 
(Company was held April 5 of this ' es fabri setae dhageg 
ER pe A wo tf the. fir tality 
( rT, Wile Lt) rormel woara Of aire ry 1) , / 
tors was continued in offices and it was Iie ) ; i’ mpan) lla 4 
ntere le export fi is securi 
oted to increase the number fron eee we held and ae = 
‘ : . ¢ . rood ‘turns ectil tre “orrespon 
tnree to five, as follows |: I: IK ¢ el 5 whe - : P “ none 6 ng < ; 
|. Frank Baldwin. Van H. Dod ence backed up by an unusually libe 
< al I P al OLY ¢ . _ - . . 
=~ , S offer § te ‘ eaters t “oOuchnout 
\V. Page and Chas. E. Dodge a Pb wae hroughou 
> vorld. In Latin-America they are 
Points About Factory. pointing agencies, and the next fe 
lhe new home ot The Dodge Con months their ribbons and carbons 





NEW PLANT OF THE DODGE COMPANY AT SYRACUSE, N. Y 






































be well known in all important offices 
in Central and South America. 

The Dodge Company does business 
exclusively through dealers, and it is 
because of their loyalty to their repre- 
sentatives and the conservative pro- 
tection afforded their agents that they 
have secured the good-will generally 
of the trade 

Kk. L. Geldert, the sales manager of 
the company, has been with the firm 
for some time and his work has been 
largely instrumental in promoting the 
high average of sales attained. Dur- 
ing one year of his sales management, 
the business of the company doubled. 
He is prcer ted adapted for the class 
4 work that devolves upon a sales | 
manager and advertising manager, be 
ing very resourceful in methods for 
putting out goods, and having fine 
artistic taste and ideas which are ex- 
tremely valuable in getting out high 
grade advertising and effective, busi 
ness-getting letters to the trade. “A 
typewriter is only as good as its rib 
bon, and a Du-Ra-Bul ribbon is as 
good as it can be made,” is a slogan 
that The Dodge Company is keeping 
constantly before the trade, and their 
product is fully guaranteed to give the 
maximum amount of satisfaction un 
der the most trying conditions. 


DON’T GRUMBLE. 


From the Organizer, London, England 


(he man who habitually grumbles 
is a self-confessed failure; he admits 
that things are wrong with him. 

If things are always wrong with 
vou, it is your own fault, so don't 
spend valuable time and energy pro- 
laiming the fact. Put them right. 


Generally a staff is not all bad, how 


ever ill-assorted they may be, unless 
they have been mishandled. It takes 
i. particularly bad tvpe of grumbler to 
hase all th oodness out of them 
Don't grumble with conditions—put 
hem right—make the best of them 
9g vhe VY are ( I 
1) erumb!l yb: if \ 
, hett: 1 are d 
son here els 
Don't g nble w ' stomers 
he ‘'t stand 
I) oy nb] cle ) ~ 
\ \ Si¢ 
1) erum bh] UIT ‘ lit c 
( yore thar 
= grace. Th 
hing eag » fetch a writ 
If vou have to erumble occasional] 
fore the offender 
e;4 Vv gl his candid op 
no vurself, at at should | 
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With the 


‘Duncan 


You can 





Despatch your mail in a Simple, Prompt and Cleanly manner 





CUSHMAN & DEMISOR WES. 
240 W. USE ST.. 
WY. CITY 







rf moistening the fingers—or stamps— 


+ 2 mee epee ne serapelives te Ser ng the small guide a one side. 
Mucilage ca ar rhe roller is never sticky 
Duncan Envelope Moistener 
eas 


x * Price $1.00 
: : Postpaid $1.15 











(Full Size) 


Special discount to 
Stationers and Dealers. 


Cushman @ Denison Mfg. Co. 


240-242 West 23d Street, New York. 























CHECKS CORPORATE SEALS POCKET NOTARY METAL CHECKS 


6k OR@ 
: 






WAX SEALS 








WE ARE NOT AGENTS FOR THESE Goops 
WE MANUFACTURE THEM 


SEALS, STENCILS, STEEL STAMPS, BADGES, 


NAME PLATES, METAL CHECKS, 
RUBBER STAMPS, Etc. 
WRITE FOR CATALOGUE 
MEYER & WENTHE 


92 DEARBORN 8ST. 











RMBERING MACHINES CHICAGO RUBBER eal 
— 
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The Law and Loose Leaf 


HE advent of the loose leaf ledger 
and books of original entry into the 
commercial world, while received 
with pleasure and satisfaction by the busi 
ness man and accountant whose labors hav: 
been lightened by the new method, has 


f more or less discussio1 


been the subject « 
from the legal standpoint 

The very fact that a leaf could be r 
moved with such ease and facility from 
book of account and another put into its 
place has raised the question of the legality 
of such books in the courts and caused 
many conservative business men worry as 
to the validity of the records contained in 
accounts kept by the loose leaf system 

In the discussion of any legal phas« 
loose leaf matters it would be well to a 
certain the attitude of the courts towards 
books of account in general before going 
into the subject of loose leaf books In 
referring to the matter of keeping books in 
general, the American and English Ency 
clopedia of Law on page 918, in describing 
the essentials of books offered in evidences 
in the courts, defines such as follows 

No mode is prescribed in law in which a 
book must be kept to make it evidence and 
the question of competency must be d 
termined by the appearance and character 
of the book, regard being had to the degree 
of education of the party, the nature of his 
employment, the manner of his charges 
against other people and all the circum 
stances of the case 

The material, form and construction of 
the book offered in evidence as a book ot 
original entry are unimportant provided 
such book be capable of perpetuating a 
record of events and the entries are mad 
in conformity with the general rules gov 
erning the admisability of such entries 
Thus, a notched stick, a shingle, or scraps 
of paper have been received as books 


however, certain requir 


There are, 
ments which must be observed in order to 
justify ihe reception of books of account 
as evidence. Thus it must appear that 
they were the regular books of account ol 
the party containing the original entries 
of his transactions from day to day in the 
regular course of business and made at o 
near the time of the transactions to be 
proved, and that they were fairly and hon 
estly kept. These entries must purport t 
have been made with a view to charge to 
the opposite party and alterations and ad 
ditions in the account sued on apparent o1 
their face must be satisfactorily accounted 
for \ book of accounts to be admissabl« 
in evidence must be the first complete and 
permanent record of the transactions t 
which it relates, or in other words it must 
be a book of original entry 

Since the introduction of loose leat 
books for commercial uses into this coun 
try, their legality has been tested by vari- 
ous lawsuits in the courts, and every de 


has been sus 


cision as to their legality 


The Legal Status of Loose Leaf—How the 
Law Regards Accounts in Evidence. 


tained so far as the records show. In every 
decision the broad principles of authent 
cation were necessary, as is always tl 
ise with any paper, book or writing pr 
duced 

Phe rdinary ledger if introduced int« 
ourt in a bound form simply shows 
debit ind credits of an account spt 
upon that page as a convenient method 
etermining on which side the balance n 
be, the facts having been taken from oth 


books of records When this bound book 


is brought into court the one producing 


that book must swear that it 1s correcc « 


that he or someone has made those entri 
ind give such other information as may b« 
required to identify the book Che same 


procedure would be had with a loose leaf 
ledger and in no manner does it differ s 


Ss proot 1s concerned 
Books of Original Entry. 


Loose leaf cash books, journals, sales 
books cre paged or the leaves numbered as 
1 sequence, but even these are susceptibl 
to the same proof as bound books in being 
identified as books of account of the user 

In instances where an account is dis 


puted, Girect evidence, of course, is esse 


tial in order to proye up the facts of th 
case For instance when a retail merchant 
has been sued by a jobber the jobber: 
should produce the order for the goods, as 
either given by the retailer in the shapes 
of a written order or, if by a salesman, tl 

salesman’s order, and the salesman’s stat: 
ment together with the common carrier's 
receipt or delivery ticket by one of the job 
ber’s employes if delivered direct, showing 
that the goods were ordered and delivered 
\lso it is desirable to furnish with this 

bill of the articles with prices and amounts 
in order to prove that the price goods were 
irdered, delivered and reasonable prices 
charged for them The burden of pro 

then is on the debtor In the matter of 
credits the debtor must show his receipts 
to prove that the money has been paid, 

he claims the credit insufficient, so that the 


whole case gvoes back to t he primary pri 


iple of who ordered the goods, where « 

vered was the bill reasonabl. nd is it 
still unpaid In county record books 

conveyances, mortgages and other papers 
the loose leaf record books should bi 
paged and as thi pages art filled ready f 
insertion in the binder the county clerk 


should initial them and date them or mak« 


mn impression of his seal which woul 
identify the pages. When the volume is 
complete it should be securely locked and 


so plugged or fastened that it could not 


gain be opened without destroying th« 


binding. 
Corporation records, stockholders’ m 


ings t¢ may be in OOSE leat, but 


page should be numbered and pag 
either the s f the secretary or 
tial should be placed on one corner 
sheet showing ntinuity or sequer 
is doubtful w ther in such a case t 
tds could r successfully be disput 





THEY ALL ADVERTISE. 


Waldo P. Warren in Collier’s 


Many things t | not @ D 
i i ms ¢ dvertising l 
t t t t by conscious eff : 
the purpos uring some desir 
Che baby tes by vocal sig 
vill exe peace nd uletuc 
rtain fe ducts, amusements 
‘ther attenti Early in life he 





that it pays to make his wants know: 


judicious wu of such mediums S 
ppropriatior v1 command The w 
column dates back to Cain Advertising 
by personal s itation 1s the cust 
most children 


nd their success in « 
vincing others of the merits of their p1 
sitions is well known 

Young women, and older ones, t 
that the proper display of pretty hats 
gowns will attract the masculine ey¢ 


bring results Remarkable returns aré 


en received frot i careful use of su 
mediums, son users securing hands 
residences for life as a result of one s« 


son’s campaign 


One dealer in new homes. whose trad 


mark is a bow and arrow, is a large us 
of all kinds ediums, and has gai: 

practical monopoly of the business 
his line He uses testimonials freel 
‘an point to a world-wide clientele 
dvertising department includes _ sever 
thousand writers of fiction, whose book an 
magazine stories add greatly to the pr 
ige of their emplover 

Phe dog secs by the 1s 

ving sign of appreciation and ple 


affection and car 


nd secures m« 





s sometimes bestowed on humans 
hen proclaims her products by wi 
nnouncements which reach all the p 
her territory Proof of the effi Icy 
er method is d in the fact that 
wares are 1 \ s nd rd rticie o 
ver tne W l She | s so educ t t 
public to ack substitutes d t 
itest f ns nd to bl 
r rath t n ufact 
vy goods t not right 


GRATEFUL FOR THE COMPLIMENT 


\ gentleman was walking up a road 


1 


ittle town in Georgia when he met 


rky and stopped to ask: “Uncle Ben 
vou change $1 ne 

“No, Boss \ *t ch ge te! 1 
but Ah certai s thank yo f d 

















THE “PERFECT” LETTER FILE. 


nd B Ox % om 
marketing a 


cuments. Con- 


the following 


just now in 


-aliper pure jute 
reinforced, 
th cloth corners 


center with an 


d pasted together, 


ottom, joining 


ait 
It 


or get ot 




















LETTER FILE 


1 be be 
d out, whi 
A tte 
the it 
ing u g 
sndefinite 
- as quickly 
The index is 


; 


n index and 
lla paper, that 


used by any 


unquestionably 


in any letter 
rfectiy flat 


worth men 
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4 MADE A LITTLE BETTER 
a THAN SEEMS NECESSARY 


HH e “ll 
yr ” . 















@ An increasing number of busi- 
ness houses want typewriter papers of 
the same class and standard as their sta- 
tionery. Without exception they are using 


Old coy: Hond 


TYPewarrae PAPERS 


Hl q Others who are buying inferior grades at $1.00 a box from 

the stationers, will become users of the higher standard upon 

acquaintance with OLD HAMPSHIRE. No more effort, time nor 
argument is required to sell it and it 


Doubles the Stationer’s Profit 


Gg OLD HAMPSHIRE quality is distinguishing. Made by the only 
paper makers in the world who produce bond papers exclusively, it 
reaches a degree of excellence not elsewhere attained. It combines 
ideal flexibility with a snappy rattle and affords a surface perfect for 
machine writing. It is attractively boxed and extensively advertised. 

























A Partial List of Stationers Who Handle It: 


Geo. E. Damon. Boston Foreman, Bassett & Hatch Co. Cleveland 
Francis Doane & Co. Boston Marshall Jackson Co. . . Chicago 







Thorp & Martin Co. Boston Stevens Maloney ‘ ‘ Chicago 
L. H. Bigelow & Co New York Scranton, Wetmore & Co. . Rochester 
Gerry & Murray New York W.H.Chamberlin . . Syracuse 





Chas. Scribner’s Sons . New York John A. Schlener Co., Minneapolis 
Wm. Murphy’s Sons, Phila’ phia W. B. Carpenter & Co. , Cincinnati 


Alexander . Pittsburg Kendig Ptg. & Sta. Co., St. Louis 









The Hampshire Paper Company 
South Hadley Falls 


i , 






Massachusetts 





i} 
| 
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Just push the 
button and 
its filled 


Your customers will ap- 

preciate a practical fountain 

pen which requires no more care 

than an ordinary pen. Just adipin 

the ink, alittle push of the button and it 

ready for service. No unscrewing of parts, 

no special inks, no tedious job of filling. Always 

y for writing. A high grade fountain pen which 

needs to be shown in order to make sales. Every 

sranteed. Sure to sell to ALL classesof trade. Our 
.tives sell gross after gross. You can do the same. 

, PROPOSITION FOR DEALERS THAT IS EXCEPTIONAL 

ITS LIBERAL TERMS. WE ARE ADVERTISING THIS 

GET YOUR SHARE OF THE[SALES. Write_to Us Today. 


WE HAVE 
ON ACCOUNT OF 
PEN EVERYWHERE 


WILLIAM A. WELTY COMPANY, Waterloo, lowa 
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Black Diamond 


TRADE MARK 





Ribbons and Non- 
Smut Carbon Paper 


are a line that should be handled by 
every progressive dealer 


BLACK DIAMOND RIBBONS give 
brighter and clearer-cut impressions 
last longer, and wear more evenly than 
any other make 

BLACK DIAMOND CARBON PAPER 
will not smut or smear—possesses more 


duplicating power, and will stand hard 
wear better than any other carbon 


paper 


LIVE AGENTS WANTED 


Write for our exclusive agency plan 
Territories are being rapidly allotted, so 
apply to-day 





BLACK DIAMOND 
Ribbon & Carbon Company 
ROCHESTER : NEW YORK 














PETERSON’S DESK COMPANION 


For Roll Top Desks 

Placed un der pigeon holes of roll top desks. Clears the desk 
of inkwells, pen trays, ete.. and provides a proper and conve 
nient place for desk necessitie-. Two inkwells on a pivot, swing 
beneath cabinet, sealing them from dust and evaporation 
Four tubes backed with corks are adjustable toanylength pen or 
pencil. Drawer with seven compatrments for cil ps, stamps. ete 

An ornament to any desk. Occuples no valuable space and 
gives additional desk room 


PATENTED 


DEALERS AND SALES AGENTS 


You will have a demand for this device as the result of our 
advertising. Complete information for the asking. 


Electros (urnished on requ ‘st. 


SCOFIELD & CO. 
152 Nassau St. - - 





New York 











RIBBONS and CARBON PAPER | 


Contracted supplies in large or small quantities 
PLAIN and DECORATED BOXES 


HAVE YOUR OWN IMPRINT BOXES 
>] M r 
| SNELLING & SON, @nulacturers to 





SO. BROOKLYN, N, Y. 








WANTED 


Good salesman and organizer to become finan- 
cially and actively interested in the sole agency 
of Visible Writer. Fine proposition. Capital re- 
quired $5,000 to $10,000. Answer in confidence to 
Top, 
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San Francisco, Cal. 





Bureau's San |! 


(By Special Correspondence.) 


Canton, Ohio. 


ers on Mission street near Third to 


7 iger of the company, reports an excellent 
NEWS business in all lines of the office furnitur 

: field. Several substantial orders have bee: 
received recently by the well known co! 


removed from its old 

















Owing to the growth of the demand fort new building 509-513 Market street. 7 
met: f . 7 - ’ Low 
il furniture, office appliance and ki removal was expected to take place on A 
dred goods, the present plant of the Berger 5. but was delaved until about the 19t 
Manufacturing Company is all but ove: The new location is a prominent on 
whelmed with work The company has this class of goods. and with 15.000 s 
herefo ; ceccar t ] ' : 
therefore found it necessary to build a nev feet of floor space Library Bureau wil | 
ter ‘ Oo . re Ss ] t of he : 
factory adjoining the present plant on th is extensive a display as any other h 
south, exclusively for the making of meta the city. A large reserve stock is carried 
furniture. The new building, which has al warehouse Howard street P} 
ready been started, will have four stories Herrlein. for: ly of Philadelphia, has b 
, ‘ ’ . 36 » 296 Snot : 
and a basement, and will be 350 by 225 feet made treasurer of Library Bureau, Inc . 
It will be the very latest word in the con Nevada. which has charge of the coast busi | 
7 for » com ld the ' 
ufacture, for the company will build tl ness, with headquarters in this city 
' : ' 
plant with the knowledge of requirements . * “ 
gained by many vears of experience in this , , [> 
; It 1s understood that the Phoenix Furn 
ine pore . a i 
ure Company, agent for the Horrocks 
Chicago. cle sk, is pl inning to opena display room 
Che Berger Manufacturing Company the down tov business center. Such 
Canton, Ohio, has moved its Chicago office addition would certainly prove a _ strong 
from the fourteenth floor of the Monadnock supplement to the company’s present store 
building to No. 33 Dearborn street, thereby on Harrison street, which is rather 
adding a commodious room for the display moved from the main traveled street 
ft their interesting line of metal furnitur: ‘ * * 
d office cvete < Th et . , ¢ . 
ind office sy tem 1 le new store is Isaac Upham & Co., who have 
the ground floor and affords about thre the Wabash filing devices for some 
times as much space as the former quarters st have added to their lines the 7 
M. C. Kaufman, H. G. Alten and C. | etal office furniture. for which they 
Young have just been added to the loca secured the rency Thev have at 
sales force and will work in Chicago under line for nearly a month, and are already) 
the direction of George H. Bresee, manager slaw. te eel atarted 
if the metal furniture department Tl ii ate 
company, in addition to metal furniture ?wY¥ 
os C. H. Victor st manager for the \ 
metal cabinets, filing cases, etc., makes dif os ; 
. man & Erbe Manufacturing Company 
ferent lines of metal goods, including ma ; : , 
: ; 8 1 visit to the s Angeles branch ab 
terial for builders, metai interior finishes . . , 
: 5s idle rst of the month to attend t 
ind for various industrial uses This de P . 
? R necessary ¢ nges in the office ther 
partment 1s under the management ot Rt, ¢ , 7 ‘ . ‘ 
8 C. Van Norman, who had been in chars 
Coombs t 1 1 1; 
Los Angele several years, relin s 
Milwaukee, Wis. the gost Ge account Gf tiness whi 
post ( whi 
Che Automatic File and Index Compat ted fatally ut two weeks ag 
f Green Bay, Wis., manufacturers of oft Rosenberg, formerly assistant to Mr. \ 
n devices ind iutomatic cabinets | tor in San I rancisco., has beer api 
idding to its equipment and increasing its ‘ting manager for Los Angeles 
vorking rece in ord t care f ts rapid * * 
y inert ng business In addition to t , 
One of th est ofthce equipments 
facture ing cabinets, the compar itv, to cost en complete. in tl 
7] nr eS ; t) ; " tor < t< ‘ ; . » 
! ) 1 in iu n I borh id of $10.01 is being installed 
ibinet with a patented device and a new new buildin Metropolitan | 
sectional book cas« Che filing devices and surance Company on Stockton street 
“Uld ( P| } y i . U Le StLICCL 
cabinets now manufactured by the company California he entire outfit is being 
being sold extensively Goods have nished by Librarv Bureau 
been sold in Austria, Germany, Spain ar ; . . 
, ; te, ; York, Pa. 
Mexico, and during the past week an order 
. ‘ el ) l { ) + +? 
goods was received from Panama | , ” mpany 
. . . ° \ 1 ‘ “tur 1] 
L. G. Straubel is president of the company , xcture rou ¢ 
bg . . a nevetmesd shen , 
O. ( Straubel is secretary, and Fred ] pict ised the Fall 
Straubel is vice-president g mill property on West King stt 
tween the creek nd Newberrv str 
t once s t ren del it I 
Che Northwestern Furniture Company three-story brick structure throug! 
271-273 West Water street, Milwaukee, is to begin operations about July 
meeting with a ready sale of both the wood s an entirely ndustrv for this 
| steel filing cabinets in the Globe-Wer t is said its closest ympetitor is locat 
nicke line. Conrad Netzhammer, sales n Suffal N. Y ‘apital is $50,000 











FURNITURE NEWS—Continued. 
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nearly st has been sold. Ina 
fe d [ be made for a 

E. } berg nting the Unit 
Steel Cal Comp 27 William street, 
New ¥ ( go last month on a 
vest M Isberg reported an 


HANDY FOR THE 


Among all the time and labor-saving office 
' : ; as ; Capacity business house, office, store and home Capacity 
ices marke lay nothing stands Natio 4 Ibs Mall& Exp 16 Ibs. 
1 or bol than the Adiustabl Union t @ They not only give the cost of postage in cents on all classes of Gommere’l 12 tbs. 
Ref a oe ae ¢. Columbian 2 Ibs. mail matter, but also give exact weight by 4 ounces. U.S. - - 4 Ibs. 
Leterenc » pu the rawman «& Sta | aks Victor - - 1) Ibs. 
Erbe -Mfe ( Roche NY Crescent q There is no economy in a cheap postal scale. Thos= that sell for 
Uy : . 
= less are worth less 
s lit shelf ie 12 5 squar sie of j ; 
= ; os % i quare, made of Dealers should write for our new Postal Scale Catalog 
ik, ‘fin to | varping. By means 
its t hooks, it is hung on Pelouze Scale & Manufacturing Co., 403-413 Ohio St., Chicago 





HANDY FOR THE FILING ROOM. 












PAY FOR THEMSELVES IN THE POSTAGE SAVINGS THEY EFFECT 


@ The dollars and cents wasted in excess postage cannot be estimated 
where a postal scale is not used or where one is used that is not reliable. 









FILING ROOM. 


@ They are made in several styles especially adapted for the large 














ver and serves 





THE ORIGINAL “GEM” PAPER CLIPS 


ARE UNEQUALLED FOR QUALITY AND FINISH 





tage of the shelf | ASK FOR THE BLACK BOXES! 
not at THREE SIZES, Nos. 1, 2 and 3. 


CUSHMAN @ DENISON MFG. CO., 240-242 W. 23rd Street, N. Y. City 























A Novelty IMPROVED PROUDFIT 
Your LOOSE LEAF DEVICES NO POSTS 
Customers UNLIMITED EXPANSION 
scale Will 
Raster (Ss “) Appreciate 
{ Miss 
| a THE MODERN 
Pit won. for KEY CHAIN 
tl t Eag | 
( are ‘ Book Open Ready for Use. Note Flat Opening and Spring Back 
oe Ea iy Interesting! Practical! 
& p ry lint sty’ 
g rd. All the 
d in 4 money-maker. 
Dealers price, $3.60 per gr FP CTORY AND MAIN OFFICE: 
- 8 and = Lyon Street, Grand Rapids, Michigan, U.S. A. 
: Duryes-Hoge Co., Inc. aeancena 
, NE “ YORK ‘cATh New York City. Washington, D.C. Boston. Philn 
Detroit. Los Angeles. Chattanoega. 
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Drawing Inks, Blacks and Colors 
Eternal Writing Ink 
a eng Ink 


. Taurine Mucilage 
Photo Mounter Paste 
rane Board and Library Mucilage 
Office Paste 
Liquid Paste 
Vegetable Glue, etc., etc. 

Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter supplied to the 
Trade. ‘ 


Consumers, emancipate yourselves from the use of corrosive and ill- 
smelling inks and adhesives and adopt the Higgins Inks and 
Adhesives. They will be a revelation to you. 


AT DEALERS GENERALLY /| 











ors c N e 
CHAS. M. HIGGINS & CO., ne 














—! 


ittaching correspondence to file 

ad ” F t covers, attaching legal papers, invoices, 
asy as ener unuscriy freight bills, etc. One 

’ Fastener will do the work of two 

the old style fasteners, and do it 

“easier,’’ there being onl eee ee oe ) 


euddenanes bend. Stan re ‘d distance between pron 


different length prongs. Great discount to trade for the purpose of haaction. 


Manufactured by E. G. ROBESON, 753 Bedford Ave., Brooklyn, N. Y. 




















The Navan Order Book 


is being introduced into every 





constant influx of orders that 


IT IS A PART OF ‘EVERY ~ 
SALESMAN’S OvEesE 


One reason why salesmen will have no other w they have used 
book 1S becaust . 3 as 


A SELF- ADJUSTING CARBON 


This means, FIRST, NO LOSS OF TIME 
SECOND, NO SMUTTED FINGERS 
SPECIAL PROPOSITION TO DEALERS 


THE SIMPLE ACCOUNT SALESBOOK COMPANY 


FREMONT, OHIO, U. 


a Office and Factory, Brooklyn, N. Y., U.S.A. New York—Chicago—London 





Sole Manufacturers, aiso Manufacturers of Account Systems, and Counter Pads for store use 











& CARBON 


RIBBON 


PAPER NEWS 
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Sup} is spe x 
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that be I k until 
\lav 1s we { 
s he many new conne 
vhich ble him to cover the 
rv wit! goods more thor 
th: 1 He 1s sending 1! 
la Z filled at the main 
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ne ly | 110 Bush street. ‘J 
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s been sent the suburban tov 
in Ce iny 
f ter Ink Com; 
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ven b g 
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THE OTTO ROTARY ERASER. 


MOVED TO NEW OFFICES. 





RLD’S FAIR. 


| 


119g 





WALKER’S 
VERTICAL CABINETS 





ATTRACT ATTENTION 











BOSTON TO HOLD WO 
‘ ’ LJ ’ ; \pr | 19, * 
+; held 
‘ 1 
engthy 
S he He 2 
a 4 ; INVITE PURCHASE 
2 | ns 
ttingly c a, wh DEVELOP SALES 
"OS us and : 
An history since 
( \merican 
Plymout Any Dealer 
it R wi.! be interest- 
rit < ed in vertical 
1, ite fies as saleable 
na as those described 
vill be below. 
— Construction 
v1 2, 3 and 4-drawer 
dt letter size, 4-drawer 
. cap and 5-drawer bill 
7 size. Solid or with de- 
tachable sides, permit- 
ting lateral extension 
to any size. 
he Appearance 
Quarter-sawed oak 
fronts, paneled oak sides 
cee and finished backs. Solid 
Ww oxidized brass trimmings. 
sags Features 
Extension slides on draw- 
ers. All drawers and slides 
fitted with rubber buffers. 
Mechanically perfect — will 
not warp or band. 


MEL. MUNDELL AT HOT 





r SPRINGS 












































Dealership Proposition 
Write for it. 





will interest you. 


DAVID D. WALKER CO. 











INTEREST 








Manufacturers to the Trade Only 
79 Lake Street, Chicago, Ill, U. S. A. 






BOOK. 
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Repeat Orders Count 


Our Goods Bring Them 


Why not weed out your dead lines and stock live ones 
that sell? 

We guarantee a square deal to dealers and help you increase 
your sales and profits. 








American Brand Typewriter Ribbons 
are our best grade. With them vou can positively 
win out against any competition 
Cameo Brand Typewriter Ribbons 
are as good as the other fellow’s best. You can give rock 

bottom prices on them 


American Brand Carbon Paper 
The standard of qualitv. None better 


Triangle Brand Carbon Paper 
For the buver who seeks low price. 


We can equip you to meet the rapidly growing demand for 
type duplicator ribbons. We make them in AMER! 
CAN BRAND for multigraph, writ 


Get in touch with us. We can save and make you dollars. 


rpress, tc 


Write us NOW fe iT special prope sition to dealers 








H. M. Storms Company 


11-13 Vandewater Street, NEW YORK 


(Three minutes’ walk from City Hall) 























The Stenographer Who Once Uses 

















ERASO-INK ERASER Retail 
would never be without it. It is different ISe 
2 for 25¢ 


from 
The most convenient And practi- 


anything else for the purpose. 
It Removes Ink, Typep 
writing and Print. No Liquid. 
No knife. Made like a Pencil. Con- 
tains no Acid or Chemical of any kind. 
Enables user to take out a comma or period, 
Made p olnted; erases without injuring ruling In books. 
Conventent to carry Ip the pocket. Always ready for use. 
Will not stain the paper It can be sharpened when biunt 
Dets not get solied or discolored on the end, like a rubber eraser. 


cal eraser made 





SUGGESTION—Use it dry, rub quickly with a circular motion. Blow na- 


way and smooth erased spot with finger nail. 


OLSON MFG. CO., IS6S N. Fairfield Avenue, Chicago, Ill., U. S. A. 


























(By §S ( spond 
The house Billiet & Cia., 585 R 
juist Buenos A s, is in the market 
high class of ppliances of all kind 
Catalogues and complete information should 


be sent them at or 


ring representatior 


rid. The comp 
Those desiri1 
f Billiet & Cia 
\ppliances 


tion 


(thee 


Fort 

lhe stationery 

( kK Ingbe rg 
been consolidated 
Pape and Ingbers 
| uses have here 


business whicl 
idation will 
» afford bett 


mment \ 


Little 


New 


mt 
rh 


by manufacturers d: 
in that 


lae 
a iarge 


part of 
ny has organiz 
ig to examine reference 


find them on file wit 


Smith, Ark. 


ises of W. B. Pape and 
Fort Smith, Ark., have 
under the name t 

Book Company Bot 


fore enjoyed a prosper 

it is believed the cor 
engthen and which will 
pportunities for future 
ry complete line 


; 


ipplies, appliances, et 
e desiring 


part of Arka 


munication with thi 


4 W B Pa 
I t I Mr M 
g propriet ’ 
ly ired n 
; speci 
Pp S ¢ 
/ 
Rock, Ark. 
Ss ( omnpat 
Soe5 
owed ¢ 
\ 
tcn, Kansas. 
{ 
ding 
( d | 
4 .t ~ ~ : 
Phas | 
5 1 : 
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Northern Germany. 


\ German firm is in t market to handl 
the agen r son good article in th 
office appliances line in Northern Germany 

irger territory They will buy for 
ish ga t docur ind handle th 
g is 1s a house 
establis yutat ssessing imp! 
pit b Ss Name wil 
he 1 < t Othice Ap 
phi 
Paris, France. 

{; \\ g ‘ - fort 9 + Tha gvasst 14 
Zurich, Switzerland, | removed to 15 ru 
Montt Paris, he has the ge 
eral ager in Franes r the “Griffor1 
Duple x 1dding mac nd the “Peerless 
‘alculatir machine iF recent letter to 
Office Appliances Mr. Warnier states that 
he car dd few more lines and will b 
glad t ff m American manu 
tactu lesirit suital representation 
Franc Mr. Warnier is an accomplished 
gentlemat peaks and writes English witl 
fluen rrectn¢ nd is thoroughly 
experiet in busines ind commerci 
nes 

Philadelphia, Pa. 
a pl s organized the Office Devi 
Comy vith headquarters at 716 Chest 
street to handle various office devic: 
busy business men, and will represent 
: de manufacturers. Previous 
nection with tl \merican Multigrap! 
Sales Company gives xperience and 
uaintal hich will be very valuable. H 
will nsider offers from manufacturers 
< g tati Philadelp! 
Wichita, Kans. 

B. Al for ten years with Goldsmitl 
nd for four years with the Millison Off 
S ( any ed his c 

ind has start 
t pli business f 
J. F. W. DORMAN CO., NEW CATA- 
LOGUE 
\ 10. con 
186 1 
ec ued 1 
| ) ny I 
. aides “a D 
' ry , 
P 
) ( , 
} 
~ 1 
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i Only P 

> ally tf 
AUSE ihey 
i t I atte 
aced le 
a ,ay 
a are or trux 
Cold Rolled $ 
ngs to bre uk 


cannot 
he expre char 





Pens of Quality 


@ Our No 


suits more good bookkeepe rs than any pen on the market 


. od 5( °. 
P es pene W.LMASON & CO, 
NO 2 0 


Our Popular Bank Pen No. 20 





20 pen ¢ ombines more good qualities and 










@ Send !0c for samples. Per single gross by mail 
J [ gle g 


$1.00. Our guarantee goes with every box 


L. MASON & CO. (Inc.) 


KEENE, NEW HAMPSHIRE 


atform, they reg 


ted entirely of the 
éel; absolutely no 


sign and finish 
Sold ms “all Londien Stationers. If 
1 y you, we will pre- 


TRINER SCALE & MFG. CO. 


1155-57-59 W. 2Ist St., 


r Postal Scales 
ely Acct irate and 
Automatic Scales 


! show any 
here the article 


transportation, 


rges 





Chicago, Ill. 








Trademarks and Copyrights 


Send your business direct to 
Washington. Saves time and insures better service. 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Specialty :—Typewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33, N. U. Bldg., Washington, D’ C. 

















JUARTERED O4K, GOLDEN, DULL FINISH. 155 In. long 
Weight, 10 Ibs. 7 feet Shelf Surface 


8? in wide, 7$ In. high. 


Fach eabinet is packed In a corrugated paper 


box ready toexpress. Packed in crates of six cabinets for freight PRICE, $3. 59 
shipment. Circulars Supplied Free to Dealers. Express Prepaid 

to anv part of the U.S. On receipt of postal money order for $3.50. Write and 
ask for Dealers’ discounts. §. §. CROOKS MFG. ©CO., 47 East 4th St., St. Paul, Minn, 














Faust Improved Shading Pens 


Pay Dealers a Liberal Profit: 
Give Customers ‘ 


The Faust 


; n att r $2.50 
Auto Pens 





r $l 





WRITEFOR JOBBER’S PRICES 


Auto Pen and Ink Mfg. Co. 


40 Dearborn Street, Chicago, Ill. 








Safety Fountain Pen 
and Pencil Holder 


Fits any Pocket 


Holds Securely One to Six 
Pens or Pencils 


Absorbs Ink From Leaky 
Fountain Pens 


Preserves Pencil Points 
For Sale By All Jobbers 











Send 15c postage for sample. 


The Valley City Novelty Co. 


Grand Rapids, Mich. 

















Redc or Black’ Vulcan Stylo Pens 


The ONLY perfect, non leakable Stylo Pens at a moderate price. 
Extra Size, 8 inches, (black only) $1.25. 


Two Sizes 4} and 54 Inches. 


Send for 
Catalogue 
and 
Discounts 


J.M. ULLRICH & CO. “°S/¥i0Ghl rite and wOUNTAIN PENS. New York, N. Y. 


AGENTS WANTED 


( EB: inbltshed 1854.) 










Chi He VULCAN" etcu 


MADE IN AMERICA 





7 


135 Greenwich Street, (Thames Butiding.) 








DEALERS, Our Advertisi 





—EE~E WRITE With COMFORT 


Lh 4 4 ELASTIC PEN ag cats rier Ad book- keepers’ cramp. Eliminates. perspiration 


‘CUTTER- -TOWER cosrany, 184 Summer Street, BOSTON, MASS. Dept. AA. 


tomer we 





ng Campaign Means Profitable Business For You. 


r $1.00. If your stationer cannot supply you, send us his 
wo-cent stamps for postage and packing. 


Address 
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bd “ 
John Holland: Pioneer of Gold Pens 
oe Interesting Sketch of the Career of Man | Me H . . ite 
ROMINENT among the names ot the Who Has Spent a Lifetime in Gcld yu t oO vas undoubte: 
gold and fountain pen manufacturers Pen Industry. rst n acti thes 
of the United States is that of John ments 
Holland, whose likeness graces the trontis Phe Meck pen which had g 
piece of the present issue of Office Appli gold pen, having fashioned tl irst pen o le in 1879 a1 I880, was made by t 
ances. The trade will find the following that metal in 1840 in what was then tl lohn Holland Company. This was 
sketch of Mr. Holland of considerable tn village of Detroit, Mich. He was attract t stwle i aadetent , 
terest. The data was furnished by his so to Cincinnati vhich was tl leading t hee called t¢ past few vears 
James E. Holland he West at that time, and noved 1870 d p 
John Holland was born Aug 11, 1838, at \ neighbor named Brow: jewe le is added to t stablishment of t | 
a small place called the Holly Ground, near trade, had seen a number of Mr. Sheppat lolland Gold Pen Company, and 1884 
the Bay of Bantry in the south of Ireland early attempts at making gold pens that rd rubber ne department 
From this place he emigrated with his par removed to New York a coupl I cal tablished, s t produce fount 
ents at the age of seven, crossing the At late nd there begat egular bu vhich t t t time had be 
lantic in a sailing vessel, which was wrecked making them, his business growing la ‘rr in tl siness 
off the coast of Newfoundland. All were into one of the most prominent gold p In 1885 th siness was incor t 
rescued, however This journey required firms in that city and is still prominent he stock all being closely held ar 
three months. His parents settled in Can imong manufacturers of this useful d embers of t mily In August, 1893 
ada, where they remained a couple of years, vice lames | Holland, after finishing 
then sailed across Lake Erie, with the in Mr. Sheppard was a mechani genius cation at H d, became active 
tention of locating at Cincinnati, which city Besides inventing gold pens, he design ted with business, and in 19K 
was then to be reached only by means of the tools and machines necessary tor mak yrother, having graduated at Yale vel 
canals and the first railroad built in this ing them on a commercial scale Phat he nto the factory and became a practi 
part of the country—from Columbus te was successful is proved in any gold pe vorkman in the art of gold pen making 
Cincinnati factory to-day by the fact that the ma ind is at the present time the head 
On their arrival in Cincinnati the elder chines and tools of the present are modeled manufacturing end of the business 
Holland engaged in the business of con after his original designs, with the details [he company will soon bring out 
tracting, at which he was successful, but an carried on to better perreces I : pen, which it expects to be a leader 
epidemic of the cholera carried him off at In 1857 John Holland was admitted to on vhich will appear on the market withi: 
third partnership in the business, and 1 few months 
: 


a comparatively early age, making it neces 
sary for the eldest son, John Holland, to go 
to work for the support of the family 


1862, Mr. Sheppard having gained a con 


petency from the sale of his gold pens, sold A CORRECTION. 


With the exception of two months spent 5's imterest in the business and retired t n the April issue of Office Appliances 
in the drug store of a man named Arm ' rm the vicinity of | mesnees: ough a confusion of items. it was stated 
strong, who died only last year at the ad spend his declinng years an po follow that William J. Mullin, now located at S¢ 
vanced age of ninety, Mr. Holland was for ng year the name “John Holland” was es ttle, Wash., was formerly with the (| 
a number of years identified with George clusively used upon the gold pens made by cago Shipping & Receipt Book Compa 
W. Sheppard, with whom he had become the’ company This practice has ever sil Phe statement that Mr. Mullin was forme: 
acquainted while the latter was buying sup continued, and the estimated nsctnalle pe sch y with the C. S. & R. B. Company is 
plies at the drug store and to whom he 80ld pens which have been turned ous seme roneous. He was president of the Midla: 
became indentured as an apprentice, accord the factory of the John Holland Gold Pe: Paper Company of Chicago, however, 
ing to the custom of those days. This ap Company since that day have practically prior to that time had been with the Ya 
prenticeship began in November, 1853, when Il been made under the direct supervisior man & Erbe Company for several years 
John Holland was but a few months over f John Holland and the final test of ea President Wils« f the CS & R 
fifteen years of age, and, remarkable to is been made by hin Company says that he wishes Mr. M 
tell, from that day to the present Mr. Hol Making of Fountain Pens. d been wit! ompany, and whi ; 
land has been continuously active in this Fountain pens occupy so much of t t gentlemen ag diallv ti 
one line of business and to-day is enjoying enti f the writing public at the pr re unnecessat ve neverthelesc 1 
very excellent health, having lost through nt day that it is only fair to bring t rrectior , iannus 
sickness very few days during the fifty-six the fact that in 1859 Mr. Holland fas racity 
years of his connection with the business his st fountain pe hese \ 

The Invention of Gold Pens. vere quite clumsy and they did not beg ry sug 
Mr. Sheppard was the inventor of th to n nto popular use unt! bout 1875 th t t rs and onlv one tong 





JONES IMPROVED Lit easiest sot 
BECAUSE OF QUALITY AND NAME. 


A NATIONALLY KNOWN AND RELIABLE STANDARD OF VALUE. 


LIKE STANDARD BRANDS OF LEDGER PAPER. 
SOLD THROUGH EXCLUSIVE DEALERS. 


Write-JONES IMPROVED LOOSE LEAF SPECIALTY CO.—Chicago | 


9 to 13 SO. ANN ST, 




















SELECTING TH E 


RIGHT HOTEL. 





[The bugbear of nvention delegat 
making his preparti r a week’s stay 
n a strange city 1s vays the matter 
ttel accomodations While it 1s_ true 
hat at the present ti early every city of 
50,000 peop! ind up ls has sevéral first 
! proclaiming 
adva tages nd veniences, sad ex 
erence is gy sinc ig the conven 
n deleg ways just a littl 
| ite nodious quarters 
' 1 wid s nee vhi 
he dv ] b 
ve we l re, it p 
pens tl y] n whi 
] has beet d to expect awaited him 
s found himself shift to the sixteenth or 
hteent i 1 is seldom 
ccupied except on nvention or special 
’ < isl | | conveniences 
the way baths, | tory or light 
[The only hotel w can really give 
proper accommodations at all times 1s the 
ne which |} been built with a view to ac 
mmod t g visitors who 
‘ome toa city during ention week. Its 
management foreseen su possibilities 








CMT IITTILIILL ELLA LL 





: 
’ 
’ 
) 
HOTEL SECOR, TOLEDO, O 
| P 
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“Invariably 


Uniform” 
is the Guarantee that goes with every 
Ribbon or Carbon Sheet that we sell. 





When we *‘duplicate™ your former 
order you get exactly what you 
got before: not an iota of differ- 
ence in colors or quality: the same exact 
shade in ribbons which your particular 
customer demands; the same **dependa- 
ble’’ quality in carbon paper that has 
made our brands famous. 


<i aud im k2 
—— 














A trial order will demonstrate the superiority of 
Crown bons and carbons to you 

We invite correspondence from dealers who 

lesire t nprove the standard of their 
upplies department 
. 
Crown Ribbon @ Carbon Mfg. Co. 

ROCHESTER, NEW YORK 











THE ROTARY LINEOGRAPH 
CLEAN SIMPLE EXPEDITIOUS 


We te, 8lbs. Prints anything from a postal to a foouscap. 
The most modern, simple and rapid duplicating device on the market, 
IMPORTANT 1 


We make t best and 


veograph Machines are sold without restrict- 
the user to purchase or use our supplies, 
ge a lapted materials, regardless of 
in : prices from those which hitherto 
“8 
tair : ire under no n Coneiey to resort to expedients other 
rior excellence of our goods to retain patronage. Send 
Deseri lotive Booklet 


THE LINEOGRAPH COMPANY 


Makers of Duplicators and Supplies 
112 FULTON STREET NEW YORK, U.S. A, 








ROTARY LINEOGRAPH 














The Phone-Eze Telephone Bracket 
STAYS PUT! 


Always Vertical—Perfect Balance 
A touch brings it to you 
A push takes it away 


used in an office considered Swings the width 
sitting or standing user 


— Its + Weng in Gold. Price Nominal.’’ 


nak six different styles, to 
i The Phone-Eze 


ndispensable. 
ere hf 


Ot a desk ina ney 


and prices 


Seely Office Appliance 
Company 











Send for descriptive circular 


9SiLiberty St.. (NEW YORK CITY 














Wallets-Folders-EnvelopesFile Pockets by the popularity of the Royal 


~ Ne +S: 
Se 
Mae ay " 
Ate eeGkpeedos 
¢ te 
oe SS ot 
a % 
at 
(i . 
hom, 
3 
v. > 
~~ 


Ss: / 
Removable 
Card. 
2x3 in. panel. 


Flat Paperoid 
Folder, 
for Vertical Filing 


Paperoid Filing 
Pocket, Showing 
our Regular 
Expansion 





CL 


Combination 
Paperoid Filing 
Pocket, Closed, 


ALVAH BUSHNELL COMPANY 


92 MARKET STREET, PHILADELPHIA, PA. 
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| MapDE 
1 IN ALL 


SIZES 














‘ , TE MAKE Paperoid of several 
different thicknesses, but all thick- 

nesses are of the same quality of 

stock. The lighter quality is used for mail- 
ing purposes by Banks, Trust Companies. 
Lawyers and others sending valuable papers 
by mail; also for filing small quantities of 
papers. Medium weight is used for large 
flat wallets, and for all expanding sizes. 
Then we make an extra heavy grade for 


hardest usage 


“Paperoid” is a coined word and secured to 


us by Registered Trade Mark. 


There is no other line of filing envelopes 
and wallets in the market that can compare 
favorably with ours for variety of styles and 
durability In use. 





The accompanying cuts show a few of our 
leading styles, but we have many others, 
and can furnish anything your special busi- 
ness may require, no matter how small—no 
matter how large the goods or the quantity. 
We have recently more than doubled our 
capacity for manufacturing these goods, and 
will be glad to send samples and give 


prices to any who will write for them. 














D P | : ow | | 
( By Special Corresponden e) 


Akron, Ohio. 


(Owl tt t necreased demand 


ith Main street 


pened up at 65 Sor 
: rm consists of F. C. Jones, formerly a di 
's g2375 trict manage! the Royal Company 
“SS pike, Mr. Eberhar » will be in charge 
: + repair and anical department. 


ya wT ARE Baltimore, Md. 
i , Harry W. Ruse and C. H. Thomps 
; tose 























po proprietors of the store and 
id Ww stablishment of the John C. Scherer 
Company, | nnounced the op 
= the new salesrooms at 9 and 11 North G 
r} building, which | 
le é ted t +} a . 
a ture made by the concern 
de — , 
— Binghamton, N. Y. 
a . . 
e \ new stationery firm, Smith & 
ee ~— : ” 
Sor pened for business at 105 Cou tr 
(3 Binghamton, N. Y., on April 7. The 1 
e bers of tl partnership are Charl 
Smith and G ge C. Harris, bot 
Removable ‘ : : ' 
Card, ve been identified with the wholesa 
Full Panel. t nery busi I many vears 
ugl sant with 
Smith & H l rry full 
mmercia ety stationery 
ds. and pecialize on tl S 
ce outhit Among the vell 
| ncy n h the new 
1? dle iTé¢ | ] é le il e¢ é 
Paperoid Folder, W) Cr 
with 1 inch in rane 
Expansion, for mpanies riting papers 
Vertical Filing. _ 
Chicago. 
S—_ Tt | Envelope ( 
iv) : ifact { tere é 
| Chicag 1 +] 
Sacer , elle er 
: —_— S d ti 
Paperoid Filing 
Pocket, Showing ht 
Drop Front . 
ij { | d 
iif 
; « } } 
Des Moines, Ia. 
Combmation Paper- 
oid Filing Pocket, 
Open for Reference. » 
] 
. 
) ~ 
Rise .) 
ilv B S : be i 
the On | 
ved ve d ’ 
] ' ? 
1 p 
West 








The Clatr 


manager, 


| 

) Souden 

concern 
complet 


| ments 
: 
: 


1an block, 112 west 


and fine 


Kalamazoo, Mich. 


will soon open a store in the 
South street. The 
sell to the 


supplies and equi 


will retail and 
e line of offic 


stationery 


Manhattan, N. Y. 


United Office Supply Co., Manhattan 
Mfg’ and deal in office supplies and equip 
ment; p., $100,000, I: rporators: A. R 
Hill, J. H. Dempsey, New York City; J. M 
Nels Mt. Vernon 

Moriah, N. Y. 

R. A. ¢ pman Co., Moriah, Essex Co 

inufacture illustrated calendars, blotters 
pictures designs - advertising; capi 
tal, $400,000; incorporators, R. A. Chap- 
man, Brooklyn; N. Martin, | D. Speir, 
New York City 

New York, N. Y. 

United Office Supply Co., New York; 
manufacture and deal in office supplies and 
equipment; capital, $100,000; incorporators, 
Arthur K. Hill, 325 West 34th St.; J. Man 
deville Nelson, Mount Vernon, N. Y.; Joh: 
I. Demy 254 West 38th St., all of New 
Yor! 

\ lend utstanding 
lebted é Edward Kimptor 
iquidation, is being contem 
lat r futu Frank A. Weeks 

tidators of the business, sent 
ntly ing third divi 
75 per cent paid 
‘redi Id ¢ I 
R Ee p 
P < Pp 
de ionery bi 
S S ers. wit! 
$25. 000 | porat S 
J { } H ' Max Woyl 
C S R ond H 
Somerville. 
Derl Co., Somerville —Manufas 
- d office supplies 
p.. $400,000. President, C 
\l Washineton. D. ( and treasuret 
row Malder 
Erringfield, Il. 
[Typewriter Sales Company, $2,500; n 





ecely 


g and dealing typewriting 


Minot J 
Bull 


supplies S 
M. Howe, Follett W 


HYMENEAL. 
sored again 
rriage of J. E. C 
yf the Eaton, Crane 
Pittsfield, Mass 

Vt., to Carrie Belle 


extend our best wis! 


Announcement 
lton, departm: 
& Pike Cor 

April 12, 
Hurlburt, h 


happy couple. Mr. Colton is one 
epresentative men of the trade. His 
well as those of his charming 


ill be pleased to hear of the happy 
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re Celluloid Tip 





k Paper Company, A. M. Clark, 


trade a 


Won’t soil nor fray 


SSS 
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Every Dealer Should 
Know That We Allow 








Discounts Either on 





Stock Cards or Special Orders 








Index cards come in such a wide range of sizes, styles, 


an? 
weights, et 


ruling, 


dealers. 


specifications and send us the order. 
—and allow you a liberal margin of profit. 
Our prices are lowest consistent with quality. 


ither stock or special 


Write for samples and prices. 


STANDARD INDEX CARD CO. 


701-709 ARCH 


If you haven 


oT., 


, as to be a perplexing problem to 
't “it”? in stock take the customer’s 
We'll fill it promptly 


PHILADELPHIA. 














Two Arms 


That is the 
Paper 
two points double 





are better than one. 
secret of the 
Fastener. The 
its efficiency and do what no other 
paper fastener does—hold the pa- 
pers together secure and straight 
so they can't pivot. 





‘Superior ”’ 


@ Anyone whoonce uses ‘‘Superior”’ fast 
eners will not go back to the old kind 
They are both effective andinex pensive 
Customers keep coming bas thet 


p Coming 


* +1 vw 
and they 


PAY A GOOD PROFIT 
tothe trade. Dealers everywhere are 
having big success with the *‘Superior.”’ 
q Write for samples and price 


SUPERIOR MFG. CO., Sidney, Ohio, U. S.A. 














Chichester 
Typewriter 
Chairs 


Favorites 
with the 


DEALER 


use 
they please 
the 












Consumer 
They 
please the 
Consumer 
because 
“THEY FIT THE BACK” 


If you sell Typewriter Chairs get our Catalog. Shows 
our Full Line of Patent Adjustable Back Chairs. 


Chichester Bros. Chair Co. 
207 Canal Street, New York 


























THE NYE-WELTY CO., 1314 Hartford Building, Chicago, III. 


Do you want to know how prac- 
tical and how quickly our, 


Welty’s Deposit Slip 
| File and Binder 


: SELLS? 


Write us to-day to send you one 
-~ on the condition that you can return 
it if you can’t sell it to your banker. 


Ly 
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onger possess the business value that at sold by the Milw kee 
taches to them and which the law protects to H. B. Star i well known cheese wh 
Phe National Cash Register Company says saler. Indications are that this is a most 
Chalmers and Heyne know what const portant field for the cash registe 
tute the trade secrets referred to in tl p irther sales pected 
tition * 
Green Bay, Wis. Phe Dial Cash Register Company w 
ma B Cc spo *nce.) > ’ 1 | 
(By Special Correspondenc E. B. Dunigan, manager of the Nationa nceorporated at once in Milwaukee w 
Chester, Pa. Cash Register Company's office in this city pital stock of $50,000 by Charles Sulfe 
The National Cash Register Company has_ has been transferred to the Chicago ( |. B. Foster d George White his w 
leased the upper floor of the Bell building and J. E. Windsor of Dayton has succeeded ean the 1 rporation of the Wisconsi 
at Seventh and Welsh streets, and has put him. Mr. Windsor arrived here recently t nterests of tl mpany and also that Mi 
out a large and attractive sign announcing issume his new duties, and he will move his ukee wi e the entral home 
the fact famiiv nere iter to reside The new e compa! {) es have bee pe 1 
Dayton, Ohio. iwer has been connected with the factory I 611 Majest g inder the ree 
In a decision handed down Friday b the company for a number of years and 1 es St I. B. Foste d t 
Judge Martin in the case of the National thoroughly acquainted with the busin: sales end business will be handle 
Cash Register Company against Carl G Houston. Tex. trom this P nt Che manufacture of Dia 
Heyne and others, in which the company “ : machines dy been started in Mi 
, Messrs. William Plumm, vice-president : ; ; : 
seeks to enjoin defendants, Heyne and vaukee and 1 ve sample machines 
° ; ind general manager; T. J. Watson, head of 
Hugh Chalmers, from disclosing trade se : 4 ust been put I rganizers t 
' sales department, and H. C. Turner, secre 
crets and other matters of a confidential na : : * ; ew ) ‘ king for des 
tary, all of New York City, and J. A. Os ay 
ture ‘that canje. within their knowledg« : : ble factory g and as soot this 
wald, superintendent of factories; J. A. Rog , ; ; 
while in the employ of the company, a -?. ne t ( g torv w be moved 
. - t instructor of sales agents nd H | <a : : 
number of motions made by defendants ; tlwauke Wisconsin city w be 
; . Guion, head of order department, of Day ; 
were passed upon Some were concurred a ‘ _ me the ear ters i the company () 
ton, Ohio, a eading officials of the N : 
in and some overruled a ; ers of the pany e confident tl 
: : F tron Cash Register Company visited 11 . . $ 
Noteworthy among the latter was th Wisconsi p table field f 
, this city recently, and were tl guests of : 
overruling of the motion to require the ; : their new vhic will be turned out 
. J. | Poole, the company’s representative 
plaintiff to specify the trade secrets it pri ilf that ordi 
in this district 
wanted kept secret Judge Martin held reed f egisters [The new D 
that to entertain such a motion would sim Milwaukee, Wis. laimed t mbody erect mechani 
ply defeat the very end aimed at in the [he first cash register to be sold in the yrinciples, thos vhich reduce constructi 
petition If the company is required to Milwaukee wholesale produce eld was st and att time secure the 
the trade secrets, these would no National Che machine, a $450 model, was leor "ne rabilit, 


name 





Three Splendid Propositions for 


the Dealer 








N 


lest 


“Y" and “E"’ Card Index Recipe ( 
Housewives the country over who are 
daily using “Y'’ and “E”’ Recipe Outfits 
pronounce them not only a most unique 
and handy device, but also a real neces 
sitv in the home 
Women like these outfits becaus« 


i-——Each reci « rinte 1 separate recipe 
ard, which may be hung whe use 

2—The recipes are thoroughly x y t 
ect soul Meats 

+—Pavorite recipe may be w ank 
cards prov 

‘ Classificatior | nior at ‘ c i 7 


Aves time 





Thi 








5— Definite stateme } 
and UTENSILS greatly expe es work 
Every recipe reliable ar sr being ‘ 

pared and tested by Mrs. Alice Gitche Kirk 
eminent D ‘ Scie Expert of Cleve 
lanc 
The field is unlimited! Order sample 
at once We'll furnish descriptive folder 





with your imprint 





























Y N Ss. Oak 
These three sty ike t \ 

impie pla iin y 1 

ll e Ss I iy et le N ‘t 7 ’ { t ‘ 

: | 
YAWMAN «sv FRBE MFG.(0. 
ROCHESTER, N.Y. 
a BRANCHES 
Ni w Y 6 \ 




















Hart x K 





' nt 
} t 


Salem, Ohio. 


is register 
WwW K was 1! 
ng city sites 
: Rams 
ing th i¢ 
pleased w 
ts offered 
ed t b n 


Case & Register Con 
S I attorneys, 
eT nce, have filed a 
mn hurt iwainst 
lett Ande ministrator 
James nderson, deceased 
fT : tl p 1 states that An 
lt subscribed for 
k plaintiff com 
in payment 
ck 
* { y) g + 
Ly I pa 
( np y 
+ , 
nt. 
( ° 
t 
, 
ggestions as 
; } } 
ty 
if 
P, 
Sedalia, Mo 
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Carbon Papers, 
bons, Carbon R« 





The Most Com- 
plete Line.... 


J. A. HEA 


MANI 


y 





} The mark of quality 


94 JOHN STREET 





writer Oil, Numbering Machine Ink. 


Interesting Proposition to Dealers. 


"Vp sy 






Transfer Papers, Stamp Rib- 
lis, Typewriter Ribbons, Type- 


LE & CO. 


FACTURERS 







NEW YORK, N.Y. 


Ye 








. it ~~ a 


20th Century Paper Fastener 


“Just a Click and it’s Done.” 


;} 
PO hed , paecmuraga Effectively Fastens two or a dozen sheets with 
aa ee sees cha |equal ease, in a second’s time. No metal re- 
4 | mains in the paper---this fastener perforates the 
sehekal YY We a sheet —_o 
ap. @ mS ? ow! 
i| -—- a fastener 
A hundred sheets fastened in a few second Holds 
thtly and permits instant detachment. Just the 
thing for mail enclosures. No time lost hunt 
lit ) torn papers. No lumping or added weight 


perrns 
Always ready for use. Retails for 50c 
40 profit for dealers. Write f 


yin Ol 
1; ant 
aiscount, 


Big 
ir intormati{ 


GREGORY MFG. CO., Milwaukee, Wis. 


ing for 


mar- 
yn and \ 



















=> 
SA 


I sg 


C. H. NUMAN DEPT.. 


ee at 


No. 25 
VICTOR 


‘Just enough ink toink the pen’’ 


t popular and best selling line of low- 
kstands on the market to-day. Effect- 
ping ink clean and liquid. Simple in 
tion. Has an extra large capacity with 
t Easy to clean and fill. 


it Ih 


rv . = | 
sure of ink 


LIBERAL TRADED ISCOUNT. 


354 Broadway, New York. 








Shut Out the 
Big Value 
CUT BOOK No. 4 
Pric a book 


HAYWORTH BLDG. 





Don’t Let the Small Coin 


THE PATTERS 


50 cts. 





BBS CO. 


CHICAGO, ILL. 


ON-GI 
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Its’ easy to sell 









MOORE’S 
MODERN 
METHODS 

















Loose Leaf 


Bookkeeping 











| 
Our catalogue simplifies selling. 
It illustrates and describes 40 | 
record forms and shows how | 
they are used. | 











@Exclusive Agencies only. 





@Large profit on re-orders of 
sheets, which are patented and 
must be bought of our agents. 









@AIll stock goods exchangable at 


any time - no loss on dead stock. 









@45,000 users now buying direct 
from us. Get your share of 
this business. 










@Our agency service includes 
visit of expert loose leaf sales- 
man from factory frequently to 
assist you in making sales. 















Write us so that our Traveling 
Agency Manager will 
call on you. 









John C. Moore Corporation 


575 Stone Street Rochester, N. Y. 






EUREKA BLOTTER BATH SUES 
ALLEGED INFRINGER. 
The Eureka Blotter Bath Company 


Chicago is sending notices the 

in which they state that the William A 
Nicholas Company Philadelphi 

ing blotter baths having the app 

and characteristics and bearing the stamps 
trade marks and transters which are placed 
upon the goods of the Eureka Blotter B 
Company They notify the trad 


Nicholas Company 
Eureka Blotter Bath ¢ 
that no one bearing 


William <A 


epresents the 


pany and state 
name of Nicholas has any right 
ity to sell the goods of the Eureka Bb 


Bath Company 

The Eureka 
leges that the goods being soid by the 
liam A. Nicholas Company 
Eureka Blotter Bath Company are not ge 


Blotter Bath Company 


Wil 


+} 
i 


as those 


uine 

Chis 
reka people had some years ago with Jo 
M. Nicholas, a brother of William A. Nicl 
John M. Nicholas at one 
Eureka Blotter Bath Company, but 


work for Hoggsot 


notice recalls the troubls the eu 


olas time worked 


for the 
and went to 
New 

began the manufacture of a bath called 
the “Nicholas.” The Eureka Company 
brought infringement and won it 


\ year or M. Nicholas cor 


nected himself in business with his brothet 


left them 


& Pettus, a England firm, where he 


suit tor 


so later John 


in Philadelphia 


The validity of the Eureka patents 
been adjudicated by the courts The Eu 
reka Blotter Bath Company has applied for 
an injunction against the William A. Nicl 
olas Company in the United States Court 


at Philadelphia, and proposes now and 
all times to defend its rights fully and ag 


gressively 


ATLANTA STATIONERS’ CLUB OR- 
GANIZES. 
[The Atlanta Stationers’ Club m Wedne 
day evening, April 28, 1909, at the store of 


the Cole Book Company There was present 
at this meeting Lester Book & Stationers 
Company, Fielder & Allen Company, Foote & 
Davies Company, Cole Book Company, Por 
ter & Wrigley Miller Book 
Company 

Che meeting was for the 
izing the club, to adopt the constitution and 
which a committee of three—Mr 
Cole and Mr. Marshall—had been 


and to elect permanent 


I 


Company, and 


purpose of organ 


by-laws, 
Foote, Mr 
appointed to frame; 
officers for the ensuing vear 

The constitution and by-laws were read and 


and, imendments, were finally 


discussed with 
adopted 
Che election of officers 
John Aldredge was nominated and el 
president, H. S 
C. M. Marshall as 
Mr Aldredge, Mr. Foote 
inted a committee t 
tioners not Ts 
application for enrollment at once 


being next 
Cole as vice-president 
secretary-treasurer 
and Mr. Col 
appo see the other sta 
present at meeting and g 
their 
Chere being no further 
adjourned to 


business, the mee 


again Monday 
he 


I 


ing Was meet 
evening, at & o'clock, at the store of t 


& Davies Company 











The 


Frank Bayer 
Company 


22 North William Street. 
NEW YORK CITY 








MANUFACTURERS OF 


INKED RIBBONS 


description 








of every 








The manufacturing, 
jobbing and export 
trade especially 
solicited. : : : : 








x 
WD 
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Blotting Paper 


We are the 
sive manufacturers of Plain 
and Coated Blotting in th: 
countr’ 

Stocks car 


larger 


Standard Paper Mfg. Co. 


Richmond, Va. 
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4 
largest exclu- . 
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7 
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. 
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7 
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ried in all the 


( ities 





Makers of “Standard,” 
“Imperial” and “Sterling” 
Blotting —“Royal Worces- 


7 
+ 
. 
° 
od 
. 
o 
® 
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: ter” Enameled Blotting. 
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BOOK-KEEPERS 


CUT OUT YOUR TRIAL BALANCE of Persona! A 
counts, by using our Ledger Balance Proof. It 
new, and you have not seen it Trite us and we w 
send you testin Is that will make you SIT UP 


AND TAKE NOTICE 
MILLER & HAM, Chattanooga, Tenn. 
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The Life of An Advertisement. 


Remarkable Instance of the Longevity of 
a C. S. & R. B. Advertisement. 
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ng d t pulling power of sively that a good advertisement, place: 
lvertisement continue if 1 : ble medium, has astonishing \ ‘) 
placed in a reliable trade journal Che mental impression made b ‘ 
President R. B. Wilson of the Chicag sement ns t] I ( 
Shiy g & Receipt | k Comp had « reader and prospective buys ¢ t 
ision recently to as} mself this question l isement itself has be gotten pi 
( é d juiry concerning ips by the manufacturer and when oth 
goods advertised about lecade ago. goods and newer models are being broug 
len years ago the | go Shipping an vefore the public eye This buyer doub 
Receipt Book Company was, figuratively had learned the utility of the device adver 
speaking infant in the mercantile world ised years ago through actual experien 
Its establishment consisted of two small He had the impression of the advertisement 
rooms at 199 Clark street, where the four in his mind throughout all that time, knew 
ders of the business began their campaign where he could refer to the magazine, and 
for the introduction of those loose leaf de when the time came for another order | 
vices which have attained such success un tore out the page and sent it 11 
der t igement of President Wilson It would be extremely interesting 
The p t the company then, compared know how man. alts of dollars ' 
to the size of the immense new plant on  peen sent in in orders in the past few years 
the West Side, was gar box to an ordi n the strength of former advertising Phe 
nary cottag Even before the present man instance cited shows that the reliable tra 
igement of the business took hold and car rgan forms a link between advertiser and 
ied it to its present success the founders — ;etirement from business or death. It shows 
realized the valu f printers’ ink and the great value of persistent advertising in 
In 2 idvertis ts irried an an ceeping the inds of buve focussed 
: , renal de paper adver the goods, and it is testimony to the fa 
tising its Common Sense Post Binders that sucl dy isements are ferred 
[his advertisement ppeared before Mr igain and again when the buyer who h 
Wils K rs business of th had a satisfactory article on his first ordet 
. P esire t repeat the rdet 1 though 
Sor g 5 Wilson was going ' ha pass Si the tisement 
through his morning’s mail he came upo rst app d 
irder, ompanied by a somewhat faded 
clipping from th containing 
advertisement run t years ago and he stationery dealer who always does 
asking for that speci! kind of binde1 the strict conventional and hesitates so long 
shown the advertis Notwithstand ibout putting something new in stock that 
ing the time whi d elapsed since the vhen he does decide to take a flyer he finds 
advertisement was published, the buyer had his trade being suppl d by the fellow 
retained the name of the article throughout icross the street. is not the one frequent 
i hat meé nd k A xactly where t: observed passing his bank book in the re 
place his rder and how t get the identical eiving teller’s window It hard to teach 
hing he wanted old dog new tricks, they say, but a man 
Some interesting ] ses of the ertise- in business, to justify his presence there, 
g questi re brought up by this incident must be able to adapt himself to constantly 
lace it det nstrates conclu izing -conditions National Stationer 
a ‘ 
- , 7 The OLD STANDBY Pays You 
ow{do) 150% PROFIT 
a es " 
y ; And On Which You Are 




















PULTE O SEPT RD Bt 
TReAot Aaa 
SOVMGATO vAN 28-88 


PROTECTED 
Lavette’s Patent Envelope 


For Mailing Photographs 











e Beat S ey 
CRUSH The Best Staple You Pays a profit of 150% 
OR Per 100 Per 100 
BEND-£ No 1,4}x 7 $1.00 No.5,6 x10} $2.50 
ad No.2, 5ix 7} 1.50 No. 6, 84x 11} 3.50 
No. 3,6 x 8} 2.50 No. 7, 8} x13 3.50 
No. 4, 83x10} 3.50 Special, 7x9} oes e Meee 





Look up your stock on above, and, 
your orders. 


Can also be used for Fancy ‘ ards of 


= ids 
Any special sizes made to order in lotsot 1,000. Prices applica 
FOR SALE a ALL JOBBERS AND RETAILERS 


These envelopes are composed of fine 60 Ib. Manilla 
paper, reinforced by two separate pieces of pulp board, 
one on each side. The cut re eae the envelope 
= with photograph laid in id over back marked 

B and seal with gummed flaps A Est. 1891 


Por Particulars write to 


H. C. LAVETT 212-214 S. Clinton St 


. CHICAGO, ILL 


23 cents 


Puts a 


Bates Numbering Machine 
on Your Desk 








And it’s yours for 10 days to use as you 
will. Put it to the hardest tests you can 
think of. Give ita thorough try-out in 
your office. If you have any other num- 
bering machine. compare it with the 
Bates in operation. And then, after that 
strict 10-day test, if you are not satisfied 
that the Bates is the best numbering 
machine you ever saw, return it at our 
expense. We will immediately refund 
your 23 cents 

If.on the other hand, you are con- 
vinced that the Bates is the machine you 
need in your office work—if it has saved 
you precious minutes—prevented errors 

satisfied you completely—remit us 

ie balance of the price, $4.27. 


Just Make a Fair Test 


That's all we ask. There are so many numbering 
machines on the market that you can’t buy intelli- 
gently without actually trying them. And that’s why 
we make you this offer—to prove to you conclusively 
just how far superior the Bates is to every other make. 
Other machines must be watched. They're cheaply 
made. They get out of order. They slip up occasion- 
al'y — misnumber your records—make costly mis- 


aks 
The Bates Is Infallible 


Years of experience are back of It. IT CAN’T SLIP. 
And it's made to last—to give the utmost satisfaction. 
rhe frame Is made of the best drawn steel, thus secu- 
ring the maximum of strength with the minimum of 
weight. The wheels—the most important part of a 
numbering machine—are made of a tough “nickeb- 
bronze’ composition. And the figures are engraved, 
not cast as in inferior makes. The figures are finely 
proportioned, perfectly legible under all circumstances, 
and add materially to the appearance of your records. 

The Bates is self-inking. It numbers automatically 
from | to $99,999 consecutively, and has also the dupli- 
cate and repeat actions. A simple pawl changes the 


operations 
Don't Be Deceived 


by any confusion of names. There's another similarly 
named numbering machine that is frequently mistaken 
for this one. See that the machine you get is made by 
rhe Bates Numbering Machine Company of 6 

N.Y. It's the best you can buy, for it embodies the 
latest Improvements of the inventor. 


Don't Delay a Minute 


Sit down now—and write us a note on your letter- 
head, saying you'll give one of our machines a thorough 
try-out In your office. Enclose 23 cents in stamps. One 
of the improved Bates numbering machines will be 
sent to you immediately for a 10-day test. Don't jatl to 
write today 


The Bates Numbering Machine Co. 


706 Jamaica Avenue. Brooklyn, N. Y., U.S. A. 











Finding It Impossible 


to Properly Serve My Patrons 
from My Present Office in 
West Philadelphia, I have re- 
turned to my former location 
1011 Chestnut St., Room 916 














ADAM PIETZ 


ENGRAVER AND DIE SINKER 
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Evolution of the Drummer Into the Salesman 


who are familiar with the 


LL of 


traditions of the trav« 


us 


ling salesman’s 


vocation can remember the time, ten 
or fifteen years ago when the “drummer 
who called to see our boss, the store own 
er, was a unique character in the commer 
cial world As a rule he wore a plaid sunt 
which was audible in itself, and together 
with the invariable sample grips and the 
colored boy who toted them along in the 


wake of the distinguished personage, his 
identity was unmistakable 
There were two classes of drummers at 


that time, the local drummer, or properly, 


salesman, who represented the local dealer 
in the home town, and the “outside” drum 
mer from the big metropolts, who 
visited the smaller cities every fort 


night or month and whose 
usually the signal for a little demonstration 
The 
those days had certain characteristics which 
infallible 


presence Wil 


in the stores. genuine drummer in 


were guides to his identity On 


entering a store, leisurely he proceeded 


cock his derby or plug hat back on his head 


stroll around, taking a lordly look over the 
shelves and stock rooms, note with com 
prehensive glance how much of his last or 


ders still remained on the shelves and take 
out his order pad preparatory to doing 
ness 

His 
prihcipal clerks, and to get 
as to the stock that was 


to be able to make thx 


policy immd own vith ft 


wis te st 
tips trom them 
running low, so as 
proper suggestions t 


the store owner when the chance came to 
have a talk with that individu Then cat 
the more or less enthusiastic hand shake 
with the proprietor, the passing around of 
cigars and adjournment to the retresl 
ment parlor icross the way, where tl 


drummer was looked up mas i itimate prey 


by all the hangers-on who lined up at the 
bar for drinks, at the wink given them by 
the saloonkeeper Then, perhaps, a story 
or two, of the type peculiar to drummers of 
that day, and finally, after about an hour or 


two of this preparatory work the actual tak 


ing of the order began, and the drummer's 
work was finished for another month in that 
store 

The essential thing to do in those dav 
was to make a superficial examination of 
any article sold to that particular merchant 
by another house, and then refer with p 
found contempt to the character of th 
goods, the poor reputation of the rival con 
cern and the tough character of tl sales 
man for the rival hous: This w part of 
the drummer's creed 

This policy was not peculiar t ny o1 


line of business, but to all lines 
salesman disparaged the St. | 
cago drummer's wares, 


ind the Chicago or 


Cincinnati man referred with 


tempt to the goods sold by 


profound con 


the local wl 
sale dealer in the retailer’s town 
New Type cf Drummer Now. 
But the drummer of those days has passed 


Brains Instead of Brass Required by Mod- 
ern Drummer—Must Know All 
Points of Selling Game. 


By Edmond Stilwell. 


iway lf the old style methods wer t 


tempted with most modern mere 


, , 
would lee) 


themselves insulted, for b 


ney and vituperation of tl other man’s 
instantly designate the drummer as a 


kno« ke I 


atter the first 


ind he is regarded with suspicion 


utterance of that kind 


] 


ness men now demand exact knowledge 
concerning any article or line of goods of 
fered to them by traveling salesman, and the 
man who sells must be abl convinces 
not by flamboyant arguments, but by 
presentation of the ctual tacts and price 
t! it his oods é bette I ) nature tl t 
wi ippeal more strongly to the prospect 
purchaser's trade than those of the t! 
house before a sale can be madi 
In the sale of devices for the 
is new ipphlian es of machine 5. exact kt wl 
edge of what mchine will do, its mecha 
} Pp mnts T xcellence ws supt ca) 
point ver ival machine d fa ty 
r ¢ mstrating them a b ite | 
ent man wh would attemp 
sel eI machine represent 
| d tain work faultles 
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du 1es essent vhen import 
‘ me I d | de ‘ tentit S 
1 D é vhat the actu eq 
é f trade ar dt 
1 ‘ can give him tips » new w S 
£ os ing business 18 ever t« 
ller at that store 


Salesman Must Keep Posted. 
Not only is it essential for tl 


i wevel I b \ nis wi 
ighly, but he 1 be posted o1 
I v< nN ide by ncerns n 
erritory Quicl te s ild be t 
ery improvement on a rival machi 
lue or unimportance, and the 
uld be prepared nswer thx 
ble arguments which will be put t 
when his own typewriter, duplicati 
vice specialty is i mpetition w 
ther article of rival manufacture M 
so-called improvements of an unimportant 
racter or nature detrimental to good 
work—mechanc! vhims—have appeared 
m the market in recent years, and it is t 
duty of expert ma hine or spe ilty s 
in to be abl letermin t ( 
tual value nventions imp 
ents, or t strate point rf 
superior valu s own macl 
No 1ron- be given 
per metl PI th 
h instan 7 men can bs yped 
t bacl cigar and tal 
thirst p b talked t 
nethod wl should never b 
ry Other whims! 
be humored and treated with 
~— hare , menable t 
I | ) sh Vn ’ é 
e they t dol 5 
vo @ ested b ' 
in ord ling 
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SANFORD’S DUST PROOF MANI- 
FOLDING PENCIL. 

\ very convenient article, which com 
mends itself at once to every person hav 
ing occasion to use a pencil of this charac 
ter is the dust proof manifolding pencil 
manufactured by the Sanford Pen Company 
of Cleveland, Ohio, recently placed on the 
market [This pencil, a cut of which 1s 
shown herewith, combines the durability of 
the fountain pen with the convenience of 


SANFORD’S DUST PROOF 


the lead pencil. It is made up of four hard 
rubber parts. It uses leads of regulation 
size, making it an easy matter for users t: 


obtain supplies at any time. The lead is 
adjustable and quickly changed and ther 
is a chamber for extra leads in the barrel 


The point is kept from breaking by mean 


f the cap which is fitted on the pencil 
This pe il makes clear carbon copy 
ind an indelible origin There is no waste 
of lead—tr stained fingers—no wood t: 
whittle [t makes a handy pocket compan 
10n always ready whet checks are to be 
filled out or letters written The writing 
will copy the same as ink The pencil, in 


cluding three leads, retails for fifty cents 
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Dealers are given exceptional terms. These 
pencils are made by the Sanford Pen Com 


] | 


158 East 105th street, Cleveland 


OLD HAMPSHIRE BOND. 

Che Hampshire . aper Company, of South 
Hadley Falls, Mass., has just issued a very 
attractive sample book of Old Hampshire 
Bond papers, showing the use of this fa 
mous brand for letter heads, bill heads, 


envelopes, checks, et« [The sample book 


MANIFOLDING PENCIL. 


shows numerous styles of letter heads -1 
one or two colors, lithographed and printed 
examples, as well as die stamped letter 
heads, etc., and illustrates in an effective 
matiner the value of a high grade paper 
for commercial stationery 

The superior quality of Hampshire Bond 


papers and their uniform excellence have 


macie them a very popular brand with com 
mercial stationers and printing houses all 
ove: the country, and when quality jobs are 


be gotten out, Old Hampshire Bond pa 
pers meet every requirement 

Dealers and jobbers everywhere should 
secure this little sample book for reference 
1en stock of this kind 1s to be ordered 





“THE BEST LINE” 


CARBON PAPERS 


‘“‘and we can prove it.” 


TYPEWRITER 








Sold at the lowest possible 
prices, 


quality considered 











MANUFACTURERS FOR THE TRADE 


OFFICE: FACTORY: 
96 John Street 














(Incorporated) 


180-182 Centre St. 
NEW YORK, N. Y. 








Hotel Secor, A Modern Conwention Hotel 


Headquarters National Association of 


Stationers and Manufacturers. Fifth 
Annual Convention, Toledo, O., 
July roth to 23rd. 





hotel ymmodations 1s 
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nodations, and there are over 200 private 


The rates for a room without bath 


$2.50, or for two people $1.25; rooms 
bath $3.50, for two $1.75 each and up- 


ward, according to size and location. 
It is thus observed that the rates for 
one guest exclusively occupying a 
room are extremely low for the ac- 
commodations, and there is no indi- 
vidual increase for two in a room, 
hut the rate is equally divided. 

The Hotel Secor is conducted on 
the European plan. It has 404 rooms, 
not one of which is dark, every room 
having from one to three windows. 
\ll the water used is drawn from the 
Secor’s own artesian well and from 
his water the hotel makes its own 
ice. There is every convenience found 

the finest metropolitan hotels. The 
Secor is convenient to all lines of 
transportation, other hotels and the 
leading theaters and banks. Conven- 

delegates should write for rooms 

early as possible so that there 
ay be no misunderstanding or in- 
onvenience on arrival in Toledo 
Reservations may be made either 
from the hotel direct or from E. M 
Alexander, Chairman of the Hotel 


Committee for the Stationers’ Club 
518 Jefferson Avenue, Toledo, Ohio, who 
desired information. 








132 









If you want to 


Le 
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This Book 


bette r informe d on loose leaf ysten 





their uss their adaptatior their mechanisms 


F. W. RISQUES TREATISE ON 








LOOSE LEAF BOOKS 


AND SYSTEMS. 


A Practical Book by a Practical Man. 
PRICE $3.00 PER COPY 








@ If you are interested in loose 
leaf systems from the view- 


1 


point of either dealer or user; 


q If you want boiled down 


thod of accounting and recor 


rat ling the me« ie end of 
the bri ne f + " wt re 
chanist f you wish to 
equ t yourself with the dif- 
ferent | ncluded in the 
tem, and some of the best 
every busin« . 

that you can present them 
most ‘intelligent y to a pros- 


GET THE BOOK 


@ It cont 200 pages 84)x6} 


t 4 
inche Thirty-seven illustrat- 
ed chapter It is printed on 
fine paper in clear type and 
neatly bound in cloth. It gives 
59 loose leaf rorms, actual 
working size in rulings, head- 
ings and printings It explains 
+} 


@ It shows every style of loose 
leaf binder and holder A cross 
index indicates the forms and 
covers suitable for each class 
of accounts, the reasons for and 
advantages of using covers best 
adapted to each system are ex 
plained by the author. 

@ System in detail and plainest 
termsis fully explained Every 
branch of accountingiscovered 


ORDER TODAY 











The Office Appliance Co. 


305 Dearborn Street, 


CHICAGO. 


TWINLOCK IN NEW QUARTERS. 
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CURIOSITIES IN PENS. 


More than 500 pat s have been issue 
nufactur f pens, so it is not 
surprising that 1 ge establishment 
where stationery is sold there should be 
found s : i rieties and sizes 
and so many shapes as to excite wonder as 
to what possible use they can all be ap 
plied, says the St. Louis Globe-Democrat 
So f 5 s1 ed the small 
est is the artists’s pen, not so large as a 
crow quill, and the largest is a steel mon 
ster nearly an inch across and capable 
holding half a teasp ful of ink at a time 
Then t re t 1 ng, ruling and 
sh iding pens some tf ti last being sO 
stubby’ as 1 quarter of an 
inch in w vhile t shading pens, by 
dexterous use, can be made to draw a line 
mos y desired thickness, and so 
employ mental lettering 
There are ruling pens with two or three 
points h s it the lines may 
be as cl together or as wide apart as 
t y d These, of course, 
untants But the 
cleve I] e music pen. It is 
not much used nowadays, for the ruled 
n paper both for orchestral and vocal 
ores is sO convenient and cheap that com 
paratively few persons need a music pen 
t is made of a strip of brass so folded to 
gether as to present five points, each rep 
resenting a double fold of the strip 
The points are then slit, the edges filed 
down so that the points touch the paper 


1 


equally, are slightly parted to allow the ink 


flow, th pen 1S fitted into a wooden 

handle and is then ready for use. Ruling 
five lines at once of uniform thickness and 
at equal distances, it is invaluable to the 
musici happ¢ to be short of music 
pape t gre hurry to go after 

fres ply, and ingenuity and per 
fect adaptation to the purpose intended ren 
ders it triumph of the penmaker’s art 
\ + ctr re to s S e of the 

est 1 pens | r while mu 
< s \ it d-time qu 

ey I pens to rule their 
lines 


STATIONERS’ BOARD OF TRADE 
ELECTS NEW MEMBERS. 


At the regular nthly meeting of 
Board of Trustees of the Stationers’ Bo 

| llow 9 cerns were una! 
ly 1 to membership: 

I : & | Company, | 
go, Ill 

| IT) ( lf ( go, Ill 

| } & ( = Ne t 

N rk ( 

] G. § 2 st Forty-se 
S \ y -. % 

M é | 2 East Twenty 
st Ne York ( 

W V. Mc!lI t MecMil 
Company, vw elect t in pla 


f A. C. McClurg & Co, 
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Made to Use any Steel Pen. 

Is entirely different from the many 
yw of ink, made entirely of the best 
ibber or chased barrels 


ra 


use. Plainr 


SANFORD’S FOUNTAIN PENHOLDER 





Change pen same as in ordinary penholders, never leaks or floods, steady 
turned hard rubber 
ain r LIBERAL CONCESSIONS TO THE RETAILER. Write today for dealers’ 
terms and plans of agency. Let us ship you smal! sample order—if not satisfied, return to us. 


THE SANFORD PEN CO., 164 E. 105th St., Cleveland, Ohio. 


1.00 
Price 
Pat'd Feb. 251, 908. 


Fills like common fountain pens. Thousands now in 











is the one coin 
wra ? per you 
Bite Soy 3 m=) should always 
=p 8? have on hand 
PY Ocrig ang, to supply your 
r ™ trade. Consis- 
APH DE Tag ut @ 2 tent and persis- 
t ae | tent advertising 
has created a 
steady demand 
i» Are youin shape 
to supply It? Holds al! the coins securely—takes only 4 the 
time to wrap—and coins can’t come out of ends or package 
unro Millions used every year. NINE SIZES—Fits all U. 
S. and most Canadian coins Write for special terms to 
dealers 
‘*The Eureka’"’ Don’t Rip COIN BAG 
is the one bag that never rips—Made from special grade of 
DUCK and DOUBLE STITCHED. Wins instant apprecia- 
tion from banks, large stores and ail business house 
Twenty sizes. Stork u % ‘h “**¢goods. Write today 
prices and samples 


‘*The DETROIT’’ Coin Wrapper 





THE DETROIT 





Detroit Coin Wrapper Co., 10 John R. St., Detroit, Mich. 














Patented 


IDEAL BOOK "44X¢ CORNER CO. 









Manufacturers 
of PATENTED 
MAILING CORNERS 


Great Variety of 
Styles Adapted to 
All Sizes of Books 


Best Corner Made. Send for Samples and prices 
WORCESTER, MASS. 


Cc. C. Andrews, Treas. 










Dear Sir 


Price 75 cents delivered 


. From Thousands of Testimonials we offer the one below: 


—The stamp moisteners which you sold us some time ago have 
given us perfect satisfaction and we find them a very great convenience as 
well as a considerable saving as we used to use damp sponges for this work 
id these were quickly worn out and were rather expensive in the long run. We can 
hesitatingly recommend your Stamp Moistener to be clean and economical. 
Very truly yours, Szars, Rozssuck & Co., Per E. Lennox. 
Liberal Discount to the Trade, Write for Special Dealers’ Agency Proposition. 


PEERLESS MOISTENER CO., 431 Claremont Avenue, CHICAGO 

















Ledger 


this is done. 


protects 
Every 


Write for 


529 Market Street, 





Security of Leaves 
is obtained in the 


Mann Yale Lock 


by using a Yale Tumbler Lock which operates directly 
on the mechanism, the turning of the Yale Key opening 
or closing the binder as desired. 
ries the Yale Key is responsible for every sheet—no 
other key is needed. 
It is the ‘‘only loose leaf ledger that 
No better loose leaf ledger is made; it is 
built for service and always pleases the customer. 


stationer and dealer should be in position 
to supply the Mann Yale Lock Ledger. 


further information. 


William Mann Company | 


Makers of Loose Leaf Devices, Blank 
Books, Copying Books and Papers 













The person who car- 


The illustrations show clearly how 


Cc 


. Philadelphia 
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iaceedl Book Security With Losoe 
Leaf Systems 





8 Good —- Better than M — , 
‘ ssi ane = Description cf Some of the Devices Used 


JOHN ALLEN & CO. : by Lcose Leaf Manufacturers to 


478-480 Pearl Street, NEW YORK Prevent Loss of Reccrds. 
Manufacturers of 


Carbon Paper Ss TIMES the dealer, in trying to Some othe nufacturers emp] 











EOS a eR a ke sale of a loose leaf systen known as plug lock”—a plug cont 
Topenener, pen, Pencil and Full himself “up against” the argu ing a tumbler or similar locking device 
Guaranteed Non-Smut. ment ot the ultra conservative custome: t1 into a hole through which the regu 
Long-lasting, Clean Writings. nee ae. , ;, , , i 
. ° \ ( e system doubtless has its perating key of the binder entet \\ 
Typewriter Ribbons vantages, yet the | se leat record, by 1 this device tl binder cannot be opene¢ 
For all makes of machines. Will give best son of the very tact that the separate pages osed until t plug has been removed 
service and Insure sallsfaciion to users ire ren ible, is insecure \lmost ever +] regular nerating kev of the bi 
Write For Samples stationer and dealer in office supplies who Still another method of protection is t] 
’ handl i loose leaf line has run across this mployed by the William Mann Compar 
objection many times, particularly among f Philadelphi nd New York, wh 
those concerns which point with pride to the patents on w tis known as the M 
the vear in which their business was estab Vale Lock Ledger. whose mechanist 
lishee ited it its show! 



































Glass Signa ls. | 


(ees raphical - Pins 


dosef June hecke 
~ AACHEN -B 


Cermareg 
Send B{.~ for Sarripley- Carter 


Trial 


Su bscription YALE LOCK, MANN LEDGER. 7 eles . \ Ss x a vi Re 
How Loose Leaf Records Are Safeguarded. ecure as the leay 


3 Months 25c Chis objection has existed ever since the bound book 











Aeents Wanted. 
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— inception of the loose leaf idea Various \dded protection is given by putting 
- 7 ] ) ] | noer t t tl 
{ re firms of manutacturers have different ways different Yale KS a binder, one a 
{ ‘ - 1 1 } + ‘ +1 
( safeguarding the record sheets of wht yottor ind e toy requi g 


Office Appliances a ir loose leaf books are composed, ill 2 r bie be i : rted hel Fe the binde 


lh In les 1 } id or 
ased more or tess upon the 1dea I 
The Magazine of Office E P I 














> 
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» 
4 , , j tior t 
§ responsibility tor the integrity and cor ion ¢t S are pa ( 
> 303 Dearborn Street tinuity of the record upon some one per luable to the banking and finan : 
$ CHICAGO son tutions, where the | se leaf idea 
> Or ! n he bind tits! much in the ing of time 
5 é pany, in th ers ot i 
factur uses vhat 1s knowr is the Ss t 
ter lock, which 1s operated by i sp la i i strong 1 I mistak Is t 
GERALD J. CONNOLLY key in conjunction with the regular key vhi shoves mward, ‘ 
ATTORNEY-AT-LAW remove any leaf from the ledger or other vhich causes m to leap torward 
r¢ 7 his 1d t 1S ne ess is | spc \ cl p 5 
711 Fourth Nat’! Bank Bidg., Cincinnati, Ohio. : k ' , e ee , ‘ 
Special representative of Office Appli ances in Cin ive | ~ me) sada . 
cinnati. Special attention given to Commercial Law remains locked and can be used only in the brain and w r lt greater 
elating to the Office Appliance field. F a ain » ased pow 
same manner as a bound volume. larger achieve! +, Ingreasead power 
prem me. 
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Card Travels Far In Bottle 


~ONSIGNED to the waves in a bott! re about 50 miles off Lisbon. Portu Cuba 50 miles to the West. Inagua lies 
Cc off the coast of Portugal on the 26tl nd I remember that we 1 a litt 21-21 Lat 
day f July, 1907, by Royal H inner that evening in honor of t birt] Your card was drifting a long while be- 
Graves, sales manager of the Miller-Bryant day of one of the young lady passenger fore it was picked up; one of the fisherman 
Pierce ( mpany, a bott containing a busi nd atterwards there was a dance on U brought it to me. 
ness card of Mr. Graves, the date on whicl port Side of the deck. I had bottle inclose two Bahama stamps of old issue. 
the bottle vas throw verboard and the ret at dinner and when it was empty | With kind regards, 
name ot the steamer on which he was tray el sed my card (am sending you a a fac Yours very truly, 
eling inscribed on it, s just been picked simile of the original card) and corked th (Signed) Chas. A. Sargent, 
up off the st of the nagua. one of tl bottle securely and threw it over] rd . a ie 
Bahama Islands, after ing drifted, at th Vou will remember that w [ was i Copy of Card. 
lowest stimat tully ten thousand mules Europe st month vou received etter \t Sea, July 26,-07 
since tl til it Ww throw verboard ressed to me. fror Inagu R : . , Please write 
The { ng letter, recently received by vou forwarded this letter i » Vas Royal H. Graves 
t Miller-Bryant-Pi Company fro The New York office sent tl Har om 4 if this bottle is found 
Mr. Gi t their homi fice at Aurora, Berlin. where it missed me a: received Aurora, III. 
lll., explains the incident, which demo1 + wentinlion net te ed ee Copy Sales Manager 
strates again the pi ~e saying that ean. Anite The Miller-Bryant-Piece Co., 
ut g ERICAN CONSI LR SERVIE Mirs. for the trade only of Typewriter 
February 25th, 1909 > ribbons, carbon papers, etc. 
M Bryant-Pieres Co., inagua, Bahama Islands R. M.S. P.C. 
‘ Jan. 15th, 1909 - cc 
. S00 . S. S. Segura 
G \ erested in tl , Pee s, Es The bottle containing this card must have 
g \u | rifted some thousands of miles as the 
The 26th of July, 1907, I was on the Dear Sir—The enclosed card was picked shortest distance between the point where I 
kk M Steam S t S East si nd o threw it overboard and Inagua, where it 
South Hamy , Eng Vera Cruz, vi the 9th of this month. Inagua is one was found, is about 4,000 miles, so it is safe 
Bilbao, Corunna, Vigo, Las Palmas, Ten the most Southern of the Bahama grou t ay that the bottle drifted fully 10,000 
riff nd Havana ry night of the 26th laity being €0 miles t the South, niles 





Ohe Faultless Current Ledger 


“With a Fixture Case of Cold Rolled Steel” 


The original CURRENT LEDGER made of 
formed Cold Rolled Steel (not a fragile alum- 
inum casting). The Ledger with both sets of 
toggles swinging exactly over the center of the 
operating screw. The Ledger with the central 
bridge plate holding it absolutely firmand rigid 
when expanded, the ledger with dust exclud- 
ing inside plates, the ledger that can be made 
with any number of posts, any center, any 
diameter. 


WITH REGULAR OR CRANK KEY Let us prove to you that this is the ledger 
that you should be selling. That in competition it will get the business through sheer merit and quality. 


Let us prove to you that you cannot afford to let your competitor be the one in your territory to sell the 
‘faultiess."” SEND FOR CATALOG AND PROPOSITION TO-DAY. 


STATIONERS LOOSE LEAF SUPPLY CO. 


“SELLS TO THE TRADE ONLY." 


342 Broadway, MILWAUKEE, WIS. Address Nearest Factory 203 Broadway, NEW YORK CITY 








WITH GROVED SAFETY KEY 














THE ‘‘RED RAVEN” STYLO 


(REGISTERED 










Made in America. 


Made only with 
Consumer Pays No Duty 


Iridium Platinum Points — es eae A ee 
; 

— : — a Se | 

The “ Red Raven 9% is superior to any other, of any style, color, finish, shape or price. It is made in all red, red and black and all 
~ black. Every ‘“‘ Red Raven” sold means a satisfied customer. 


‘‘No. 4 Special’’ Fountain Pen. (Exceptional Value.) 





a 











— a 





Our new $1.00 Pen. Write for prices in dozen and gross lots. Also get prices and discounts on our Well known “ RIVAL” Fountain Pens. We REPAIR all makes of 








D. W. BEAUMEL & CO., (Established 1885) OFfICE AND FACTORY, 37 ANN STREET NEW YORK. 











136 OFFICE APPLIANCES 


G1 ON 





Mr. Deater---LISTEN! & 


It ought to interest you to know that we are advertising the merits of “O. K.” PAPER [YA 
FASTENERS to over 8,000,000 readers of the general magazines, always with the request 
to buy them from YOU. 7 
That we won the GOLD MEDAL is a strong endorsement; that we are now selling 
upwards of 5,000,000 “‘O. K.’’ Paper Fasteners a month---nearly 60,000,000 a year--- 7X 
is a stronger one. ‘This is going some, and the reason why is because we have a mighty good aie 
thing and know it, and, through extensive advertising, a large portion of consumers know it, ‘ 
and we are going to keep it up until they ALL know it. oak 
This is how we HELP YOU SELL, and we are going to continue to 
help you sell “O. K.” Paper Fasteners until our sales reach one million per day, 


and THEN we are going to KEEP IT UP. 
WE DO MORE THAN ANY OTHER MANUFACTURER TO HELP YOU. 
No other manufacturer of paper fasteners spends the money we do 
in general advertising. We spend more in a single month than most of 
them do in a whole year’s time. 


OUR EFFORTS TO INCREASE YOUR SALES NEVER CEASE. 


The “O. K.” Paper Fasteners have the advantage of an indestructible paper-piercing- 
point which goes through every sheet, co-acting with a small PROTECTING SLEEVE 









which prevents any liability of injury. 


HANDSOME COMPACT STRONG NO SLIPPING, NEVER ! 


Easily put on or taken off with the thumb and finger. Can be used repeatedly and “‘they always work.” ’ 
MADE OF BRASS IN THREE SIZES; No. 0 B (small); No. | B (medium); No. 2 B (large). PUT P 
wie UP IN BRASS BOXES of 100 fasteners each, ten boxes to a carton, also pul up in bulk, 1,000 to a w 


pasteboard box. vo 
RETAIL PRICES: Size No. 0 B and No. | B 20 cents a box, $1.65 per thousand; No. 2 B 25 cents { 
a box, $2.10 per thousand. Price in bulk, 15 cents per thousand less than above quoted ORDER NOW and ne ~ 





SEND FOR ILLUSTRATION AND DESCRIPTION OF OUR FREE “O. K.” DISPLAY ) 
ALSO ILLUSTRATION OF DIFFERENT ELECTROPLATES FOR YOUR CATALOGUE [NA 


L. & C. HARDTMUTH, 
12 Golden Lane, 


Sole Agents for Europe, India, +. 
Australia, New Zealand [Ye 
London, Eng. and South Africa. w 4 


< z z “ Dx DS) x 

ha hed S x Pee . - 
-_ ¢ I> O 2 

v fee) @ , 32 %= 


TRADE MAR 
» 4 








Monn 





OFFICE APPLIANCES 


Waterman’s Easter Window 


Display 


Fountain Pen Company Sets Good Exam- 
ple by Attractive Window 


Decorations. 
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EASTER WINDOW DISPLAY, L. E 


WATERMAN COMPANY 


top 
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J 
peel? 
nw Cabinets 


Dealers 
Can 
Retail 
This 

4 Drawer 
Vertical 
With 
Profit at 
$12.50 





<n 
Ask for Circular 


UR DRAWER ECONOMY 


Solid Construction. 











Something New. 





DESK TRAY 


Made in Two Sizes in Quarter Sawed Oak 
and Birch Mahogany. Prices Right 








OAK STATIONERY RACK 


Made of Quarter Sawed 
ae Finished 


perial f — 
me CASO 
New Large Quarters, Hunter Building, 


256 E. Madison Street 


Oak. 


ag 
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STRAYED 
OR \STOLEN 
a ee 


LOST 





(Protected by Copyright.) 

Here is presented but a partial list of the se- 
rial numbers of “Lost, Strayed or Stolen’’— 
mostly stolen — ty riters and adding ma- 
chines, as collected by the publishers for the 
benefit of office appliance dealers and agents in 
the field, to g them against the purchase 
or handiing of such goods, and for the benefit 
of the manufacturers of these devices, that 
they may have a means of keeping the trade 
notified ae such numbers. 

THE OFFICE APPLIANCE CO., Chicago. 


Burroughs Adding Machines. 
14822 26468 44044 


22179 60631 
Comptometers (Felt & Tarrant.) 
15135 «=: 1985 19811 18537 =—_- 27151 15225 27514 
Crane Co., Chicago. 
Oliver T riter, Pica Type No. 3, Serial No. 125110 
Underwood Typewriter, Elite Type No 4, Serial No. 152972 


American Maltigraphe, Model No. 2 
“Calcumeter”’ (Computing. M. Machines). 
6338 6379 6438 17536 6056 
Barlock “Typewriter. 


Blickensderfer Teeowetine, Model No. 5. 


8402 «664926 «= 72972) 70085=—s 78210 =: 81725 90141 
20185 66326 74885 76044 79872 82867 
36442 66345 75754 77348 80004 86667 
60235 «671271 = 70074 = 78000 80469 §=—: SOA 


Blickensderfer Typewriter, Model No. 7. 


41008 = 67008 = 77371 83714 «= 91243 »=—- 102269 =: 11 6891 
50853 «= 68027) 77437)=—s 83718 = «92259 =:110557 ~—s LL S884 
56611 71447) 78272 4890 )=— «93900 =—s:111932 
6044272508 )=s 78202 88059 = «S41 112506 
62505 73449 79952 86146 967390 113586 
640088) «= 73516 81744 = 0285S: 97620 ~=—s:113970 


Columbia Barlock Typewriter, Model No. 8. 
50364 
Densmore Typewriter, Model No. | 


1486 «= 003s 3742s (i HDSs«125K3S«14699 
1763-3078 «4005573 12556 = 14399 
149 = 90804523 7126S 1064515215205 
2309 «=- 3138s 4771—s 7929 )= 1073011899) = 15235 
2532 «4040 SO77_——(ss82038—Ss10787)=—Ss«13337 
2716 3546 S819 428) 10967: 13302 
2063 «3507, —s«175— OS S147 Ss«1:3556 
Densmore Typewriter, Model No. 2. 
1168 = 4006-5727) S841 GAG 7742 9346 
1547 5084—s«776 71 ©6728 8650 9795 
4285 5214 $827 6384 6771 9092 
Densmore Typewriter, Model No. 4. 
1721 4897 12639 13541 19745 26361 
3091 7016 13014 15.500 20676 27071 
4363 11694 13106 16945 21497 14451 
4879 11879 13161 18746 23859 
Densmore Typewriter, Model No. 5. 
702 0476 22504 22584 
Fay-Sholes Typewriter, Model No. 1. 
550 
Fay-Sholes Typewriter, Model No. 2. 
0700 2282 
wile FaysSholes Typewriter, Model No. 6. 
17252 (17765177 
10257 _ 17129 a 
_Fay-Sholes Typewriter, Model No. 7. 
14152 17532 18191 
Fox Typewriter, Model No. 3. 
1618 Rite T _s 12812 
ranklin writer. 
1988 
Hammond Typewriter. 
1956R = 5000 4256 ASML 67679 4397404 
269R 11723 34450 51813 76222 «84944 «100817 
s004R 13438 son 0's 76889 85602 104880 
sea 22888 5 77333 Boe? 105808 
; Monarch: Typewriter, Model ‘No. 1. 
! 11138 
625 208? 3302 33 14702 
20574 
Monarch Typewriter, Model No. 2. 
1226 1600 2755 4299 7468 
1541 1703 3435 4320 8342 
1552 1876 5674 6748 9186 
nid New Century T)pewriter, Model No. 5. 


13090 
New Century pewriter, Model No 7 
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Oliver Typewriter. 


5277 18680 78 49158 64199 88988 145440 
5500 18605 29598 «= 49159 66650 «= 89061 =—s:147280 
5577 19222 «= 32086 «= 49272 68080 = «91257 =: 149200 
5543 19703 32157 50030 68429 «94096 «156770 
724 19800 32158 51928 69730 4398 159360 
8213 19810 32425 52230 70284 95392 165490 
8410 20353 97771 52806 71900 96335 174140 
8631 21078 56086 53961 72322 7771 186510 
10234 21513 «32870 Ss 54128 «73368 «= 80H )=—«187320 
11347 21605 «33172 54130 «73482 HOD = 1 SRO 
12523 22165 35028 55457 73545 105355 189520 
12666 22408 «636504 «= 56186 §=— 73612 =: 107829 = 193545 
12709 22669 «© 3775256195 += 73632 = 108881 =: 195014 
12867 23765 38279 56302 73837 112168 195850 
13274 24128 39672 56641 73876 112387 197524 
13472 24137 «= - 30802 56867 «= 74003) = LIZKI7T»~—s:199293 
14052 24929 «41104 «56277. «74607 )=—120381 
14238 25265 4941349 68013 74762 120887 
14502 25378 42110 95395 75188 121057 
14638 25396 42010 58021 77580 124585 
16224 25713 43133 «= 58071 «= 78146 = 124855 
16474 26079 43733 «58202 79424 = 125110 
16670 26209 44108 58771 79512 129542 
16756 27616 «= 45207 «59557 = 79646 = 131476 
17227 27835 «= 45269 «5957979811 = 133111 
17: 23186 §©645875 «= 60450) 82626 = 138713 
17439-28442 «46361 «= 61229 -87410— 141724 
17764 28524 «47216 «= 62207 Ss 83496 144504 
Remington Typewriter, Model No. 2. 
2180 20132 44620 61873 70118 81423 90309 
4258 20581 46222 64925 70134 84436 90606 
5321 20000 50613 65500 + 972011 «85288 «= 91266 
8601 32566 52419 65972 74065 85519 2290 
9097 35038 53519 66639 75214 87584 92554 
9772 35358 55608 66701 78316 87711 2835 
15616 42061 68826 66879 79009 89803 92009 
22750 443878 «= 0713s 8149 = 79121 ONG 95453 
Remington Typewriter, Model No. 5. 

14039 14037 
Remington Typewriter, Model No. 6. 
2510 27716 51929 92120 103328 119138 128886 
4082 27743 «652348 «= 92458 104288 = 119199 = 132254 
5755 28637 «= 53509 «93735 «105505119292 134312 
6626 28046 53797 93750 105847 119545 138207 
8246 29114 62549 94102 105968 119763 139302 
9525 30790 62813 94103 107307 119889 140936 
9813 31058 64117 94145 108450 119920 144258 
10137 31255 «= 64930» 95453 «109091 = 120038 = 144349 
10159 32505 465377 «= 5810 «109116 = 120086 = 144429 
11521 33323 66561 96671 110065 120766 145127 
12293 30168 69335 96899 110403 120906 147913 
13621 30836 71826 98068 111098 121012 148536 
14452 40450 «= 71939) GSS11=—LLLIS9 = 1219431490061 
18437 41398 «= 74208 «Ss O8554— 111236 © 122368 = 152243 
18467 41455 «= 77490)«= 98834111929 «122410154343 
19542 41739 «77445 98849114013 «122419 =—:155164 
19050 41824 78321 99164 114093 123162 155768 
20005 42433 79108 99204 114864 123406 157030 
20002 «44758 79771 99254 115001 123858 160697 
20071 44909 «= 79830 «100657» «115302 124516 = 162301 
24200 45703 «= 80485 «100767 «117104 =—:125048 163196 
4452 47948 82252 101307 117166 125371 ~=—«163717 
25635 48529 89561 101861 117564 126229 164724 
5719 49277 «= OI9T_-—«:102548 «118499 = 127216 ~=—:164908 

26939 51063 91085 102887 2118803 128532 
Remington Typewriter, Model No. 7. 
3044 «38413 «= 60699 §=— 104230 125456 = 151135 199689 
3520 43461 67703 109875 125464 153759 200121 
3866 644575 «69672 «110208 §9=—:127293 «155842 204430 
7851 44707 72098 111675 127595 150184 208146 
13681 50377 75649 113474 128263 170434 208683 
15006 © 50534 «= 79459) «113844 «128945 «175072 «209323 
21756 «53035 «= RORS 114273 «129564 =—«178125 «= 209641 
23244 53989 87359 114500 130130 180457 209653 
23029 57002 «95082115287 =«:132422 «180646 =—-:211257 
30190 57934 95840 116023 133988 185120 212459 
32905 57966 96244 117871 130076 187029 216682 
32916 57990 102235 118660 142677 191121 216685 
35807 50148 102677 122148 145198 196233 218140 

30038 60063 103527 124924 145374 197552 
Remington Typewriter, Model No. 8. 

12614 19401 21280 23929 29008 32437 

16319 19446 23224 25170 31602 


Smith-Premier Typewriter, Model No. 1. 





2033 11231 16086 28182 32518 
2320 11254 16591 28261 32613 
2531 11605 17049 28319 32652 
2553 11820 17568 2 2834 32973 
4816 11880 17739 23452 28624 33023 
4948 11909 17818 23845 28604 33049 
5140 12152 17954 24029 28770 33192 
5557 12184 18281 24303 28924 33842 
5949 12301 18482 24505 29131 33874 
6204 12444 18878 24885 29541 33939 
6323 12492 18994 25025 29597 34012 
6536 12501 19070 25052 2977 3H438 
6583 12813 19121 25056 29833 34594 
7848 12953 20007 25 30000 34809 
7954 13130 20114 25123 30050 34837 
8236 13241 20123 25404 30156 35080 
S64 13302 20424 25632 30159 35095 
8665 13757 20741 25831 30242 35168 
8945 14330 20838 2605 30407 35212 
9071 14420 20989 26134 30559 35213 
9646 14479 21004 26397 30619 35245 
9750 14539 21012 26382 30829 35277 
9816 14701 21112 26928 31133 35504 
9822 14678 21123 26844 31448 35628 
9902 14754 21570 27028 31500 35853 
10006 15152 21582 27240 31701 35959 
10327 15803 21630 27471 32161 35984 
10907 15920 22028 27697 32393 36087 
11170 15987 22191 28159 32464 36148 





Smith-Premier Typewriter. Model No. 4. 


87 3566 9831 16945 33377 47513 59283 
179 3305 10316 17974 34913 48192 62021 
285 3645 10514 19358 36056 48866 63006 
533 4887 13310 21255 36719 48921 66875 
586 5776 13725 21733 37557 50033 68825 
738 5796 13842 24338 41576 50975 68812 

1023 6492 14885 24897 43490 50986 
1146 6687 15753 27392 44558 55140 
1413 7549 «16490 «= 27729: 44642 55473 
1515 $38 38 3 16494 30346 45486 55732 
2256 16527 32633 47091 57717 

Smith- enntios Typewriter, Model No. 2. 
616 12543 24527 ~ 41184 53326 66659 79861 
638 12842 24596 41407 53666 66951 79918 
1275 12865 24987 41516 53866 67359 80473 
1715 13525 25618 41535 54359 67367 26 
1772 13607 25836 41576 54452 67481 81226 
1929 13624 26671 41653 54493 67545 81926 
2432 13628 27084 41676 = 54576 68692 82107 
2607 13908 27203 41805 54653 68727 8227 
2841 14058 27464 41932 54777 68968 82448 
3227 «14411 «= «27569 0 «42215 54813 69193 82691 
3295 14568 27890 42446 54910 69606 82804 
3460 14904 28465 42562 233 69985 83000 
3568 14996 28467 42595 55328 70129 83030 
3908 15125 28589 42703 56346 70757 83058 
3947 (15504 28916 4«642791~—S «57 71452 83373 
4107 16078 29132 42929 57274 71966 83806 
4539 16086 29352 42044 57368 72011 84654 
4684 16469 29592 43105 58211 72494 85065 
5249-16885 7 43240 58826 72699 521 
5321 17345 30698 43389 59099 73602 85644 
5544 «18014. 31141. = 43712 = 592: 73783 86692 
5734 = s:1817 32082 44398 59416 74116 86304 
5932 18228 32343 45931 59557 74203 86530 
5979 «18344 «32493 «Ss «45991 59810 74715 86699 
6021 18526 32597 46563 60178 74787 87610 
6159 18537 33247 46933 60583 74880 87752 
6767 18616 33572 47051 60764 7 87858 
6802 18726 33687 47127 60826 75091 88030 
7288 18771 33777 47622 60990 75272 88200 
7322 18947 34019 47 61077 75341 88697 
8113 19291 34098 47975 61354 75730 89048 
8421 19302 34236 48192 61606 75870 89421 
8447 19857 34310 48262 61826 75925 89764 
9097 19893 34382 48355 61864 75929 89919 
9426 19911 34556 48640 61873 76302 90365 
9514 20351 34588 49019 62645 76364 90656 
9677 20553 34638 49212 62661 76661 92087 

10077 20847 «35570» «49213 =: 62814 76748 93087 
10321 21387 35661 49491 62884 77188 93099 
10602 21605 36001 49510 62897 77472 © 93845 
10706 21932 36365 50197 63030 77587 96277 
10799 21956 36787 5 6376 77649 96887 
10810 22334 37093 50615 63988 77651 96928 
10903 22506 «=. 37986 736 © 64446 77720-97241 
11001 22687 38668 50741 64851 77814 97718 
11045 22762 39155 51321 665128 77824 99792 
11184 22921 39526 51577 65422 78007 100327 
11226 23448 39643 52221 65442 78878 100936 
11949 23471 40697 52493 65601 79299 101477 
12212 23778 40704 2527 65734 79511 

12357 24373 «= 41116 = 52703 79516 


Smith-Premier Tysswelien, Model No. 3. 

169 7250 
Smith-Premier Typewriter, Model No. 5. 
1850 
Smith-Premier Typewriter, Model No 6. 


Stearns \ tells Typewriter. 


54 
Sun Typowstter, Model No. 3. 





1456 
Underwood Typewri,ter, Model No. 1. 
1648 2734 6228 868" 12440 13135 15909 
2231 4651 8282 10165 = -13124 = 14097 
Underwood Typewriter, Model No. 2 
14946 15733 16860 160079 174786 
Underwood Typewriter, Model No. 3. 
581 2574 13370 
Underwood Typewriter, Model No. 4. 
1614 17495 275 36208 47366 68616 9719) 
3229 17565 27363 «38776 «47529 «697 14 =: 101796 
3947 =—-18905 27568 «= 819 47546 «= 69750 =: 106547 
5951 19297 27582 36851 48704 69828 110109 
6398 19568 27822 37111 48867 70194 110323 
6456 20859 28318 37693 49618 70253 111215 
6522 21059 «28586 «= 38460 3951445 = 70432114008 
8753 21574 «= 28712, 39506 «= 51529 71874 ~—s«117622 
8940 22390 28008 40016 53468 72972 124589 
9431 24: 29206 40068 54157 74517 129372 
9488 30428 40449-55144. 75873 =—:132522 
9909 30515 41705 55352 76401 134962 
10223 31124 42482 55708 «= 76567 ~=—-136847 
11193 32430 43608 «= 58678) = 77197 «151905 
11367 32606 43696 «=-557696 = 78554 «156070 
11978 32706 44660 57703 80428 156437 
15192 33019 44731 «= 60288 «= 82426 = 157324 
15468 33227 44928 «= 60606 = 86174 160314 
15528 34004 «44987 C0917 86654 «161226 
15916 34422 45063 «62565 «= 87232161955 
16632 34619 46382 65604 8600 152972 
17160 M734 46709 66838 9412 
17477 5 35134 47217 67478 91904 
Underwood Typewriter, Model No. 5. 
6067 23764 3532 54254 73953 100740 111037 
SO7S 25428 «35767 «45462375171 «101205 117701 
10522. 27026 «©. 37854 «9 59210» 79236 «102410 = -121585 
17617 31960 41058 62009 87575 103891 145230 
17975 32226 «= 47028) 64557 «= 89191 104314151435 
18135 33472 51138 67580 95102 108656 153667 
21656 33742 51884 71032 96217 110082 
Williams Typewriter, Model No. 4. 
17704 
Williams Typewriter, Model “Junior.” 
7382 14230 14283 16328 
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Chicago Binder and File Co. 


Manufacturers to the Trade of the 


BEST LOOSE LEAF BINDERS ON THE MARKET 





~~~. 








seer emer 
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Catalogue Binders a Specialty. Highest Discounts. Write for Catalogue. 
219 Drexel Bidg., PuiLapevpuia. 133 South Glinton Strest, CHICAGO, ILL. 





















The Eureka Bath and Cloth 


tary system of letter press copies. The composition 

in the bath as euseuan listribut ion of m 1oisture to the cloth, at the same time 
pre ng bad j mustiness or n lew TI e patent chemical surface cloth 
! r I ige affords clean, clear-cut cor ies. There are more Cureka 










wit! 
Baths ia use > than ‘all ~ combined. The wire net in the composition makes 
ther breakable _They are fi ished in all sizes fror n correspondence to 
pay | > i thr igh the dealers uu rile J Eureka Booklet. 







THE t U RI KA BLOTTER BATH CO., CHICAGO, ILL., U.S. A. 
6215-17-19 Wentworth Avenue 
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Sresks Mita. Co., &. 8 121 Monarch T. W. Go 53 Thomas Stationery Mfg. Co..............6-.. 109 
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Dick, A. B. Co 83 New York Stencit Works 80 Universal Business Inst., Inc...............4. 77 
Dieta, Jf. 6 oe = Numan, C. 127 TSS EO Rarer a 
odge, e . . &. Typewriter Ri > CD stecechuue 
Dornette & Bro. Co., The 87 nye way G6 oO = wlie ” ' ita” — a 
Drummond-Ludliow Co. 8 O. K. Manufacturing Co 136 Valley Clty Maveltey GOs occ s cccnsecdactetanss 121 
Dubelle Company 80 Office Appliances 10-132 Vietsr TyGOGee? GOidecocckscvccevarssctstees 47 
Dudley, The Mfg. Co 4 Oliver Typewriter Co Back Cover Ww 
Ouryea-Hoge Co 117 Olson, M. C. Mfg. Co 120 Walden, FOR Db isscciksctdvcsdteaanaeleeen 59 
E Otto Typewriter Works 66 Walker, — -s BB s.0:0e0308000. te eee 119 
Steins ; 12 P Webster, F. 6. CO... .ccsccccscscccssccscesoes 6 
mene ye ~~ tg 66 139 Patterson Gibbs Co. 137 3 «. Wha, TO MOE. Qin 6 v'ccncidncensnaiedn cee 97 
— e Peerless Carbon & Ribbon Mfg. Co 108 i A ee er rae re 115 
Peerless Moistener Co 133 Wreetem, Gr Geico sccevexce sondasnniendae 105 
Feige Desk Co. 47 Pelouze Scale & Mfg. Co 117 Wholesale Typewriter ee eee ee 
Force, W. A. & Co., Inc 80 Pen-Carbon Manifold Co 77 WI TOROTRTOED TE 6 ok ctv si ccrnccsdoadamanaure 51 
Forest City Furniture Co 81 Pietz, Adam 129 Wren, We Us OE GB: ciicgoncsanasadecdeneeee 99 
Fowler-Manson-Sherman Cycle Mfg. Co 62 Pratt, F. Mfg. Co 56 Y 
Fox Typewriter Co .. 4% ~~ Proudfit Looseleaf Co 117 Yawman @ Erbe............ asceesaea TTT 
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OFFICE APPLIANCES 








RETAIL TRADE OPPORTUNITIES. 


As supplied by “OFFICE APPLIANCES”’—Magaziae, Chicago, Ill. 








“RETAIL TRADE OPPORTUNITIES” consist of the names and addresses of NEW FIRMS and CORPORATIONS—the names of the PURCHASING OPFICER, andia most cases the KIND OP 
GOODS TO BE PURCHASED. The supplying of this list of LIVE PROSPECTS by this publication will be continued monthly, and for the present wil! mot be furnished anyone in advance 
of the issue. The perusal of this department by the SELLING ORGANIZATION of ali companies engaged in the sale of office devices and supplies, will result in sales each month. Those 


interested may rest assured the information givea is ‘‘tresh,’’ as ladicated by the “‘ready’’ dates. 








BARTLESVILLE, OKLA. 

The Automatic Wagon Brake Co., Bartlesville, 
Okla. Business, wagon brake manufacturers 
D. D. Huling, secretary. Have their first supply. 
BEAUMONT, TEX. 

American Printing Co., Beaumont, Tex. Busi 
ness, printing and stationery R. M. Hallowell 
secretary, and CC. W Galloway, purchasing 
agent. Are interested in: Bill-Lading Books, 
Binders, Blank Books, Blotter Baths, Book- 
keepers’ Supplies, Cabinets, Calculating Ma- 
chines, Carbon Papers, Card indexes, Card Sys- 
tems, Cash Boxes, Check Books, Check Protec- 
tors, Copying Presses, Desks, Desk Specialties, 


Dupliating achines, Envelope Sealers, Eras- 
ers, Filing Cabinets, Fountain Pens, Inks and 
Ink Stands, Invoice Books, Ledgers, Letter 
Files and Trays, Library Supplies, Loose Leaf 
Binders, Loose Leaf Specialties, Manifold 
Books, Memorandum Books, Metai Furniture, 
Novelties, Numbering Machines, Office Furni- 


ture, Office Cutlery, Order Blanks, Paper, Paper 
Fasteners, Paper Folding Machines, Partitions, 
Pens and Pencils, Pencil Sharpeners, Postal 
Scales, Rubber Stamps, Safes, Scales, Sectional 
Bookcases, Show Cases, Signs, Specialities, Stap- 
ling Machines, Stationery Specialities, Stenog- 
raphers’ Supplies, Time Recorders, Travelers’ 
Expense Books, Typewriters, Typewriter Cab- 
inets, Typewriter Supplies and Tabulating De- 


vices. 
BRANCH, ARK. 
Branch Branch Ark 


Rusiness, 


Bank of 


banking. Cc, A. Callous, secretary Will be 
ready for supplies by May 15, 1909. 
BUCHANAN, VA. 
Buchanan National Bank, Buchanan Va 


Business, banking. Will be ready for supplies 


by May 11, 1 . 
BURLINGTON, N. DAK. 
First State Bank, Burlington, N. Dak Busi 
ness, banking. H. A. Kluver, cashier Are In- 
terested in Accounting Systems, Bank Fit 


tings, Banks’ Supplies, Check Books and Check 


WANT S 


NOTE—“Want" advertisements are received 
for this department at 2 cents a word for light 
faced type and 3 cents a word for heavy faced, 
payable in advance. Minimum charge of 50 
cents. Only legitimate advertisements received, 
and those relating to trade necessities. 


SITUATIONS WANTED. 


SITUATION WANTED 
tent typewriter and specialty man with ten 
years’ experience wishes to connect himself with 
a typewriter exchange or take charge of the 
typewriter department of a reliable firm Would 
also like to exchange stock in a successful es 
tablished business in a small city for stock in a 
large firm where he would be connected. Ad- 
dress Box $10, Office Appliances 








Thoroughly compe 








ne HELP WANTED. 


WANTED—Experienced typewriter salesman 
fully capable of managing department and 
showing results. Territory, one of the best 
southern states. Leading and best known ma 
chine. Address, with reference and experience 
Manager, care Office Appliances 

BUSINESS OPPORTUNITIES. 

BUSINESS OPPORTUNITIES 
for an expert office equipment man to manage 
department. Must be a salesman with ideas. 
of an unquestioned record, familiar with details: 
not a desk man, but one who can and will be on 
the job every minute 

Our employment department requires two out- 
side representatives and three placing men; 
only men trained with the best concerns in this 
line considered. 

Also want three up to the minute salesmen for 
Secor typewriters. One combination salesman 
and expert repairman. Two salesmen experi- 
enced with commercial phonograph and kindred 
lines. 

We prefer our people to be stockholders. as 
we believe in the co-operative principle. How- 
ever, ability is considered first Full particu- 
lars will be treated confidentially. The House 
of Philbrook, Security Bidg.. Los Angeles. Cal. 

WANTED—To buy controlling interest in an 
established business which can stand better- 
met. Manufacturing preferred. Address Prac- 


An opportunity 





tical, care Office Appliances, Chicago. 


Protectors, Desks and Specialties, Filing Cab- 
inets, Letter Files and Trays, Loose Leaf Bind- 
ers and Specialities, Office Furniture, Rubber 
Stamps and Safes. 
CAMDEN, N. J. 
Halyburton Realty Co., 104 Market St Busi 
ness, real estate (¢,. P. Halyburton, secretars 
and purchasing ag nt Have their first supply. 
CHAMBERLAIN, S. DAK. 
Peoples Savings Bank, Chamberlain, S. Dak 
Business, banking 
CLARKSBURG, W. VA. 
Southwestern Coal Co., Clarksburg, W. Va 
tusiness, coal mining L. B. Stevens, purchas 


ing agent 

DE LEON, TEX. 
Land Mortgage Co De Leor 
land and mortgage. R. R. Har 
’ Linn, purchasing 


The Citizens’ 
Tex Business 
vey secretary and \V 


agent 
DUNBAR, IA. 
Dunbar Savings Bank, Dunbar, la 
banking. 8S. O. Tou, secretary 
FENNIMORE, WIS. 
National Bank, Fennimore, Wis 
Will be ready about May 


Business 


The First 
banking 


JAMESTOWN, N. DAK. 
Eagles Building Association, Jamestown, N 
Dak Business, building and loan M. P. M 
ris, secretary 
from the start. 
MASON CITY, IA. 
Portland-Cameron Telephone Co., Mason Citys 
la Rural Telephone Co. William Letts 
tary and purchasing agent. 
MEDFORD, OKLA. 
Grant County Drue Co., Medford, Okla I 
7 I 


; 

fusiness 

1 1 ‘ 
1909 


secre 


ness, retail drugs and stationery. r » Neal 
secretary Will be reacy to order May 15, 1909. 


MIDLAND, ARK. 
Midland Coal Co Midland, Ark. Business 
coal mining J. C. Peal, secretary, and W. T 


Exclusive right of sale of good, 
specialties in Germany and Bel- 
largest manufacturers of 
and dealers in office appliances in Germany 
First-class typewriter especially desired Ad- 
dress Foreign, care Office Appliances. 


TYPEWRITER DEALERS! We want your 
best cash figures on second-hand “‘rough’’ No. 2 
Suns, Standard Folders and No. 4 Underwoods 
above 38 000, all with pica type, all parts com 
plete Write us to-day. Capitol Typewriter 
Exchange, Denver. Colo 


BOOK, NEWS AND COMMERCIAL STA- 
TIONERY STORE in business center of city of 


for sale cheap, because of owners ill 


WANTED 
practical office 
gium, by one of the 


50.000 
health 
Big office supply trade, also heavy 
>) years’ lease on building 
325 B. & L. Bidg., 


school book 


business 


Address Agent 
la for particulars 


PAPER SPECIALTIES 
chant desires to represent manufacturers of 
paper novelties, such as dishes, driving straps, 
wheels, bottles, bricks and other things of use, 
prepared of paper Please apply Sub. 6050 to 
Sylvester Hvid, Copenhagen, Denmark. 


Dubuque 


Scandinavian mer- 
a 








_ ADVERTISING NOVELTIES. 








We can supply any advertising novelty, pre- 
mium or souvenir. Write your needs. Prompt 
service Complete files Right prices Cus- 


both advertisers and sales- 


tomers evervwhere 
Branch at Buffalo, 


mer Kladag, Ridgway, Pa 
: ¥ 


FOR SALE. 


FOR SALE—New Mvyriagraph Rotary Dupli- 


cating Machines, also Neostyles, No. 7 Model, 
good as new If interested write us for details 
of an extraordinary offer such as has not been 
made before to the general public. J. L. Gilles- 
pie Co., 132 Seventh St., Pittsburgh, Pa 

FOR SALE—Well established typewriter and 


(incorporated); located in one 


supply business 

of the largest and best cities in Middle States: 
splendid location; thousands of people pass 
large show window daily. Valuable agencies 
go with business. Splendid opportunity for 


experienced man or company with some capi- 
tal. Good reasons for selling. Address Splen- 
did Proposition, care Office Appliances, Chica- 


' go, Ill, 


Quimby, pur ising gent Are nterested ir 
Adcing Machines, Blank Books, Carbon Papers 
Check Protectors, Coupon Books, Memorandum 
and Travelers’ Expense Books. 

MULHALL, OKLA. 


Security State | Enid, Okla G. | Pu 
ford, purchasing agent \re interested in: Ac- 
counting Systems, Bank Fittings, Billing Ma- 


chines, Binders, Blank Books, Blotter Baths, 
Book Cases, Cabinets, Card Indexes, Card Sys- 
tems, Check Books, Coin Counters, Coupon 
Books, Desks and Specialties, Erasers, Facsimile 
Letters, Fountain Pens, Ledgers, Library Sup- 
plies, Loose Leaf Binders and Specialties, Metal 
Furniture, Novelties, Order Blanks, Pens and 
Pencils, Rubber Stamps, Sectional Book Cases, 
Show Cases, Specialties, Stationery Specialities, 
Stenographers’ Supplies and Telephones. 
PATERSON, N. J. 


Hopson Harness ( 21 Main St Harness 
business Hy R Stiles secretary and E J 
Zeliff, purchasing agent 

PONCA CITY, OKLA. 

Farmers’ State Bank, Ponca City, Okla Bus 

ness, banking C¢,. O. Johnson, secretary 
RICHMOND, IND. 

The Mount Shoe Co 529 Main St In the 
wholesale and retail shoe business Carl A. 
Mount, secretary and purchasing agent. Are in- 


terested in: Cash Registers, Check Protectors, 
Copying Presses, Desk Specialties, Duplicating 
Machines, Invoice Books, Ledgers, Letter Files 
and Trays, Paper and Paper Fasteners, Pens 
and Pencils, Telephone Brackets and Travelers’ 
Expense Books. 

SAYRE, OKLA. 


Hodges Mercantile ¢ Sayre, Okla. Business 
general merchandise L. A. Baumstark, secre 
d in Blank Books, Book- 


tary Are interest 
keepers’ Supplies, Cabinets, Codes, 
Specialities, Pens and Pencils. 


For Sale 


Loose Leaf 





The owner desiring to 
retire from the manu- 
facturing business offers 
this plant for sale. 


It is perfectly equipped for the 
manufacture of case goods, 
and is turning out the best 
known line of medium priced 
office desks on the market. 


7 
w3sted 
vited 


Correspondence or personal visit it 


Rowlett Desk Mfg. Co. 


Richmond, Indiana 























The c.S.&R. B. Way 


is to provide the dealer goods he can sell at prices which yield him a profit. Butin the present year of grace our policy is so well 


ry this month’s offering to the trade is one that is appreciated. YOU KNOW THERE’S A DEMAND 








known, it’s hardly necessary t 














STYLE “STAR” c.s.& R. B. 


Most popular Sectional Post Bi ler ver HARDWARE CATALOGUE BINDER. 
produced at a moderate price «> = reful 
Service 
& 
y=) Relia bie 
Binders 
Just what the name indicates. We are 


We have added TO STOCK upward of For All Uses supplying the demand because the 
fifty new sizes. Write for list DEVICE and PRICES are right. 































































e’’ heads a line of eighty high-grade devices, all described in price list No 22 
Would price list No. 24 (Metal Parts) interest you ? 


-&R.B. CO. --. 


ba 4 
Kinzie & rmour Sts., Chicago, U.S.A. 


Our Ledger ‘‘De Lux 
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The World’s Best 


Typewriter 
For 17-Cents-a-Day 
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Typewriter 
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The Oliver Typewriter Co., Oliver Building, 93 Dearborn Street, Chicago 
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